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PLAIN 
FACTS 


from 
THREADWELL 


.-- pioneer in special purpose taps 


Acme Taps are nothing new with 
Threadwell. We have made them suc- 
cessfully for years. Recently, however, 
we have had an influx of inquiries on the 
subject. This prompts us to give warning 
to potential users of Acme Taps: 


THERE IS NO GENERAL PUR- 
POSE ACME TAP The very nature 
of the thread is not conducive to free 
cutting. The thread is coarser; the 29° 
form is hard to relieve; chips caused by 
deep, coarse threads block lubrication; 
lead screws are often needed to control 
tap travel. 


HOWEVER Threadwell Engineers in 
many cases have designed single pass 
Acme Taps with outstanding success, 
replacing sets of two, three and more. 
We insist, however, that each Acme Tap 
must be designed for a specific appli- 
cation. 


SUGGESTION 'f you have a cus- 


tomer or prospect who is considering 
Acme Taps, go over his prints with your 
Threadwell Representative. You'll save 
your time and have a better chance at 
the sale because Threadwell will not 
make an “Under designed” tap or sell 
more tap than is needed. 


THREADWELL TAP 4&4 DIE CO. 
GREENFIELD, MASSACHUSETTS 


an affiliate of tut 
Ceaereamaticon 








... the quality-engineered package 


that simplifies speed reduction 


Rugged, semisteel housing holds bear- 
ing seats in line for entire life of unit. 
Laughs at loads. Corrosion resistant. 


AGMA rated helical gears. Soft cores 
withstand shock; hardened surfaces 
defy wear. Teeth are crown shaved. 


Gears are located between bearings 
and carry their loads without strain. 
Longer life, higher efficiency. 


DODGE TORQUE-ARM, America’s 
most widely used shaft mounted speed reducer, will save money for you. No 
foundation, no sliding motor base, no flexible coupling, no installation fuss. 
Developed and perfected by Dodge, this reducer has been so widely accepted in 
industry that it is now built and stocked in this unmatched range of sizes and 
models: capacities up to 170 hp; output speeds from 10 to 400 rpm; ratios of 5:1, 
15:1, 25:1; speed ratios up to 175 to | with correct selection of speed reducer 
and V-belt drive. Built-in backstop available. Also positive overload release. 
Vertical models. Flange mounted models. Special application models . ihe ctites aeoletdhy enn iat ond 


. , . ‘ locks on both sides of housing. This 
Dodge Manufacturing Corporation, 500 Union St., Mishawaka, Ind. baby stays put—runs truer longer. 





+ + gnome 
The Products with the Pluses... pD CO fe) 


of Michawahe, Ind. 


THE TRANSMISSIONEER is featured in Dodge advertisements, which appear in leading industrial publications. Prospects are directed 
to “call your local Dodge Distributor” for information and assistance on new cost-saving developments in power transmission machinery. 
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A Time Saving Guide to the Contents of This Issue 





KEYBOARD ORDERING IN CALIFORNIA 60 


Ducommun Metals & Supply Co., Los Angeles, and Atomics International, 
manufacturer of reactors, have developed a new approach to “stockless pur- 
chasing.” This involves one of the nation’s first successful installations for 
punched card buying over phone lines. Cards are inserted in a Data-transmitter 
in plant stores. Instantaneously, Ducommun’s RAMAC at its downtown ware- 
house automatically receives the data and the order cycle starts. The customer 
plant eliminates a major portion of its paperwork. The distributor functions 
as the stock bin and relieves the plant of carrying a major segment of its 
normal inventory. Both customer and distributor benefit from lower costs. 


A LESSON IN ADVERTISING 64 


“A pretty girl may be like a melody, but she really doesn’t have much in common 
with a bucket conveyor,” says Des Moines, Iowa, distributor sales manager L. S. 
Houvenagle, who plans and places ads that shun “gimmicks,” arouse interest, get 
to the point quickly and dramatically, and never fail to “ask for the order.” 


DISTRIBUTORS MUST MAKE MONEY 65 


If industrial distributors perform such a vital and valuable service in a free 
enterprise economy, why do many of them fail to turn a satisfactory profit? 
The man who is a consultant to the industry and numerous distributor firms says 
the answer can be found in (1) lack of business sense exhibited by many 
distributors, (2) “inbreeding” of their managements, and (3) their lack of 
proper information on which to base their control and planning decisions. By 
eliminating these three conditions, says George D. Wilkinson, distributors will 
be able to make money, because the economy still need profitable distributors. 


ORGANIZE FROM THE BEGINNING 70 


The arts of good management become increasingly difficult to practice in these 
days of multiplying complexity and the neck-breaking speed of technological 
change. In staid old Boston, a young rubber specialist believes that management 
becomes much simpler if you “organize from the beginning.” First thing needed, 
he contends, is a set of company objectives, followed by proper organization, 
and, finally, controls to see that objectives are being met. “Good management. 
like anything worth-while, never comes easily,” but in following and imple- 
menting this philosophy, Herb Karol says it has “worked wonders” for his firm. 


POWER TRANSMISSION DISTRIBUTORS MEET 75 


Mechanical Power Transmission Equipment Distributors’ Association—both 
distributors and manufacturers—meet in Midwest to talk over host of mutual 
matters—industry relations, cost of doing business, sale and application of 
transmission equipment, and a seminar series on sales training responsibilities. 
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PT DISTRIBUTORS VIEW MANUFACTURERS 76 


A recent ID survey of distributors handling mechanical power transmission 
products has turned up some revealing distributor opinions about manufacturers’ 
activities. For example, they place great emphasis on the importance of sales 
training for both distributor salesmen and factory representatives. Also, they 
want more technical literature and mobile displays, and better sales meetings. 


NEID CONVENTION SPOTLIGHTS SALES 78 


Gathering for its fourth annual “factory-distributor” convention in Chicopee, 
Mass., the New England Industrial Distributors association focusses on the 
importance of sales in its convention theme of “Sales for Survival.” Yankees 


hear an address by Walter Campbell, editor of Steel, a discussion on industrial 
advertising and a capsule version of the Dayton sales management seminar. 


MIDWEST DISTRIBUTOR TOURS EAST AFRICA 80 


As a member of one of the U. S. Department of Commerce’s “Trade Missions,’ 
last year Indianapolis distributor Frank M. Cruger had a chance to see the art 
of industrial distribution up close in Kenya, Uganda, Tanganyika, and Zanzibar. 
He observes that sales prospects for American products will be good—if they 
do what the British do—set up effective outlets and provide customer service. 


THE UPSET P.A. AND THE UNFILLED SHOES 82 


This month’s case for salesmen places salesman Jeff Ewing in a rather hot seat 
across the desk from purchasing agent Blaine Platt, who is somewhat miffed at 
the manner in which Ewing was “reassigned” to him, and doesn’t seem to think 
he can fill his predecessor’s shoes. Ewing’s problem: Unmiff P.A., fill shoes. 


OTHER FEATURES 


Ideas and Opinions Price Index 
Trends and Prospects : Business Outlook 
Industry Statistics é Editorial 

Supply Sales Trend : ID News Index 


Vext Month: AVISCO CUTS ITS BUYING COSTS 


Two years of full-fledged stockless purchasing from industrial distributors have 
resulted in substantial savings for American Viscose Co. AVISCO’s buyers hold 
that distributors can and should contribute in a major way to materials planning 
in their customers’ plants. How AVISCO orients its buying policy to achieve this 
aim will be outlined in this future feature article, the third in InpustTRIAL DistRrt- 
BUTION’S series on developments in stockless purchasing, a trend that has gained 
momentum recently and has deep implications for industrial distributors. 
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A NEW WAY 
TO SELL 
TAPS... 


TELTEREE EERE LEGG 


You don’t need a 
decoding book or 


a magnifying glass... 
to KNOW what's 
in this box! Tap size, GH 


limit, Flute style and Chamfer are 


all clearly displayed on a Color- 
Coded label. PLUS — a choice of 
Tap Drill sizes. 
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THE SOSSNER 
TAP 
PRESENTATION 
BOOK 


Here is a whole new concept 
in tap merchandising. In less 
than five minutes “showing” 
time, your salesmen have a 
strong platform of tap facts 
on which to build their crea- 
tive selling message. 


This illustrated color presen- 
tation outlines the basic re- 
quirements for all taps and 
shows just why Sossner taps 
fill these requirements better. 
Then come the additional fea- 
tures and advantages which 
make Sossner taps a clear and 
logical choice. 


TAP & TOOL CORPORATION 
27 Broadway, Lynbrook, L.!.,N.Y. 
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MULTIPLE 
v-BELTS 


What are your V-Belt needs? 
DURKEE-ATWOOD solves them! 


When you stock and sell V-Belts, you want to be able to 
offer your customers full-rated power transmission and long, 





Industry’s most 


trouble-free life. Power Drive problems vary from industry 
to industry and machine to machine, whether OEM or re- 
placement. Durkee-Atwood meets any V-Belt needs with 
the right belt, a belt made with the newest high tenacity 
fibres, carefully engineered and thoroughly tested for perform- 


complete 
V-Belt Line 


DA 358 V-Belts « DA 
Positive Drive Belts « Red 
Shield Multiple V-Belts 
Variable Speed Belts 
Steel Cable V-Belts 


Double V-Belts « FHP V- 
Belts « Open End V-Belt- 
ing ailroad Belting 
Sturdy-Link Belting. 


ance. Durkee-Atwood distributors benefit from a complete 
line and from the thorough drive design assistance provided 
them and their customers . . . For quality, profits and cus- 
tomer satisfaction, look to Durkee-Atwood. 











On Your V- Belts 


DURKEE-ATWOOD V-BELTS 


DURKEE-ATWOOD COMPANY MINNEAPOLIS 13, MINNESO7T 
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What’s your share of the blade market as 
a Nicholson or Black Diamond Distributor? 
Sales of this quality line are up all across the 
country and going higher. Repeat orders are 
larger and larger. 


The name on the blade sells the first 
order... the quality sells the next and the 


Nicholson File Company, Providence 1, R.I. « Files « Rotary Burs « Hacksaw 


next...and your own personalized local 
service helps sell them all. 


Get your share—a growing share—of 
blade sales. On every sales call, sell your 
Nicholson or Black Diamond blade line— 
hand hacksaw, power hacksaw and band 
saw blades plus the new hole saw. 


oOts, mane 


~~ ee ae SG por, ote - 
Ss ee = : 
and Band Saw Blades + Hole Saws Ground Flat Stocks Industrial Hammers @@s.0.8 00) Ue | ; :™ — 
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IDEAS AND OPINIONS 


Current Thinking on Problems and Portents in the World 


of Business 





“Equal Injustice’”’ 


The 


being 


American businessman is 


increasingly victimized by 
regulatory statutes that impose upon 
him absolute criminal liability even 
when there is no actual criminal 
intent, a professor of law at New 
York University asserts. 

Gerhard O. W. Mueller, director of 
the comparative criminal law project 
at NYU’s school of law, in an article 
titled “Equal Injustice Under Law,” 
attacks a segment of penal legislation 
that he maintains presumes guilt be- 
fore it presumes innocence. 

The article appears in the October 
issue of Challenge, published by 
NYU’s Institute of Economic Affairs. 

“In America, 1961,” says Mueller, 
“an employer can be found guilty of 
hiring a minor who exhibited his 
brother’s driver’s license. A super- 
market can be found guilty of short- 
of 10.000 sales 


clerks makes a short-weight sale. 


weight selling if one 


“Under traditional American law, 
citizens charged with crime are pre- 
sumed innocent until proven guilty 
This 


standard of court proceedings still 


beyond a reasonable doubt. 


prevails with murderers, robbers, and 
rapists. But when a businessman or 
corporation is charged with a crim- 
inal offense in the regulatory sphere, 
the doctrine of absolute criminal 
liability rules.” 

He states that businessmen 
quently are unaware that their con- 
duct violates the law, a situation 


fre- 


stemming from the failure of the 
regulatory laws to “employ the cri- 
terion of criminal intent to differ- 
entiate clearly between what is desir- 
able and lawful conduct and what is 
not.” 

Mueller also takes issue with the 
argument that absolute liability has a 
deterrent effect on would-be law- 
breakers greater than liability based 
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on conscious wrong-doing. He calls 
this argument a “cliche filled with the 
grossest analytical flaws.” He points 
out that some frustrated businessmen 
have armed themselves with insur- 
ance against criminal liability by 
bribing inspectors. 

He advances, too, the possibility 
that “the cost of running many regu- 


the 


local and state level, is borne entirely 


latory agencies, especially on 


by the fines collected in the process 
and he compares 
“great big 
wonderful herd of Guernseys. You 


of regulating,” 
those regulated with a 


can milk them and milk them, and 
they will hardly say moo.” 

The business world could free itself 
from legal rules which wreck havoc 
and injustice, Mueller says. He sug- 
gests a reform program including the 
repeal of many of the regulatory or 
public welfare statutes. He proposes 
less drastic civil laws. And, finally, 
the establishment of 
definite standards of criminal guilt 


he calls for 
or intent, including the concept that 
unintentional violation or ignorance 
of the scope of the law be a sufficient 


defense. 


Ex Machina 


We dropped over recently to the 
Astor Hotel where the 
Management Association was hold- 
ing a shindig on something that’s 
beginning to boom resoundingly— 
the Perhaps 
you've been hearing about it. Busi- 
ness Week has, of course, already 
told its readers about these devices. 

Briefly, teaching machines are de- 
signed for the “programmed in- 
struction” of school children, college 
students, salesmen, or anyone else 
who is to be taught a certain “pack- 
age” of knowledge. Educational ex- 
perts are generally doubtful of the 


American 


“teaching machine.” 


machines’ usefulness in teaching sub- 
jects such as economics or history or 
English literature (beyond the first 
fundamentals of dates or points of 
grammar.) 

But the machines have been quite 
useful in speeding up the learning 
of subjects which can be broken 
down into a sequence of small “bits” 
of factual information. While their 
the field, 
teaching machines seem to have pos- 


use is widest in school 
sibilities in business training—thus 
the AMA’s interest in them. 

The whole teaching machine idea 
is based on the notion that a person 
learns best when (1) he learns easily, 
(2) he does something as he learns, 
(3) 


learning. 


and he receives a reward for 


In very simplest terms, machine 
teaching is like the old “objective 
tests” you used to do in school, in 
which you have a choice of answers 
to a question and checked off one. 
But the machine enables you to be 
told immediately whether or not you 
are right. This is the 
feature so important to the student’s 


“reward” 


progress. 

One of the teaching machines in 
use is about the size of an adding 
machine. In the top panel are two 
slots, the questions 
being asked, the other providing a 
space for the student to fill in his 


one showing 


answer. 

The student reads a statement in 
the question or item window, and 
writes what he thinks is the correct 
Then the 
student moves a slider on top of the 
machine, which lowers a transparent 


answer in the other slot. 


cover over his written words and at 
the same time reveals a clue to the 
correctness of his answer. If dissatis- 
fied with his first response, the stu- 
dents then writes a second response 
and moves the slider all the way over. 


continued 
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SOCKET SCREW PRODUCTS 
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LED-LOK® SAF-LOK® 
“SPECIALS”... aa =m 


EXCLUSIVE DOOR OPENERS 
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REGIONAL FACTORY WAREHOUSES 





YEARS Of Successful Sobbing | 














Put yourself in the quarterback’s shoes, Mr. Distribu- 
tor, and call your “team’s” winning play . . . BLUE 
DEVIL. Here’s the greatest combination ever put to- 
gether in the socket field, and it’s ready to go to work 


for you right now. Better get the facts right away! 


MEMBER ASMMA 
SOLD ONLY THROUGH AUTHORIZED INDUSTRIAL DISTRIBUTORS 


SAFETY SOCKET SCREW CO. 


6500 North Avondale Avenue + Chicago 31, Illinois » Telephone ROdney 3-2020 
WAREHOUSES AT: LOS ANGELES + DETROIT - NEW HAVEN + NEW YORK CITY 








Ideas and Opinions 


starts on page 7 





This lowers the transparent cover 
over his second answer, and shows 
the correct answer in the item 
window. If his answer is right, the 
student winds the machine to the 
next question which appears in the 
item window. If his answer is wrong, 
the student acknowledges it by push- 
ing his pencil in an “error aperture” 
when the roll of questions is re- 
moved from the machine, the in- 
structor can see immediately where 
the student was having trouble. 
There are numerous variations on 
the teaching machine idea—many 
different machines and many differ- 
ent “programming” techniques—but 
all devised to speed up learning. 
Several large companies, some of 
them manufacturers in the industrial 
supply field, have already begun 
using teaching machines in _ sales 
training. As yet the results of their 
efforts have been only tentative. The 
machines themselves are _ relatively 
inexpensive, but the programming of 
the subjects being taught is quite ex- 
pensive, requiring people skilled in 
this specialized branch of education. 
Nevertheless, the idea is spreading 
and soon you may have a new 
way of getting product knowledge 
across to your salesmen quickly and 
effectively. 


Hey, Caxton! 


Ever since the introduction of 
movable type, the quantity of printed 
matter pouring from the presses has 
increased in geometric progression 
while our poor human ability to keep 
abreast of all this stuff has hardly 
progressed at all. Thus, all these 
courses in speedy reading, condensed 
books, digests, and so forth. 

Now we read (quickly, of course) in 
Research for Industry, published by 
the Stanford Research Institute in 
California, of an impossibly fast 
printing process being devised by 


continued on page 14 
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Now, with the industry's most com- 
plete program of service and help, 
Rex Distributors have a// the 
means for the successful selection 
of new salesmen...the Rex Sales- 
man Hiring Manual. 





This program works! It was 
developed in cooperation with the 
Rex Distributor Advisory Board— 
and the Klein Institute for Aptitude 
Testing, Inc. Rex Distributors 
using it report immediate success 
—better salesmen to start with... 
a top-notch sales force for years 
to come. 


PSALESMAN HIRING MANUAL 


Prepared Especiolly TEAMWORK IN ACTION 
For 
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Here are a few of the important results 
of recent Rex Distributor Advisory 


REX INDUSTRIAL DISTRIBUTORS Board recommendations: 


SMOLLS3NO M3IAN3 LN) 


1. New, most advanced guidebook for 
finding all possible “knock-out” fac- 
tors in selecting salesmen. 


2. Advanced distributor training 
courses at the factory. 


3. Regular refresher courses and new 
product sessions in the field. 


SMOLLSINO *FANZLNI 


4. A new quantity price structure for 
Rex Power Transmission and Convey- 
ing Components. 


a 


area te Ms 


NOW...find out what's rea//y new and 
positively better in help with your mer- 
chandising lines. Get the detailed Rex 
story! CHAIN Belt Company, 4622 W. 
Greenfield Ave., Milwaukee 1, Wis. 


TEAMWORK 
TELLS THE 
STORY 
CHAIN BELT COMPANY 
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the slotted angle with... 


greater structural strength 
superior galvanized finish 
more design flexibility 


CHECK THE FACTS: 





RAPISTEEL 





Tensile strength 


67,000 psi 





Finish 


TI-CO Galv 
Hot Dipped 





Standard bolt size 
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Safety factor 














MORE PROFITABLE FOR YOU TO SELL 


Rapistan offers you a full program of sales aids and 
sales promotion geared to the needs of industrial 
distributors, to help you sell Rapisteel—profitably. 


SELLING ASSISTANCE 

Rapistan factory specialists are available to work with your 
salesmen, introduce Rapisteel to new users, help develop 
applications with your present customers, Local engineering 
facilities are available in many areas to assist you with 
special applications 


SALES TRAINING 

Practical sales training is available for your sales force, 
through training schools conducted at the Rapistan factory, 
at regional locations, or in your own establishment. 


RAPID DELIVERIES 
No need to inventory large stocks of Rapisteel. Delivery is 
normally fast—’’Rapid-stock” service available on emer- 


For detailed information about a profitable Rapisteel 
sales franchise write to The RAPIDS-STANDARD 
CO., Inc., Dealer Products, 360 Rapistan Bldg., 
Grand Rapids 2, Michigan. 


gency orders from large factory stocks and regional 
warehouses. 


DISTRIBUTOR-APPROVED 

SALES POLICIES 

Rapistan’s distributor sales policies are designed for your 
profit and protection. Your sales territory is protected— 
Rapistan will not sell directly to your customers or appoint 
directly competitive distributors. Price structure provides 
high gross margins, yet lets you sell competitively. 


AGGRESSIVE SALES PROMOTION 

You get a full program of sales and advertising support. 
Product samples are furnished. Complete literature is avail- 
able, including application idea bulletins issued frequently. 
Rapisteel is nationally advertised by direct mail, in leading na- 
tional business and industrial publications, at important trade 
shows. You get effective local tie-in advertising materials. 


® 


SLOTTED ANGLE 
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“really shakes ’em” 


This isn’t a new idea for selling MARVEL 
Blades. It was used when the blades were first 
introduced back in 1926, but it’s still dramatic 
and effective. 


(From a “live” Distributor’s Salesman ) 

“Every time I bend a MARVEL unbreakable 
High-S peed-Edge Hack Saw Blade in front of my 
prospects, it really shakes ’em. After they relax, 
they usually reach for the blade and start bend- 
ing it themselves. By the time they’re through 
bending and listening, I have another MARVEL 


customer.” 


ica 
go 
39, Iling ie 


The outstanding success of this advertisement 
is also due to the dramatic effect it creates. 
Perhzps you have followed up some of the many 
blade inquiries it has developed. Next time you 
get one, try the bending demonstration. It really 
works. Bending samples are always available. 


ARMSTRONG-BLUM MFG. CO. - 5700 W. Bloomingdale Avenue - Chicago 39, Ill. 


November 1961 











' 












sol Me Mac a Mle a le 
iceidie 


mee eaat & 



















TEFLON OR BUNA-N SEATS AND SEALS 


e Compact design e Top entry for easy in-line 
e Long-lasting Teflon seats maintenance 

e Self-aligning ball e No adjustment or take-up 
eC ler lac-tenellgeme)el-i¢-lilels needed 

. 
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- TYPE 316 STAINLESS STEEL 


- CARBON STEEL 





One Sale Triggers Another with 


Versatile OTC Pulling Tools 


oo 


“***"e, OWATONNA TOOL COMPANY 


373 CEDAR ST., OWATONNA, MINNESOTA 


ATTRA? 


tein 


2 


ee 


@ THIS HIGH-PROFIT OTC LINE 
1S AVAILABLE TO AGGRESSIVE 
TOP-NOTCH DISTRIBUTORS 

@ SELL YOUR PRESENT 
CUSTOMERS FAST-MOVING 
OTC MAINTENANCE TOOLS 


The complete line of interchange- 
able OTC hydraulic maintenance 
and production units will keep your 
customers coming back. Once they 
have used a versatile, dependable 
OTC tool, it’s a natural to buy an- 
other — customers find new acces- 
sories added to basic units handle 
hundreds of tough, complicated jobs. 


Mechanical 
Pullers 


Hydraulic 
Pullers 


Hydraulic 
Cylinders 


Hydraulic 
Pumps 


Hydraulic 
Shop 
Presses 


Write for free 
OTC Industrial 
Maintenance 
Equipment Cat- 
alog, No. P-9. 
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SRI’s brain-boys—and called electro- 
static printing. It’s a system of “pres- 
sureless non-contact” printing, where- 
by ink will be electrostatically flung 
in the form of characters and pictures 
at the surface. Going to be very fast. 
indeed. So brush up on your fast- 
reading techniques if you don’t want 
to be informationally inundated. 

Brush up, we say, because SRI 
poses some horrendous possibilities 
for this new printing system: “Elec- 
trostatic printing will appear on 
many items in the future. For ex- 
ample, advertising images can be 
printed on the hills-and-valleys sur- 
face of corrugated paper and boxes. 
Foods may have advertising, decora- 
tion, or cooking instructions printed 
on the substance itself... ” 

So, there you are of a morning, 
swiftly scanning an electrostatically 
printed paper between spoonsful of 
electrostically printed Cheerios and 
munches of electrostatically printed 
toast (“Baked, it says around the 
crust, “while you sleep.” ) 

Sleep! You’re going to have to get 
up early to beat this thing. 


it Pays 


In the advertising business, the 
name “Starch” doesn’t mean the stiff 
while collar. It’s the name of a man 
who heads a research firm that meas- 
ures the receptivity of advertisements. 
Well, the news is that Dr. Daniel 
Starch, having completed some re- 
search encompassing some 400,000 
interviews to find out what ads people 
read and don’t read, has concluded: 
“Each dollar spent on current adver- 
tising produces three dollars in 
sales.” 

While Starch’s conclusion is based 
on his study of “consumer” adver- 
tising, they will undoubtedly trigger 
some thinking into a way of deter- 
mining the dollar return from other 
kinds of advertising—industrial, for 

continued on page 18 
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“Most of our advertising budget 
goes to the Yellow Pages-and it pays!” 


says R. Hazelrigg, Sales Engineer, J. M. Grimstad Inc., Minneapolis, Minn. 


Display ad (reduced) runs under HYDRAULIC 
MACHINERY & EQUIPMENT. Cali the Yellow Pages 
man at your Bell Telephone Business Office 
to plan your business-building program. 


<5 
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“We've been steady Yellow Pages advertisers since “Our ads in the Minneapolis and St. Paul Yellow 
we’ve been in business — over twenty-seven years.” Pages bring in business from all over Minnesota.” 


“Our Yellow Pages ads are our ‘foot in the door’ “New accounts often come in for a small item in a 
with new accounts, and bring in several every week.” hurry, but many wind up becoming steady customers.” 


Display this embiem. It builds your business! 
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1. “Got a great idea for you, Sully. Save 2. “Okay, so I make a buck on it. Wanna 3. “You're in trouble when you need a gauge 
you money. Keep you out of trouble.” hear how it works?” glass quick. Gotta call me. Right? 


4. “So don’t buy just one. Get three. One 5. “Why sure, Sully. You want Pyrex® Red Line. The no-stoop, no-squat kind. Right, I'll 
for the gauge an’ two for the shelf.” send you a package. Thanks for the order. "Bye now.” 


Every time YOU get a gauge glass customer on the phone, for Pete’s sake give him the same 
treatment. (Tell him to order at least three instead of one. And trade him up to the Red 
Line. ) It’s a sensible way to solve his problems and triple your unit-sale profits. . . . It makes 


friends, too, when you keep CORNING GLASS WORKS 


customers out of trouble. CORNING MEANS RESEARCH IN GLASS 
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The Horn of Plenty 


The wheat is gathered, the harvest is in and the yield is bountiful. Traditionally at this time, Americans 
pause in gratitude to reflect upon the richness this land of ours has bestowed—in both material wealth and 
wealth of opportunity. 
We at American are truly thankful for what we have attained—in 20 short years, from a small and little known company 
to the enviable position of the world’s largest manufacturer of drill jig bushings, 
with 36,000 standard sizes in stock. 
Only in America—the Land of Plenty—could this American success story happen—and only with the support 
of American business. 
American gives thanks—humbly and sincerely—to the 200,000 loyal customers whose consistent purchases of our 
products have made the American dream come true. May we continue to serve you long and well. 


7 
(jmetiican DRILL BUSHING CO. /5107 PACIFIC BLVD. / LOS ANGELES 58, CALIFORNIA 
TELEPHONE LUdiow 3-1122 / TWX 1315 / FAX LOS ANGELES 


A. S. A. — American Standard Sizes- -~ BUSHINGS — PLASTIC TOOLING 


OVotsie saseiasese 


SERRA UN ALOK 


HEADLES: GROOVE YELT-A-LINER HEX-AGRIP HEX A-GROOVE REDSKIN CERAM AGRIF THERM-A-GRIP 


PRESS FIT ENEWABLE ENE WABLE PRESS “on vUmeRS 
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The 
IDEAL DOOR OPENER 


For The Industrial Salesman 
Who Wants To Sell New Accounts 


NEW LUG-ALLS THAT 


LOWER 4 Times Faster 


THAN ANY OTHER CABLE RATCHET WINCH-HOIST 


e 


PRODUCE 


With Each : ay DEMAN 


Stroke 
Of The 


a, i REPEAT 





ORDERS 
PROFIT 








NOTHING ELSE 
LIKE IT ON 
THE MARKET! 


Prices 
from 


$29.50 


LUG-ALLS lift, pull, stretch, bend at any angle . . . and lower (also at 
any angle!) 4 times faster than any other ratchet lever hoist 


Simplified design with fewer parts. Guaranteed for one year. Also avail- 
able in especially corrosion resistant marine type units. 


It will pay you to look into this fast growing line. Write, wire or phone 
for details to-day! 


Stock And Sell The Most Asked For 
Cable Ratchet Hoist 


Lightweight e¢ Versatile « Compact 


THE LUG-ALL COMPANY 


Pioneering new hoists since 1949 


HAVERFORD 11, PENNSYLVANIA 














Ideas and Opinions 


starts on page 7 





instance, which, because of the con- 
centrated audience it usually reaches. 
must have a higher than a three-to- 


one return, 


it Adds Up 


Central Supply Association is pub- 
lishing series of six “customer rela- 
tions flyers.” designed to help mem- 
bers tell their institutional story to 
customers. We have seen number 3. 
dilating on the wholesaler’s specialist 
role. On the back cover of the four- 
pager is a little bit of arithmetic 
showing that 1 salesman plus | sup- 
plier plus 1 delivery plus 1 invoice 
plus 1 account payable all add up to 
“| point of responsibility and a real 


saving for you. 


People 


An advertising man of some re 
nown, William A. Marsteller, chair- 
man of the board of Marsteller. 
Rickard. Gebhardt. and Reed. one of 
the country’s largest industrial agen- 
cies, had some quotables in a speech 
he made on “the pursuit of excel- 
lence.” They had to do with people: 

¢“We hire a man with hope. per- 
secute him with procrastination, and 
fire him with fear. And it’s wrong 
it's bad business and immoral. Un- 
fortunately, ineptitude is as con- 
tagious as excellence, and just as 
your brightest man polishes everyone 
he works with to some degree. so does 
the friction of contact with your dull- 
est man erode just a little of the solid 
strengths of everyone with whom he 
works.” 

e“When we waste our people's 
talents. we are wasting our own 
money. In a plant, the scrap heap is 
metal cuttings or porous castings or 
incorrectly formulated chemicals. In 
our business, the scrap heap is 
people, and therefore far more pre- 
cious. Our moral responsibility is 


much greater.” D.A.C.M. 
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An important cost ratio... 


and how to improve it 


Wheel life to wheel output! That’s an important 
ratio to your grinding wheel customers . . . just as 
wheel sales to wheel profits is an important one 
to you. Make both ratios right . . . cost-saving for 
customers, profit-making for you . . . with Simonds 
wheels. They bite into the hardest metals, provide 


stand-up stamina on rugged production runs . . . and 
often save set-up time by eliminating need for wheel 
change when switching operations. Complete line is 
backed by a coordinated distributor aid program .. . 
including national advertising consistently carrying 
this reminder: 





your “‘buy-pass” for better grinding 
CALL YOUR SIMONDS DISTRIBUTOR 
helping YOUR business is HIS business 


SIMONDS 


ABRASIVE CO. 


— -_ 


WEST COAST PLANT: EL MONTE, CALIF. — BRANCHES: CHICAGO « DETROIT © LOS ANGELES © PHILADELPHIA © PORTLAND, ORE. « SAN FRANCISCO 
SHREVEPORT — IN CANADA: GRINDING WHEELS DIVISION, SIMONDS CANADA SAW CO. LTD. BROCKVILLE. ONTARIO © ABRASIVE PLANT, ARVIDA, QUEBEC 
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about what they'll do’ 


“As a Jenkins Distributor, I always know what to 
expect. Their policies and actions that affect a 
distributor have a kind of continuity and consis- 
tency that’s not common these days. It’s a natural 
result of the company’s stability, as I see it. For 
generations, Jenkins has been run by men having 
the same basic business principles . . . principles 
that require a fair deal, a fair profit, and a fine 
product. I like it. It takes guesswork out of deal- 
ing with a supplier.” 


From the “grapevine” that carries back 
some of the things distributors say about us. 


MOST TRUSTED TRADEMARK IN THE VALVE WORLD 
SINCE 





Wright Type "C” Pull-A-Ways + Capacities: 34, Wright Safeway Hand Hoist - Now with parts of 
1, 3 and 6-ton. Aluminum alloy castings used lightweight aluminum or sturdy steel. Original 
for gear case, handle and covers. Hooks, load Safeway design stays the same. Alloy steel 
chain and chain sheave are alloy steel. Depend- gears, pinions and drive spindle are mounted 
able load brake holds securely at any point. All on anti-friction bearings. Gear train perma- 
models lubricated for life. nently lubricated. Weston-type load brake. 


Write for Bulletin DH-56 Write for Bulletins DH-164 and DH-345 
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As production methods change, hoists must keep pace with the new demands. 
When you sell WriGuT hoists, you can meet these demands head-on with the 
right hoist for any lifting application. The WRIGHT hoist line is complete—from 
lightweight, versatile aluminum Pull-A-Ways to heavy-duty Speedway Electric 
Hoists with 10-ton capacity. With WriGcuHT there’s never any need to say, ‘‘Sorry 
...1 don’t carry a hoist that will meet that application.” As a WRIGHT distributor 
you’re always equipped to recommend a hoist that will do the job with speed, 
efficiency, and at low operating cost. 

And when your customers ask about features, you can point to exclusive 
features that make Wricut the design leader among hoist manufacturers. For 
example, WRIGHT’S new overload cut-off for Speedway Electric Hoists. Here is 
safe, sure overload protection built into the hoist design which assures 3-way 
protection for operator, load and hoist. And it’s an exclusive WRIGHT feature! 
With every WriGuT hoist you'll find exclusive design features to give you the 
advantage over competition. 
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Wright Electric Chaim Moist - Has fewer mov- 
ing parts than any other chain-type electric 
hoist! Double brakingsystem, self-locking worm 
gear reduction. Gears operate in continuous oil 
bath. Alloy load chain is lubricated for life, heat- 
treated for longer wear. Two capacities: Single 
Chain—300 to 2,000 Ibs.; Double Chain— 
3,000 to 4,000 Ibs. 


Write for Bulletin DH-73 


Wright W-1 Electric Hoist » Entirely new! Avail- 
able in 1 to 3-ton capacities... with single, two- 
speed or variable speed controls...lug or base 
mounting; plain, geared or motorized trolleys. 
Close headroom model WH-1 in 1 to 2-ton 
capacities. Overload cut-off optional with both 
models. 


Write for Bulletin DH-173 





WRIGHT also helps you build volume and profit with these vital sales aids: 


Advertising - Consistent national advertising in industrial magazines to pre-sell hoist 
prospects, local yellow page advertising to steer them to you. 


Technical Literature - Product information and specifications to help you recommend 


the right hoist for the job. 


Field Sales Assistance - WRIGHT Field Sales Engineers are located throughout the country 
to help you “‘get the order” for specialized lifting applications. 


To learn the full details about the profitability in selling the WRIGHT hoist line, 


write us today at York, Pa. 


All Wricur Hoists are Factory- Tested at 50% Overload Before Shipment 


WRIGHT HOISTS 


Wright Hoist Division « American Chain & Cable Company, Inc. 
York, Pa., Atlanta, Chicago (Melrose Park), Denver, Detroit, Houston, Los Angeles, 
New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
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...and saves your customer 
up to 50% on labor 


ARO 
Hydra-Coat 
ad had 


Maintenance Spraying: Saves time and 
material on maintenance painting — 


interior and exterior 


24 


5'GaLLons 


OF PAINT 


OF JAA. WERE 


"a4 


AIRLESS SPRAY SYSTEM 


Production Spraying: Ideal for cutting 
costs on short run applications and 
quick-color change operations, 


IN THE 5-GALLON ECONOMY SIZE 


PORTABLE, light weight unit with heavy-duty 
carrying handle. 


POWERFUL 3” air motor, sealed against 
contamination. 


VERSATILE . . . fits all 5 gallon paint containers. 


CONTROLLABLE . . . assures pinpoint accuracy 
. eliminates material bounce-back. 


ECONOMICAL .. . saves up to 75% on air 
consumption ... up to 50% on material and labor. 


6 IDEAL for primer, lacquer, stain, varnish, enamel, 
and synthetic coatings. 


This versatile, new addition to Aro’s product line for industry 
has almost unlimited application in production and main- 
tenance painting. Don’t overlook it in your plans to add 
sales and profits. Wire, phone or write for complete informa- 
tion on Hydra-Coat “5” today. 


THE 
ARO EQUIPMENT 
CORPORATION 


Industrial Division, Bryan, Ohio 
® 


Aro of California, 3141 S. Grand Ave., Los Angeles 7, California 
Aro Equipment of Canada Ltd., Rexdale (Toronto) Ontario 
Offices in all Principal Cities. 
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IDDLE NAME | 








Ingersoll-Rand distributors have 
a complete line of centrifugal 
compact motorpumps pumps to solve all problems 











in liquid movement... 


Understanding the laws governing liquids in motion may or may not be 
your strong point, but when you can supply the pumps that solve customers’ 
problems—you’re on the way to becoming an expert! 


cradle-mounted pumps Ingersoll-Rand offers you a complete line of centrifugal pumps. From the 
small Motorpump to the large horizontally-split types—every Ingersoll-Rand 
pump has a reputation that’s known and accepted by your customers. 
Famous I-R engineering and quality construction mean top performance, 
long life and cost-saving economy. 





Aggressive national advertising, direct mail and extensive product litera- 
ture by Ingersoll-Rand reach all your markets—and will direct ‘‘sales 
action” to you! Write today for complete details on the profitable Ingersoll- 
Rand distributorship . . . Write to Sales Manager, Merchandising Division, 
Ingersoll-Rand Co., 11 Broadway, New York 4, N. Y. 








horizontally-split pumps 





over a century of pump progress 


from the leading manufacturer .. 


Ing ersoll-Rand 


1] Broadway, New York 4, N.Y. 
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Operator puts finishing touches on carbide 
reamer using Bay State Diamond W heel (spe- 
cially form ulate d to hold its shape and ré q wire 





minimum number of dressing operations ). 





BAY STATE 
TEAMWORK 
PAYS OFF AGAIN 


with a new diamond wheel 
for SEVERANCE TOOL 


When you use a substantial number of diamond wheels every month, it 
pays to keep a steely eye on costs. That’s why a man like Purchasing Agent 
Millard Wells of the Severance Tool Industries, Saginaw, Michigan, insists 
on continuous testing for every cost factor in the book. 


The specific problem was to develop an improved diamond wheel for close- 
tolerance grinding of Severance Carbide Reamers and at the same time to 
reduce time-consuming, material-wasting dressing operations. 


Figuring out the details of the new wheel was a team operation right from 
the beginning. Bay State’s Sales Engineering Staff and the 
Quality Control people in Westboro worked very closely 
with Jack Sullivan, of distributor Saginaw Supply Corpora- 
tion and with Severance’s Purchasing Agent Millard Wells. 


Result: A specification that increased cutting speed and 
wheel life with substantially reduced dressing requirements 
--.and a beautiful demonstration of the benefits that accrue 
when two companies get together that both insist on quality 
right down the line. 


Bay State quality is backed by the kind of technical services 
that give a distributor real, practical help when he runs intoa 
tough problem. This, plus comprehensive lines of abrasives of 
all types, make a Bay State distributorship well worth looking 
into. Why not start by writing for further information, now ? 


Severance Purchasing Agent Millard Wells (left) and Bay 
State Distributor’s representative Jack Sullivan (of Saginaw 
Supply Corp., Saginaw, Michigan) examine typical carbide 
tools which require diamond grinding. 


BAY STATE 


Sco 
~” ABRASIVES 


(a Bay State Abrasive Products Co., Westboro, Massachusetts. 

In Canada: Bay State Abrasive Products Co., (Canada) Ltd., 
Brantford, Ontario. 

Branch Offices: Chicago, Cleveland, Detroit, Los Angeles, Pittsburgh. 


Distributors: All principal cities. 








IF YOUR PRESENT VALVE LINE TRAPS YOU WITH... 





INFLEXIBLE COMPANY POLICIES! 


SLOW DELIVERIES! 


NO SALES AIDS! 


OMOTION PROGRAMS! 


WEAK ADVERTISING AND PR 


INEFFECTIVE FIELD SALES SUPPORT! 


...CHECK INTO THE O/C 


DISTRIBUTOR PARTNERSHIP PLAN 


Open your eyes to the interesting possibilities offered by OI C’s 
Partnership Plan. It is based on a bold new concept which 
makes each distributor an equal partner and eliminates many 
of the handicaps present in so many incomplete working rela- 
tionships. The pressing demands you experience make the old 
way of doing things neither efficient nor desirable. New prob- 


lems and new marketing goals call for new methods .. . and : 
gs ALVES 


here they are! If you plan maximum growth in the years ahead, 


it will pay you to investigate the OIC Partnership Plan. eneuse, mos. 
. FORGED STEEL, 


THE FINEST VALVES AND DISTRIBUTOR SERVICE FROM OIC J] 4 CAST STEEL AND 
, DUCTILE IRON VALVES 


_—aeo rT CECE err rr re rT rE rer re ree 
: ; The Ohio Injector Company 
The OIC Partnership Plan is 243 Main Street, Wadsworth, Ohio 
‘ . ‘ Please send me a free copy of the OIC 
explained in this easy-to-read Partnership Pian. 
illustrated booklet. Send cou- Name. —_____________Title 
OO 


pon for your free copy today. Street 
City 





CARSON-NEWTON 
Ulligaie rand 
SWISS PATTERN 


FILES (also American Pattern) 


offers the ultimate in 
fine precision made files 


They are made of special analysis steel, sci- used in the Swiss Pattern is also carried out 
entifically heat-treated to impart extremely in our American Pattern Files. 

hard wearing surfaces with fine cutting teeth Exclusive Distributorship open 
designed to stay sharp longer. 


in several key industrial areas. 


, Write today. 
—That’s why CARSON-NEWTON Files are 


used wherever delicate or intricate parts re- 
: Ps Attractive new 
quire a perfect finishing touch. They speed alligator packag- 


*-* i d 
work and cut costs. The fine care and precision ny Contgn 


CARSON -NEWTON COMPANY 


61-71 Mitt STREET 
BELLEVILLE, NEW JERSEY 
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ARE YOU 
BIG-THREEING 
YOURSELF OUT OF 
PROFITABLE 


LAMP BUSINESS? 




















Champion’s new “Four Freedoms Franchise” 


offers a U.S. Bureau of Standards-Approved lamp line 


plus policies that protect your profits 


Are Big Three policies and practices turning your lamp 
business into a slow-profit, low-profit, no-profit headache? 
If so, our brand-new ‘‘Four Freedoms Franchise’ could 
be the declaration of independence you’re looking for. 


This distributor-centered franchise is like no other you've 
ever seen. 


It has been created from scratch during the past month as 
the first step in a complete modernizing of Champion's 
sales set-up. 

Every policy in it is based on our conviction that inde- 
pendent distributors—regardless of size—should make 
bigger lamp profits than Big Three franchises permit 
them to make. 

If you’re stringing along on a one-sided Big Three 
contract because you’ve got to have a line that carries 
U. S. Bureau of Standards approval, remember this: 


There are four, not three, Bureau-approved lines... 
and Champion is one of them. 


All Champion lamps satisfy or surpass the quality re- 
quirements of Federal Specifications 101F116A, and cur- 
rent supplements. 

This fact is a matter of public record. For over a quarter- 
century Champion has been a major supplier to the U.S. 
Government. Notice also that Champion is the only one of 
the smaller lamp companies which has Bureau approval 
of its full incandescent and fluorescent lines—and not 
just one or two items. 

In a nutshell, you can’t buy a higher quality line than 
Champion . . . but you can get a better deal from 
Champion. Better from the standpoint of discounts, 
freedom from interference, and protection from factory 
competition. 

Read over the digest of our ‘““Four Freedoms Franchise” 
in the panel below. If it makes sense, explore the matter 
further with one of our representatives or drop a line 
to Sales Manager Bill Ferris in Lynn. You'll be under 
no obligation. 


HERE ARE THE HIGH SPOTS OF CHAMPION’S 
“FOUR FREEDOMS FRANCHISE” 


FREEDOM from factory competition. Champion's 
policy and practice will be to sell through You. 
Only when a distributor is unable or unwilling to 
bid Champion Lamps on a specific contract will 
we take business direct. 


II. 


FREEDOM to run your lamp business your way. 
without discrimination because your type of cus- 
tomer differs from your competitor's. This in- 
cludes freedom to price lamps as you see fit. 


iil. 


FREEDOM from complicated incentive schedules. 
Instead: a straightforward percentage plan which, 
for example, yields %5,000-to-$50,000 distributors 
at least 3% more than the Big Three's maximum. 


Iv. 


FREEDOM from the time-wasting paperwork that 
other companies require before you qualify for 
extra compensation. You won't need a team of 
CPA's to figure out how much you're clearing on 
Champion Lamps. 


If you like these features of Champion’s new franchise, you’ll like a lot of other 
things about it, too. Why not get the whole story? Distributors have been 
making money with Champion Lamps since 1900. Under this new ‘Four 
Freedoms Franchise,”’ they’ll make even more. 


CHAMPION LAMPS 


LYNNWAY, LYNN, MASSACHUSETTS 


TEL: LYnn 3-2000 


CHAMPION 


LAMPS 
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One Skil sale leads 


Accessories are a big, profitable business 
for Skil Distributors. That’s because hammers and 

ws have the biggest accessory potential of a/l 
AND SKIL’S ROTO-HAMMERS 
AND SAWS ARE THE WORLD’S LARGEST 
SELLERS 


power tools 


Sales of blades for Skilsaw Power Saws, for 
example, often produce far more business than the 


sale of the saw itself! 


o another 


Skil Roto-Hammer sales also begin a long, 
profitable repeat business. They mean constant, 
‘big ticket’’ sales (some even more than $100) for 
the entire life of the tool. 


And because customers keep coming back 
for Skil accessories, you also get extra chances to 
sell them the other products you handle. In short, 
they become steady, regular customers—the life- 
blood of a distributor's business 
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and another...and another! 


Other Skil tools are excellent profit sources, too— 
for sales of sanding belts, grinding wheels and 
brushes, router bits, hole saws and dozens of other 
accessories. 


For more information on the line that offers the 
greatest potential in both power tools and acces- 
sories, call your Skil representative today. Or write: 
Skil Corporation, 5033 Elston Avenue, Chicago 30, 
Illinois, Dept. 115 K. 
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POWER 9 TOOLS 
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Excessive heat build-up caused by constant flexing — even in environmental temperatures — 
is the major cause of V-belt deterioration. BoSTRON with Neoprene remedies this problem. 


Neoprene withstands heat up to 165°F. (ordinary belts deteriorate at as low as 115°F.), 
and gives greater resistance to oils, ozone, chemicals, abrasion. This means a high safety 
margin, long life. 


Neoprene with Fiber-Dispersed Stock in BOSTRON’s compression member provides: (1) high 
cross-wise rigidity, (2) exceptional length-wise flexibility, and (3) extra tensile member 
support. Fibers are closely packed, in straight lines, and virtually frictionless. 


BosTROn’s Tensile Member, by actual test, gives greater stability, 40% more strength, and 
is inherently stretch resistant. Moisture gain is only 1/20th that of conventional reinforcing 
fiber. A special heat and tensioning process for the cords further minimizes stretch. BoSTRON 
withstands more shock loading, needs less maintenance, and shows minimum growth even 
after months of operation. 


Inside and out, your best buy is BostRon v-BELTS with NEOPRENE 











AMERICAN BILTRITE RUBBER COMPANY 
BOSTON WOVEN HOSE & RUBBER DIVISION i-[e}h-sge).| 
BOSTON 3. MASSACHUSETTS 
‘ Se eR 
- 


INDUSTRIAL HOSE BELTING V BELTS PACKING MATTING 
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A complete line of 


gearmotors from 
1/1500 h.p. to 15 h.p. 


(.005 R.P.M. to 3600 R.P.M.) 


The combined engineering talent and manufac- 
turing facilities of Holtzer-Cabot and Janette 
now bring to industry the most complete line of 
gearmotors available from a single source. 


Sub-fractional, fractional, and integral horse- 
power motors are available with a wide range 
of gear reduction ratios in helical, worm, spur, 
planetary, and combination drives. Thus, almost 
complete freedom from compromise is possible 
in selecting equipment to be integrated in ma- 
chine design, or for plant installation. 


You’ll find a Holtzer-Cabot or Janette rep- 
resentative or distributor listed in the yellow 
pages of your phone book. He’s your best bet 
for the solution to any problem involving the 
use of speed reducers or gearmotors. 


HOLTZER-CABOT and JANETTE DIVISIONS ‘ » GEAR MOTORS 


MOTORS 


NATIONAL PNEUMATIC CO., INC., 125 Amory St., Boston 19, Mass. . SPEED REDUCERS 
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Report from U. S. Testing Company: 


Here’s a great sales story for Nicholson hammer distributors. 

Ask your customers if their hammer faces can stand this test. Recently we asked the inde- 
pendent research firm, United States Testing Company, to purchase at random from standard 
outlets three Nicholson black hammer faces and to then test them. They did. The test consisted 
of a 15-foot-pound load at a frequency of 24 cycles per minute.* The test ran to 100,000 strokes. 


And nothing happened. Each of the three faces was still in superb condition after the test! 


NICHOLSON FILE COMPANY, Providence 1, Rhode Island - Files 
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Think what this means to your customers . . . for shop performance and economy. Think what 


it means to your sales. Take this ad with you on sales calls. Challenge your customers to get this 
same great Nicholson performance from the hammer faces they’re now using! And watch your 
hammer sales climb! United States Testing Company Report No. 75839: March 16, 1961 


= NICHOLSON => 


Rotary Burs - Hacksaw and Band Saw Blades - Hole Saws * Ground Flat Stock - Industrial Hammers 
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"More Sales per Day”. . . 


recommend RAY-MAN Conveyor Belt 


You can’t offer your customers a more versatile belt than Ray- 
Man... engineered to haul fuller loads, longer, under all conditions 
of service. Whether carrying bulky loads on long-lift conveyors, or 
used with small pulleys in low-headroom underground installa- 
tions —these Ray-Man advantages will help you close the sale: 


® High Cover-Adhesion All Around—top, bottom and edges 
® Full Cover Thickness Used—no breaker needed—longer cover life 
® Splices Last Longer—holds fasteners better 


® More Troughable and Trainable—highly flexible, double 
Compensated 


ideal for 45° Idiers—Guaranteed against separation at idler 
hinge line 
* Operates on Smaller Pulleys 


® Impact Cushioned—resists ripping 


You can depend on good stocks of Ray-Man at all R/M warehouses 
to meet your customers needs. Call your R/M representative for 
more information or if your customer requires special conveyor 
or elevator belts. 


————— — — — — — — — — — — — — —— — - - — - - - 7 


“More Use Per Dollar’ For 
Customers ... “More Sales 
Per Day” For Distributors 


Each of these basic R/M 
product lines include con- 
structions to meet every 
customer requirement .. . 
each has exclusive service 
advantages to build distrib- 
utor sales: 


© R/M Conveyor Belts 
© R/M Rubber Hose 


© R/M Poly-V® Drives 
and V-Belts 


© R/M Flat Transmission Belts 


RAYBESTOS-MANHATTAN, INC. 


MANHATTAN RUBBER DIVISION - PASSAIC, N. J. 


ENGINEERED RUBBER PRODUCTS 
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GENERAL-PURPOSE LOCKNUT IS BEING SOLD 


100% THROUGH INDUSTRIAL DISTRIBUTORS 


Now you can supply customers with a locknut produced to 
the same high standards as famous Allen socket screws. 
LOKON ... latest addition to the Allen line... is ready to 
help you gain a substantial and profitable share of the fast- 
growing locknut market. 

Sizes from No. 10 to 4%”, inclusive, are immediately availa- 
ble; other sizes are soon to follow. In addition to stocks at 
the plant, regional warehouses at Cleveland, Chicago, and 
Los Angeles enable you to put ““LOKONS” right on the job 
... right off your shelves. 


In developing LOKON, Allen engineers have applied invalu- 
able know-how acquired through a half-century of threaded 
fastener manufacturing. The result is a premium quality 
product offering more user benefits than ever before have 
been combined in a locknut. 


Investigate LOKON ... the locknut that promises to be- 
come one of your leading lines. Contact us today... we'll 
arrange to have your Allen District Representative give 
you all the facts. 


Check the advantages that influence customers to specify ‘‘LOKONS”’ 
V Positive locking, even under extreme shock and vibration Can be used over and over without loss of locking effectiveness 


vy Consistent uniformity in dimensions ...in strength...in elasticity 


combined with lightness of regular types 
Y One-piece, all-metal construction 
\v’ Fully formed hex corners for sure-grip wrenching 


vy Strength of heavy-duty nuts 


Y Built-in flange saves washer cost, speeds assembly 
v No parts to become lost or damaged, nothing to deteriorate 
wv High-grade alloy steel, heat treated 
y Conformance with military specifications 


v Class 38 threads 
oy Adapted for use with power drivers. 





for you. 


fastening problems. 





THESE ALLEN ‘“‘EXTRAS” BACK YOUR SALES EFFORTS... 
TIME-PROVEN POLICY— Unchanged for over 50 years, Allen’s sales policy recognizes the industrial distributor and protects his profit. 
NATIONAL ADVERTISING SUPPORT— Leading publications in the design, engineering, production, and purchasing fields are telling the LOKON story to 
your customers. 


PROMOTION MATERIALS— Engineering data, price lists, direct mail campaigns, samples, displays and other salesmakers are ready to work 
FIELD SALES ASSISTANCE— Your Allen District Representative and the Allen Engineering Staff are always “‘on call” to assist with customer 


SALES TRAINING PROGRAM— Allen clinics—both regional and home office—are planned to give your salesmen the facts they need to sell “‘Lokons.” 








THE ALLEN MANUFACTURING COMPANY HARTFORD 1, 


CONN., U.S.A 





7 ALLEN 


FOR OVER 50 YEARS MAKERS OF 
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PLANT AT BLOOMFIELD, CONN 


® WAREHOUSES IN CHICAGO, CLEVELAND, LOS ANGELES 


FAMOUS ALLEN SOCKET SCREW PRODUCTS 
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Pratt & Whitney Offers 
Selected Distributors An 
Unusual Profit Opportunity 


Pratt & Whitney—after a century of direct selling— 
now offers their famous line of Cutting Tools 
and Conventional Gages to Selected Distributors. 


While planning to take this bold step forward, 
P&W thoroughly analyzed the benefits offered to 
us by distributors. We disregarded the many anti- 
quated sales policies in existence, and developed 
our own ideas and objectives. Result: the most 
refreshing, up-to-date and profitable distributor 
program available today. A program designed to 
maintain leadership in the industry. 


Highlights of the Partnership 


1. A COMPLETE TOP QUALITY PRODUCT LINE... 
the well known cutting tools and gages for which 
Pratt & Whitney is famous. Premium quality, but 
not premium priced. Continuing product research 
and development insures advanced design. The 
line includes Taps, Dies, Drills, End Mills, Milling 
Cutters, Reamers, Burs and Solid Carbides, and 
Plug, Ring and Thread gages as well as Compara- 
tors and Precision Gage Blocks. 


2. SALES TRAINING AND ASSISTANCE ...a 
nationwide organization of highly trained factory 
sales and service engineers will give your salesmen 
technical assistance . . . help them sell . . . and 
keep ... customers. Pratt & Whitney branches in 











strategic locations will assist in sales promotion. 
Qualified personnel will conduct sales training 
meetings in the Distributor’s area. Home office 
personnel and facilities wiil aid the Distributor in 
finding solutions to his customer's problems. 


3. ADVERTISING SUPPORT .. . intensive national 
and trade advertising in selected media will pre- 
sell prospects and customers. This will be sup- 
ported by direct mail promotions, new catalogs, 
price sheets, promotional pieces, and descriptive 
literature. 


4. MARKETING ASSISTANCE ... to help with sales 
planning and anticipating the needs of your 
customers. 


lf you are interested in increasing your profits 
and prestige by representing the leading manufac- 
turer of cutting tools and gages, we suggest you 
act promptly. Obtain full details of the program 
outlined here. Write to: George W. Steinmetz, 
Sales Manager, Distributor Products, Pratt & 
Whitney Company, Incorporated, West Hart- 
ford 1, Connecticut. Better yet, telephone. The 
number is ADams 3-7561. 


HEADQUARTERS FOR AMERICA’S WAR AGAINST OBSOLESCENCE 


PRATT & WHITNEY A 


—_© MACHINE TOOLS / CUTTING TOOLS / 


A A MAJOR INDUSTRIAL COMPONENT OF OF 








A PROVEN suness ¥ OR Fairbanks 


SALES-LEADER-OF-THE-MONTH PROGRAM 


Fig. 0832 
DARTS 
Greatest Name in Unions — 

Build Sales And Profits For You 
Backed by a firm guarantee —“If 
one should leak through, we will 
give you two”— Dart Unions have 
been building steady repeat business 
from satisfied customers for over 60 
years. Big, extra value features: 

Two bronze to bronze seats ground 

to a true ball and socket joint — 

Practically indestructible malle- 

able iron bodies — 

Drip tight joints made time and 

again without jamming — 

Darts may be used over and over 

again — 

make Darts easy to sell and their 
very fair margin of profit makes 
them good to sell 
Remember — Darts, like all Fair- 
banks products, are needed in every 
industrial plant and commercial 
enterprise in your area. Build up 


BUILDING 


BUSINESS 


AFTER YEAR 


FAIRBANKS LAMILON 
ALL-PLASTIC WHEELS 

are your keys to more sales 
LAMILON Wheels, on which patent 
is pending, permit you to sell stand- 
ardization to your customers. With 
the theme “One Wheel For Any Sec- 
tion Of Your Plant”, you build your 
sales presentation on— 

® less maintenance, 

® greater floor protection, 

s lower inventories. 
These building blocks of more sales 
are yours alone to sell with the 
LAMILON Wheels which will not 
mark wood floors nor mar concrete 
floors; which will retain their 
smooth tread and concentricity un- 
der the worst floor conditions; which 
are not affected by water, oils or 
greases. 
The sales story on LAMILON 
Wheels dovetails perfectly with the 
presentation on savings which you 
can offer on Fairbanks line of indus- 
trial casters and wheels. Use the 
LAMILON Wheels as your SALES 
LEADERS this month and start a 
chain reaction of steady repeat 
caster and wheel orders from your 


your business on a solid foundation satisfied customers. 
by making Dart Unions your Sales 
Leader this month. 


THE BRANCH OFFICE 
F i b k 
COMPANY 
EXECUTIVE OFFICE s 
’ t k WV FACTORIE 
$ YOU FLL FAIRBAN PROI ; D IP VDUSTRIAL NT AND ¢ 


NEEDE V EVERY A PLAN COMMERCIAL ENTERPRISE IN YOUR TERRITORY 
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No Siegia Time! 





a 


The Rust-Oleum PEAK SEASON occurs when 
other product lines may enter a'slack period! 





While Rust-Oleum coatings maintain high profit curve, (2) maintain your annual sales 
year ‘round sales volume, the Rust-Oleum and profit margins, and (3) hold down 


peak selling season usually occurs 
during the normal “Siesta Time” 
for many other important product 
lines. Your higher Rust-Oleum vol- 
ume, and higher Rust-Oleum prof- 
its, during the summer time helps 
you to (1) level out your sales and 


There is only one Rust-Oleum. 


your cost per sales call. “No Siesta 
Time” is another important reason 
why distributors concentrate upon 
Rust-Oleum in their key line selling 
programs, and why Rust-Oleum 
fits hand-in-glove into your selling 
activities. 


Distinctive as your own fingerprint. 


RUST-OLEUM. 
STOPS 


RUST!. 


RUST-OLEUM CORPORATION ® 2532 Oakton Street @ Evanston, Illinois 
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125 psi Iron Body Bronze Trimmed 
Gate Valve—Fig. 1793. Bolted, flanged 
yoke-bonnet, outside screw rising 
stem, fully guided solid wedge, 
bronze seat rings. Sizes, 2” through 
30”. Also available in All Iron. 


125 psi Bronze Gate Valve—Fig. 2707. 
Inside screw non-tising bronze stem, 
union bonnet, solid bronze wedge, inte- 
gral seats. Sizes, %” through 3”. 


200-pound psi. Bronze Full Flow “WS” 
Globe Valve —Fig. 2608. Extra large 
seat opening and high lift of the disc 
make possible practically full flow 
through when wide open . Sizes, Ye” 
through 3”. 


175-pound W. 0. G. Semi-Steel Lubri- 
cated Plug Valve—Fig. 2201. Single 
gland type. Wrench operated. Sizes, 
1” through 4”. Can also be supplied 
with screwed ends. Other types in 
semi-steel and steel available. 


You can depend on Powell Valves to meet virtually any flow control requirement. 
Valve designs are available in the widest selection of metals—for pressures from 75 to 
more than 2500 pounds psi—and temperatures from —400F up to 1000F. 


When you buy Powell, you buy dependable performance —the result of 
engineering skill and experience. For further information, call your Powell Valve 
Distributor or write us direct. 
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125 psi Iron Body Bronze Trimmed 
Swing Check Valve—Fig. 559. 
Bolted Cap, regrindable, renew- 
able bronze disc and seat. Sizes 
2” through 18”. All Iron valves 
also available. 


150-pound W. P. Stainless Steel Gate 
Valve—Fig. 2491. Bolted flanged yoke- 
bonnet, outside screw rising stem, 
interchangeable, fully guided solid or 
double wedge, integral seats, sizes, 
V4” through 2”. 


150-pound W. P. Steel Gate Valve—Fig. 1503. 
Bolted flanged yoke-bonnet, outside screw 
rising stem, solid guided wedge, screwed-in 
seat rings. Screwed and welding end valves 
also available. Sizes %4” through 30”. 


Refer to our catalogs in Sweet’s and Chemical Engineering Catalog. 


DEPENDABLE 


THE WM. POWELL COMPANY, CINCINNATI 14, OHIO 


November 1961 





SERVING 
INDUSTRY 
ECONOMICALLY 


PROGRESSIVE PRODUCTION 


- the Right Hand of Industrial Distributors 


You may know that the American Chain Division of the American Chain & Cable Company 
is the world’s largest manufacturer of welded and weldless chain 
But is it the most progressive? We think so, for these reasons: 


NEW CHAIN IDEAS - American Chain has consist- 
ently led the industry in new chain developments. At 
American Chain there goes on a never-ending search 
for new techniques and new materials for making 
better chain. Among the more recent “firsts” are: 
Locally assembled Kuplex Sling Chains, Extra-Bright 
Zinc finish, Acid Pickle Chain—and many more. 


EXPERIENCE « For better than a half century, Amer- 
ican Chain has made more welded and weldless chain 
for more uses than any other manufacturer. Today, 
we make over 400 different chains—in a range of 
types, sizes, metals and finishes to meet any 
customer requirement. 

QUALITY - To become the biggest, you must make 
the best. American Chain’s reputation for finest qual- 


WANT TO 

KNOW MORE? 
WRITE US TODAY 
AT YORK, PA. 


Factories: *York and *Braddock, Pa., *San Francisco, *Chicago ( Melrose Park) 
' Sales Offices: *Atlanta, Boston, *Chicago (Melrose Park), *Denver, Detroit, *Houston, 
' *Los Angeles, New York, Philadelphia, Pittsburgh, *Portland, Ore., *San Francisco 


ity is unsurpassed by any in the chain business. When 
you sell American chain, you are assured of quality, 
performance and safety equal to or exceeding accepted 
standards of chain manufacturing. 


BRAND ACCEPTANCE . “American chain,” as iden- 
tified by the famous ACCO giant, is the brand most 
widely known and accepted by the people who buy, 
sell and use chain. 


PROMOTION ~ To pre-sell your chain prospects, 
American chain is advertised on a regular month-to- 
month basis in leading industrial publications. ACCO 
also supplies you with a wealth of sales promotion 
aids to help you tell the American Chain story at 
the local level. 


AMERICAN CHAIN 


American Chain Division - American Chain & Cable Company, Inc. 


— 


TRADE 
MAK 


BRIDGEPORT, CONNECTICUT 


*indicates Warehouse Stocks 
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MILL SUPPLY HOUSES 


E 
Vall MATERIAL HANDLING seneesy THIS IS FOR YOU! 


PROFIT 
OPPORTUNITY \ STURDI 


SLOTTED ANGLE §& 


DISTRIBUTORSHIPS NOW BEING OFFERED ON 
AN EXCITING NEW LINE OF FRAMING MATERIAL 


Here’s a ground floor opportunity to cut yourself a profitable 
slice of America’s fantastically growing market for Slotted 
Angle. Distributorships are now being offered on STURDI- 
BILT Slotted Angle, a universal, interchangeable new line of 
quality framing material. 


Engineered and produced by the world’s leading maker of 
heavy duty storage racks, STURDI-BILT Slotted Angle offers 
an unequalled profit opportunity. Here’s what you have going 
for you: 


* Unmatched product quality * Competitive pricing 
* National advertising support * Local sales help 
* A complete local promotional “package” 


Let this symbol be your guide 


S 
To find out how you can join the STURDI-BILT STURDI. 
family of distributors, send the handy coupon below. BibT 
But don’t delay—distribution will be limited and Racks the goods of the wortd | 


selective. 
BUY BETTER-—BUY STURDI-BILT 


SEND TODAY FOR 
DISTRIBUTORSHIP 
PROGRAM DETAILS 
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Yale Spur Gear Chain 
Hoists. Ranging from 4 to 
40 tons capacity. 


Yale Load King Wire Rope 
Electric Hoist. Capacities: 
% to 1 ton. Two brake 
safety. Standard models 


— 


Yale Pul-Lift. Can handle 
capacity loads (% to 15 
tons) link or roller chain 
models. Self-actuating load 


Yale Tractor Trolleys range 
in capacity up to 5 tons. 
Save time and money in 
moving materials. Easy roll- 


weather resistant. 
available with link chain 
Capacities 4 to 2 tons 


Yale Midget King Electric Hoist. Versatile new link chain hoist lets operator 
pick up material not directly under it. Operates for less than two cents a 
day. Hook or trolley models in capacities of %, %, %, 1, and 2 tons. 
Hoist-and-load protecting upper and lower safety limit stops plus two brakes 
provide positive safety. Roller chain models available. 


brake. Ratchet handle ac- 
tion. Fracture resistant 
safety hooks 


ing action hand models 
available in capacity up to 
40 tons. 


Also 


Yale Load King Hand Hoist. Capacities: 1 to 12 tons. Provides portability, 
low headroom, faster hoisting, and greater ease of use. Revolutionary 
Synchro-matic Load Brake. Up to 95% efficiency. Friction minimized by ball 
bearings on all rotating shafts. 
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m You can recommend the right Yale hoist for every type and size of industrial and 
commercial hoisting application. Never have to pass up a sale because of lack of the right 
model. What’s more, Yale parts depots and repair centers 
enable you to provide speedy, first-class service. 


Yale also backs up your selling efforts with Yale field sales 
engineers to assist you on hoisting applications. In addition, 
Yale supports you with information-packed literature and broad 
advertising programs telling your customers of the advantages 
of specifying Yale hoisting equipment. 
Yale Materials Handling Division, Dept. X-101, Phila. 15, Pa., 
a Division of The Yale & Towne Manufacturing Company 


Se pea © 
ee is 
> | . 


HAND, AIR, AND ELECTRIC 
HOISTS + TROLLEYS 


YALE & TOWNE 


Yale Air Hoist. Capacities of 14, %2, and 1 ton. Lightweight and com- Yale Cable King Electric Hoists are the ideal heavy-duty hoists for any 
pact. Explosion-proof motor. Infinite speed contro! assures smooth lift. load. Capacities: %4 to 15 tons. All types of suspension. Two brake 
Choice of roller or link chain, pendant or pull-cable control. Ideal for safety. Can be supplied for all types of operating conditions. Positive 
overhead handling in hazardous atmosphere. load brake lubrication plus air cooling assures long life. 
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ONLY CAPEWELL HAS FOUR BANDSAWS 


for you to show...sell...resell 


SUPERTECH 


Newest Bandsaw 
cutoff tool developed 
from a special high 
speed steel for use 
on high speed 
machines. On ferrous 
metal cutoff work 
where cost of the 
blade is subordinate 
to high performance 
and accurate cutting, 
SUPERTECH can 
Surpass Ordinary high 
speed blades by 
300F, 


TECHNITE® 


Premiu 


SPEED-BAND 


speed steel blade (L-] 


for use 
powerful and t 
fastest machine 
Exceller tT? 


productior 


work requiring 
extreme accuracy Featur S 
and speed and abra 
4/ a; 
on a 4 
eae bas 7 thar 9 lar 
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TRENDS AND PROSPECTS 


As General Business Goes, So Go Distributor Sales 
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1961 


SLOWDOWN IN “RECOVERY” is widely forecast as the post-reces- 
sion spurt apparently loses some of its earlier zing. The September FRB indus- 
trial production index stood at 112 (1957 — 100), showing a one-point drop 
under August. A major point overlooked by the crystal-ball gazers is that the 
economy has already recovered (in a remarkably short period of time), and each 
succeeding month sees the FRB index—the most most widely used and accepted 
yardstick standing above the pre-recession high of 111. But economists are still 
troubled by the fact that we’re not moving as fast nor as far as they anticipated. 


GROSS NATIONAL PRODUCT RISING to a huge $575-billion 
next year by Commerce Secretary Hodges. To do this, the rate must hit 
$600-billion by °62 year-end, while currently running around $520-billion. The 
Secretary also gave a long-range projection of an $800-billion GNP by 1970. 


JOBLESS RATE CONTINUES HIGH—6.8% in September, a rate 
virtually unchanged for the 10th straight month. Again, a record for September 
was set with a total of 67-million employed. Bad weather, notably Hurricane 
Carla, caused a rise in agricultural unemployment, is blamed for continued high 
rate. Industry (along with States) is feeling the pinch as high unemploy- 
ment benefits sap income. On payrolls next year, the Federal levy on employers 
will double from .4% to .8% to provide for extended relief to jobless. The 
President wants the Federal government to take control of all emp'oyment 
monies, upping rates in States with lower rates; he’s expected to fight for this. 


CONSUMER SPENDING SLUGGISH, despite speed and extent of 
upturn from cyclical low of last winter. After a relatively good spring most 
big-ticket items have had disappointing sales. High employment rate and a 
reluctance to extend credit (many hourly workers got caught with big debts 
last year) account for much of this. Marketers hope for a fine fall season. 


AUTO PEOPLE CHEERFUL over interest in new cars, and major 
factors in industry speak confidently of a 6.5-million (domestic) car year. New 
models have been very well-received, so far, and spurt in late September adds 
to prospects. However, General Motors and Ford strikes created shortages 
in dealers’ stocks, and makers are rushing to catch-up. Other makes do well. 


MACHINE TOOLS STAND GROUND with U.S. orders offsetting dip 
in foreign demand. Value of all orders was $56-million in August, up 1% 
from July, and September record was expected to show normal fall improvement. 


STEEL ENTHUSIASM TEMPERED by lack of early fall demand. 
Hopeful signs abound, but early October production was just about even with 
month-earlier levels. Industry was counting heavily on automotive orders, after 
strike settlements, and historically, steel has never stayed for long in the 
“middle area”, where it currently is. Production remains at about 70% capacity. 


PURCHASING POWER OF THE DOLLAR has been eroded by 325% 
in the 48 years from 1913 to 1961, according to Department of Labor statistics. 
Taking the 1947-49 dollar as par ($1.00), the 1913 dollar equals $2.40 and 
the 61 dollar is worth a mere 7814¢, declining over 20% in just 12 years. 
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INDUSTRY STATISTICS 


Monthly Survey of Changes in Distributors’ Sales Compiled from Confidential Figures 





August returns from ID’s Supply Sales Trend Reporters 


show sales down 9% 


for the period January-August 


1961. August 1961 had 23 working days, while August 


1960 had only 20. July 


Though August 196] 


1961 also had 20 working days. 


is up 2%, compared to August 


1960, it must be remembered that August 1961 had 





U.S. TOTALS 


\ug 


July 


61 


Compared 


61 


\ug. “61 
( ompared 
Aug. "60 





Compiled by 
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Jan.-Aug. 61 
Compared 
Jan.-Aug. 60 








FINAL FIGURES FOR 
AUGUST 1961 


SUPPLY SALES TREND 


Aug. 61 
Compared 
July 61 


Aug. 61 


Compared 


Aug. "60 


Jan.-Aug. "61 
Compared 
Jan.-Aug. '60 


FINAL FIGURES FOR 
AUGUST 1961 


Aug. "61 Aug.’6l Jan.-Aug. 61 
Compared Compared Compared 
July 61 Aug.’60 Jan.-Aug. 60 





New England: Conn., Me., 
Vass., N.H., RI, Vt. (24) 


+20% 


+ 


2% 


— 1% 





Bridgeport-Hartford- 
Springfield Area 


+ 20% 


4% 


— 1% 





Middle Atlantic: 


V.J.,N.Y., Pa. (38 


+14% 





Metropolitan New York- 
northern New Jersey Area 


+ 16% 





Western New York : Buffalo- 
Rochester-Syracuse- 
Binghamton Area 


+11% 





Philadelphia-Trenton 
Wilmington Area 


+ 23% 





Pittsburgh- Wheeling- 
Youngstown Area 


+15% 





East North Central: jy. 


Ind., Mich., O., Wisc. (68) 


+11% 





Indiana Area 


+19% 





Wisconsin 


+ 1% 


West North Central: ;,. 
Kans., Minn., Mo., Neb., 
N.D., S.D. (18) 


+ 9% 3% 2% 





Kansas-Western Missouri 
Area 


8% 1% 





South Atlantic: pes, p.c., 
Fla., Ga., Md., N.C., S.C., 
Va., W.Va. (26) 


-~% -—-f7f%% 





East South Central: 4/2. 


Ky., Miss., Tenn. (5) 


2% 1% 





West South Central: 4, 


La., Okla., Tex. (27) 


1% 4% 





Houston Area 


9% 3% 





Dallas-Fort Worth Area 


3% 





Mountain: Ariz. Colo., Id., 
Mont., Nev., N.M., Ut., 
Wyo. (7) 


+ 8% 1% 





Pacific: Cal., Ore., 
Wash. (21) 


+ 18% 1% 





Chicago Metropolitan Area 


Los Angeles-San Diego Area 


+ 3% 8% 1% 





Detroit-Toledo Area 


Oregon Area 


+ 5% 3% 1% 





Cleveland-Akron-Erie Area 


Washington Area 


+ 4% 1% 4% 
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. and movements of Prices of Products in Distributors’ Inventories Computed by I. D. 





three extra working days. The Federal Reserve Board’s Motor’s labor trouble and Hurricane Carla are blamed 
index of industrial production showed a drop of 1% for the reduction. Mid-October saw factory operations 


in September, breaking a six-month rise. General at 85% capacity, up 10% from the recession low. 


PRICE INDEX FOR 19 PRODUCT CLASSES 
NAME OF PRODUCT CLASS Per Cent 


he Sept. 196] Change From 
(1947-49 —_ 100) ( preliminary ) Aug. 1961 Sept. 1960 Year Ago 


Abrasive Products 4428 1428 143.2 ~ 03 


Cutting Tools 135 1735 180. ~ 41 
Fans and Blowers 182.8 182.8 183.5 


Fasteners - 00.2 217.2 ge 


























Incandescent Lamps me 190.0 
Industrial Rubber Products 156.5 
Lubricants 103.6 

















Materials Handling Equipment 175.7 ; 





Mechanics Hand Tools (Files, saw blades) 193.4 





Metalworking Accessories 197.8 
Motors 107.0 
Paint 132.4 
Portable Power Tools 150.0 














Power Transmission Equipment 185.0 





Precision Measuring Tools 155.7 





Pumps and Compressors 181.4 





Steel Products (Pipes, bars, nails, wire rope etc.) 185.4 





Valves and Fittings 161.7 





Welding Machines (Equipment, Rods) 152.8 


TOTAL INDEX (weighted average) 170.2 


Source: Bureau of Labor Statistics and Industrial Distribution 
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DAIR The welded seams on these 
stainless steel milk tank covers 


. are blended with porta- 

* EQUIPMENT: ble ‘‘PG"’ Wheels. Fast- 
cutting, smooth polishing ‘‘PG’’ Wheels 
produce a better blending with the rest of 


the cover; provide a more uniform finish; cut produc- 
tion time. Available in many sizes. 


SIX TESTED a 
SALES IDEAS a 
FROM 3M 
TO TURN 
PROSPECTS 
INTO 
CUSTOMERS 


Everywhere you go—in every shop, in every plant, in every 
industry you'll find selling opportunities for “3M” Brand 
Coated Abrasives and “SCOTCH” BRAND Pressure-Sensi- 
tive Tapes. Yes, it pays to be a 3M Distributor—here are 
just a few of the reasons why: 


TOP QUALITY PRODUCTS + STEADY PROMOTIONAL 
SUPPORT +» NEW PRODUCTS FIRST * CONSTANT 
SUPPLY OF SALES HELPS « FACTORY TECHNICAL 
ASSISTANCE. 


Know... sell... profit with products of 3M Research. 


3M Type “‘C’’ Discs are used to 

Minnesota (3M ) TIRE remove excess weld metal on 
. these tire changers. 

Minne AND @ EQUIPMENT: Weld joint of four legs 
and base column presents a difficult ‘‘edge 

Mianuracturine COMPARY grinding”’ job. Fast-cutting 3M Type “‘C”’ 
Discs outperform competitive discs; leave a better 


... WHERE RESEARCH (S THE KEY TO TOMORROW pre-paint surface on the metal, too. 
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OUTBOARD For fine line separations 

between colors, outboard 

« motors are masked with 

® MOTOR * “SCOTCH” BRAND Masking 

Tape. A strip of tape and final touch-up 

spray makes the separation sharp and 

clean; speeds finishing operations and improves paint- 
ing results. Gives perfect edges every time. 


“a 


HAND A leading manufacturer now uses 

conveyorized method and ‘‘Wet- 

. ordry’’ Three-M-ite Cloth Belts 

8 TOOLS: for grinding and finishing 

forged steel plier halves. 3M Belts with a 

wet grinding method upped production; 

cut costs; slashed the reject rate by 75%. Provide a 
better finish for final plating. 


November 1t96t- 


METAL Non-rusting, non-slivering pads 

of ‘‘SCOTCH-BRITE”’ Brand 

. Finishing Material are used to 

e TANKS: de-burr, clean, and satin-finish 

metal parts. Constructed of tough nylon, 

““SCOTCH-BRITE” outperforms steel wool; 

gives a more uniform finish; can be rinsed clean and 
re-used. Works on all types of metal. 





WELDED Used as a back-up material 
in submerged arc welding op- 

. erations, “SCOTCH” 

@ ASSEMBLIE * BRAND Glass Cloth 
Tape holds fluxin... keeps unwanted air 
out. Tape adheres instantly; minimizes 


flux waste and cleanup costs; results in smoother more 
uniform welds every time. 





BUSINESS OUTLOOK 


From the Economics Department, McGraw-Hill Publishing Company, Inc. 





The Gathering Forces 


During the past summer, the watchword of the private 
sector of the U.S. economy has been caution. It has been 
particularly evident in the consumer area where families 
and individuals have not been rushing out to buy either 
soft goods or hard goods. A combination of extremely 
hot weather and extremely cold war may have had quite 
a let to do with consumer hesitancy. 

Businessmen are worried about the international situa- 
tion, the threat of inflation, and the so-called anti-business 
attitude of the Administration. However, the business 
community has increased its plans to invest in new plant 
and equipment during the remainder of this year and is 
placing an increased volume of new orders for capital 
goods, which suggests a good increase in capital spending 
is ahead. A really big business boom will have to wait 
for a faster rate of capital expenditures, but it is clear 
that our economy has passed the recovery point and that 


we are now in an expansionary stage. 


Sources of the Stimuli 


Business prospects for 1962 are, on the whole, bright. 
The gross national product, the total value of all goods 
and services produced in the nation, is expected to hit 
$565-billion in 


year, a gain of $45-billion, or 9%, 


1962 compared with $520-billion this 
over 1961. 


on the average, are likely to increase 1.5%, 


Prices, 
so the real 
gain in GNP will be about 7.5%. 

The Federal Reserve Board’s index of industrial pro- 
duction will probably average 123 for the year ahead, 
raising output by about 12% over this year’s figure. 

Our last quarterly McGraw-Hill Index of Machinery 
New Orders, a very important gauge of activity in the 
capital goods industry, was completed in July (before the 
Berlin crisis really got hot) and was more optimistic than 
the one we completed in April. It suggests an increase 
of about 10% in machinery new orders for next year. 

Actual incoming orders have risen steadily since early 
this year. New orders were booked by capital goods pro- 
ducers at a higher rate in the third quarter than an- 
ticipated. In the past, when actual orders ran ahead of 
forecasts, machinery manufacturers followed an optimistic 
course and raised their sights for the year ahead. 


Poor Profit Picture Perking Up? 


Another indication of rising plant and equipment 
expenditures in 1962 is the sharp rate of increased profits. 
By the end of this year, corporate profits should be at an 


56 


all-time high, and next year should see the highest in our 
history. Not only will the profit level be higher, but it 
looks like the profit margin is improving. This happy 
state of affairs may be one result of all the up-to-date 
equipment that has been installed in recent years, due to 
the emphasis on modernization of equipment. 

This combination of rising orders for capital goods 
and high profits suggests an increase from less than 
$35-billion in 1961 to well over $40-billion next year. We 
expect investment to rise in 1962 because, for the first 
time in several years, industry will need additional 
capacity to produce some existing products (as opposed 
to “new” products as such). The average operating rate 
is now closing in on the 85% mark and when industry 
surpasses this rate of operations, it is a signal that new 
capacity is needed and will be installed. 

Business inventories are also expected to contribute 
to a rising national product next year. Stocks of durable 
goods are relatively low when compared with shipments 
and new orders, suggesting a build-up of stocks on hard 
and soft goods right through the second quarter of 1962. 
Part of this build-up will be in anticipation of another 
steel strike in mid-1962. 


Out Where the Waste Begins 


The continued military build-up will result in further 
increases in defense spending. Meanwhile we are also 
increasing federal spending for non-defense goods and 
services. The Administration is making no effort to cut 
unnecessary, unimportant, non-defense expenditures. As a 
matter of record, Secretary of Labor Goldberg, recently 
talked about increasing still more some of these non- 
defense expenditures. Is this the reason for the current 
description of the New Frontier: “Way out where the 
waste begins”? On top of the Federal establishment, our 
other governments, state and local, will spend more. All 
told, an outgo of over $118-billion is foreseen for next 
year—an increase of $10-billion. 

Summing up the various surveys of consumer attitudes 
and intentions to buy, a pick-up in durable goods pur- 
chases of 10% or more is indicated. We look for total 
auto sales of more than 7-million units—U. S. and foreign 
made—next year compared with about 5.9-million this 
year. And appliance sales should increase about 10% 
next year. Business investment in plant and equipment, 
inventory and residential construction is likely to increase 
about 20% next year. 

The business sector of the economy—the key area for 
all of us—is expected to make a good record in 1962 
from a relatively low level of activity this year. 
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... Customers 
complaining 
about 
delivery? 


Are you “riding a turtle” with your present cutting tool supplier? Become a 

V-R distributor and meet your customers’ needs — when they need them! With four- 
teen V-R tungsten carbide grades, a special titanium carbide VR-65, exclusive 
V-R Tantung cast alloy and Ceramic VR-97 to offer them, you’ll have the finest, 
most complete line of cutting tool materials available. Whatever your customers’ 
needs — throw-away inserts, full-length inserts, single-point tools, blanks, tool- 
holders or face mill cutters — you can supply them. Your overhead is trimmed .. . 
ordering, stocking and pricing are simplified . . . because everything is from 

one source. V-R’s aggressive national advertising, direct mail and prompt service 
from friendly, well-informed factory representatives put you far ahead of 
competition. Write for complete information! 


CREATING THE METALS THAT SHAPE THE FUTURE 


VASCOLOY-RAMET 


886 MARKET STREET 7 WAUKEGAN, ILLINOIS 


- CERAMIC LE TANTUNG — TOOLHOLDERS — > "FACE MILL 
INSERTS — SOLID TOOL BITS, | f ‘ SOLID BASE - } | CUTTERS 
TRIANGULAR, \\ CUT-OFF BLADES, CA AND a | ) &) wrk 
SQUARE, TIPPED TOOLS, ELEVATOR it) _\ ow THROW-AWAY 
ROUND f | CAST-TO-FORM TYPE Ron) * fan 

nog ee sg 


ARGS ve 


November 1961 





vw! 


BY A REPUBLIC RUBBER 
DISTRIBUTOR WORKING UNDER 
THE FAMOUS 5-POINT SALES POLICY 


This Record Maker Conveyor Belt represents a 
good sale . . . in dollars and in customer satis- 
faction. The salesman who made the sale appre- 
ciates the advantage of serving his customer with 
a good product and . . . the commission from 
the sale. 


Almost every plant buys rubber hose, belting or 
packing on a regular basis for maintenance and 
other uses. That’s why aggressive distributor 
salesmen talk about rubber ON EVERY SALES 
CALL. Why not? Talking a product bought regu- 
larly results in more sales and more commissions. 


Would you like to add Republic Rubber’s line to 
your line? You will have quality products and 
the famous written 5-Point Sales Policy (now in 
its 38th year). For more information, write to: 
J. A. MaclIntire, Jr., General Sales Manager. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OH!IO 


INDUSTRIAL RUBBER PRODUCTS 
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LOSING MONEY 7? 


“I am sure that this is, or can be, a profitable industry. | 
know of many companies in it that are profitable, some 


handsomely so. The secret lies in good management.” This 
INDUSTRIAL DISTRIBUTION was one of the conclusions of Dr. George Wilkinson as he 


The Editor Comments on Industry Problems/ November 1961 : ‘ 
diagnosed and analyzed the problems of the industry before 


the National Industrial Distribution Conference in Cleveland 
this past September. 

Dr. Wilkinson is a very able, perceptive management 
consultant who is thoroughly familiar with the insides and 
outsides of our industry. He has worked in a professional 
capacity with scores of industrial distributors over the past 
five or six years. When he says something, we can all afford 
to listen. He’s in a neutral, objective position with no ax 
to grind and, when he talks, he gives it to us straight. 

What he is saying is that while there may be some outside 
factors affecting distributor profits, the management factor 
is one of the most important elements that determine 
whether the distributor makes money or doesn’t. He points 
out that when a manager of a supply firm uses his resources 
effectively, he makes a good net profit, and that is as it 
should be in our economic system. But if he fails in his 
management responsibilities, he stands a good chance of 
ending in the red. 

He lists the things that an industrial distributor does 
that keeps him from making money. These factors are 
grouped under three headings: 

1. Lack of business sense 

2. Inbreeding 

3. Lack of information 

On pages 65-69, we reproduce in detail Dr. Wilkinson’s 
elaborations on these three points. Every distributor should 
read and re-read this stimulating analysis. Then, put it 
away. Next January, when the final figures for your firm 
are in and net profit for the year stands revealed, pull the 
article out again. If your net profit is not what it should be, 
check in your own organization to see if you are doing 
these things that cause you to lose money. 


pe pa Meee 
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KEYBOARD 
ORDERING 
iN 
CALIFORNIA 


Major West Coast plant and large industrial 
distributor cut costs by automating 
“stockless purchasing” of MRO supplies 


Test run: Purchasing officials at Atomics International watch 
new Data-transmitter linked to distributor's 
L-R (rear)—S. C. Roderick, P. A. Brackenbury, 
M. E. Lyon. At controls: H. B. Burgess. 


the try-out of 
warehouse. 


E. D. 


Veedham, 


VAN NESS PHILIP 
ASSOCIATE EDITOR 


Atomics International, Division of North American Avia- 
tion, Inc., of Los Angeles, and Ducommun Metals & 
Supply Co., Los Angeles industrial distributor, have 
jointly developed one of the nation’s first successful 
installations of purchasing small tools and industrial sup- 
plies by punched cards over phone lines. 

An IBM 1001 electronic “Data-transmitter” links the 
stores department of the AI plant in the Canoga area of 
the San Fernando Valley with Ducommun’s Alameda St. 
warehouse. Punched cards are fed into this machine in 
the AI stores room. Quantities and variables are added 
on a keyboard to originate releases for deliveries from 
Ducommun’s stocks. Data is transmitted over phone lines 
to a receiving card punch in Ducommun’s data room, 
where sales orders can be instantaneously prepared by 
automatic data processing. 

The system eliminates formal plant requisitioning plus 
numerous other clerical activities of plant procurement. 
Ducommun, in effect, assumes responsibility for the cus- 
tomer’s routine buying paperwork and records. 

The system also helps make “stockless purchasing” 
a reality for AI. Because of the rapid data message link, 
Al’s buyers feel that they can confidently shorten inven- 
tories and turn over stock-bin functions to Ducommun— 
an objective that Ducommun actively promotes. 

Both Al’s and Ducommun’s managements see the auto- 
mated system as a long forward step in reducing costs of 
the procurement-distribution process. 

“We think we have made a major break through here, 
in an area most plants have been overlooking,” said Earl 
Needham, Al’s director of material. “We are doing away 
with quantities of paper, saving countless hours in buying 
and receiving and cutting some of our inventories in 
half. The potentialities, if we extend the system, are 
tremendous.” 

Joe Shelton, general manager for Ducommun in Los 
Angeles, says the benefits are mutual. “With this kind of 
automation, both distributor and customer should realize 
major savings. We have finally integrated distribution 
and plant procurement. This makes for the fewest possible 
roadblocks between distributor’s warehouse and the point 
of use.” 

Automated paperwork has long been the Ducommun 
management’s objective. Last year the company installed 
RAMAC (Random Access Memory Accounting), convert- 
ing virtually all its sales order processing, billing, sales 
analysis and stock control to mechanized procedure. 

The management saw further possibilities for a 
mechanized link with customers, notably those customers 
with whom Ducommun was developing its new stockless 
purchasing plan for ordering on long term contract from 
Ducommun stock. Shelton and Ed Ramp, Ducommun’s 
Los Angeles general sales manager, decided to make an 
analysis of this, and assigned Wynn Moffitt, of the 
systems staff, to the new job of “systems sales engineer”. 

Moffitt was to study feasibility of customer-distributor 
paperwork automation, and develop test procedures. 
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Keyboard buying: Instrument in 


Moffitt first outlined the essential steps, from the point 
of view of customers. “Simply stated, we concluded there 
are five essentials in plant procurement,” he explains. 
“These are: to recognize the need to order, to notify the 
vendor, to get material to the point of use, to pay for it, 
and then to recover the expenditure. The money recovery 
comes from efficient use of the material and efficient 
operation of procurement. Our job, we felt, was to help 
the customer simplify this whole procedure.” 

Experiments were started with a new machine that 
seemed to hold promise for mechanizing the basic buying 
the IBM 1001 Data-transmitter. No larger than a 


desk calculator, and rentable for $15 a month, the trans- 


steps 


mitter could conceivably be placed in a customer’s buying 
office or store room where procurement personnel could 
originate their orders by feeding it with pre-punched item 
cards and tapping out the quantities needed on its key- 
board. The machine converts this input data into impulses 
that are sent over phone wires to a distant receiving set. 
The receiving set reconverts the data back to cards. 
Buying executives at Atomics International were ap 
proached and showed great interest. Earl Needham, its 
head, felt that 
achieved in the area of MRO procurement. For more than 


material greater economies could be 
a year, he had been buying most supplies on contract. 
With some key vendors, including Ducommun, he had 
started to adopt the theory of stockless purchasing to 
reduce his inventories. 


Working 


Needham, Paul Brackenbury, 


Wynn Moffitt- 
Al’s general purchasing 


closely with Ducommun’s 
supervisor, and M. E. Lyon, material supervisor, evolved 
new procedures centered on the 1001 machine. 

¢First a contract was negotiated between AI and 
Ducommun covering a specified group of standard prod- 
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1] Stores originates releases from punched cards after quantities are tapped from list. 


ucts, to be delivered as needed on release and billed at 
monthly intervals. A purchase order was written for 
each product category, covering a period of six months 
to a year. Past usage figures and estimates of future 
usage were employed to set equitable terms and pre-plan 
the delivery schedules where possible. 

¢ Ducommun produced a stack of special punched cards 
for the Al stores room. Each card represents a contract 
item, and contains both typed and pre-punched data for 
item description and item code, Al purchase order 
number, price and packaging information. Spaces are 
provided for writing in date and quantity of requisition 
and receipt. The digits of the item code key the card to 
the purchase order, and the item. Each bin in the stock 
room is tagged with an item number. 

¢ The Al’s 


room, adjacent to the stock shelves. The receiving set 


Data-transmitter was installed in stores 
was placed in Ducommun’s RAMAC room. Both devices 
were attached to a special “Data-phone” circuit. 

The following order routine was set in motion: 

¢Stores clerks jot down items and quantities needed 
(by item numbers) on a simple work sheet, which is 
handed to the Data-transmission clerk, who pulls the 
necessary item cards from a tray file and dials the tele- 
phone attached to the transmitter. The dial tone signifies 
ready-to-receive downtown in Ducommun’s RAMAC room. 

¢ The clerk inserts the item card in the transmitter, 
punches the quantity and tax status (“own use” or 
“resale”) on the keyboard, and jots down quantity and 
date in pencil and sets aside the card for the receiving 
clerk. 


and automatically punches out the data on a new trans- 


Ducommun’s receiving set receives the message 
5 , =) 


action card. 


continued 





Keyboard Ordering continued 


¢ The Ducommun operator punches in the variable data 


that is still required—such as order number for the 


daily register—matches the cards with a master file and 
reproduces these cards into RAMAC input cards. 

¢ The necessary customer and item heading cards are 
pulled and inserted in the RAMAC with the transaction 
card. 

*RAMAC prints out the shipping papers and invoices 
and produces cards for accounting and analysis. 

¢ The goods are delivered to Al the following day, with 
several packing slips attached. The AI receiving clerk 
matches the packing slip against the pencilled quantity 
on the Al item card, and writes in quantity received. 

*A copy of the packing slip is sent to accounting to 
file until rec eipt of the invoice. 

* After the quantities shipped have been entered, the 
pre-billed invoices are corrected, if necessary, and mailed 
to Al. The AI accounting department matches the invoice 
to the packing slips on file, and makes the payments. 

* Reports on item usage by the month or quarter are 
supplied to Al by 


stores and can produce in printed form virtually any 


Ducommun on request. RAMA( 


combination of data which Al might need for analysis of 
purchasing activity. 

This procedure required months of trial and error to 
develop. Coding item cards and tying in Ducommun’s 
cards to the RAMAC presented 


transaction program 


a. a, ta: %, > A) 


(1) 


many complex problems for the data experts. 

And from AI’s standpoint, there was an even greater 
obstacle—the widely held belief that the research-and- 
development type firm could never really automate its 
purchasing. The material requirements of such firms are 
unpredictable because of the highly technical nature of 
the work. 

Al designs and builds nuclear reactors. Three quarters 
of its production can be classified as R. & D. But Director 
of Material Needham and his staff refused to be deterred 
by tradition. “When we really took a hard look at our 
procurement costs,” he recalls, “we found we had a 
terrific payroll burden in maintenance, repair and operat- 
ing supplies. We also were carrying big inventories of a 
lot of staple products. We experimented with some con- 
tracts and began to get results in lower costs. 

“So this vear, when Ducommun came up with their 
automated stockless purchasing idea, we were primed to 
take the plunge.” 

The decision has paid off. 

Among the benefits that Needham now can document: 

¢ Plant inventories of contract items were reduced by 
than 30 
installed, Al’s goal is a 50 percent cut in inventories and 


more percent when Data-transmission was 
this is now close to being realized. Some individual item 
lines have been reduced by 80 percent, and Al buyers 
visualize eliminating some stocks altogether. 

¢*A major portion of the Al buying paperwork has 
been eliminated. Receiving alone requires two less clerks 


than formerly. Before, the purchase order process in- 
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Streamlined Order Cycle 


Atomics International’s stockman checks stores 
inventory in first step in purchase-order cycle 
under automated “stockless purchasing.” 


At Data-transmitter in next room, operator 
inserts heading cards for every item, taps 
in the quantities on special keyboard. 


Downtown at Ducommun’s warehouse, data 
is received on receiving set (left) from phone 
line. New card is punched automatically. 


Cards are transferred to input unit (left) on 
Ducommun’s RAMAC. From here distributor's 


automatic order process cycle takes over. 


RAMAC prints out all paperwork for both 


Ducommun and the customer. This alone is a 


major saving to Al’s purchasing department. 


6 Goods are delivered from Ducommun on the 


B) (4) (5) 


cluded writing up a “buy” card, typing up a six-part 
requisition, filling out receiver on delivery, generating 
another six-part form to close out records. At least a 
dozen separate papers, thus, were generated, filed and 
checked. Now the distributor generates the paperwork. 
Plant stores has only to pull the punched card for the 
item, punch and write the quantity and date, and match 
the card against the packing slip. 

¢ Ordering for stores has now been systematized. Al 
more closely estimates its needs ahead of time, bunches 
its releases to eliminate frequent and erratic ordering of 
small deliveries. Often one release suffices where 20 used 
to be required. Most days this means the ordering clerk 
can spend a concentrated hour on the Data-transmitter 
and then move on to other work. At the same time, for 
emergencies, the transmitter is always there as a direct, 
live link with the distributor’s warehouse. 
With Data- 


transmission of releases and “stockless purchasing”, Al’s 


eStock control in stores is simplified. 


management is convinced that routine stock control can 
be turned over to the qualified distributor. AI’s interest 
It is 
getting results in shorter stocks plus plant protection from 


is in over-all results, not routine for its own sake. 


the vendor. 

¢Al’s buyers are released from a heavy burden of 
routine decisions, red tape and record-keeping. Says 
Brackenbury: “Our buyers now have time to be real 
buyers. They can concentrate on the bigger jobs—the 
contracts, choice of vendors, major cost reductions. They 
are no longer tied up constantly with dozens of small 
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AI dock. Quick check of packing slip replaces 
former involved receiving paperwork. 


orders bouncing up to them under the old min-max 
system.” 

Ducommun’s gains from automated stockless purchas- 
ing are equally impressive. Besides reasonable assurance 
of quantity sales as contract vendor, there is the inherent 
cost advantage to the distributor of preplanned usage 
and systematized delivery procedure. Ducommun had 
already automated internal paperwork by raMAc; Data- 
transmission now eliminates most of the order generat- 
ing time. Handling of phoned-in or mailed-in orders is 
dispensed with. They now originate in common-language 
form right in the customer’s plant. Mechanized procedures 
also tend to reduce errors and back order expediting. 

Al’s Needham and Ducommun’s management both 
stress the mutuality of benefits. Said Needham: “We 
negotiate fair and competitive prices for this material 
purchased automatically. Apportunities for savings in 
automated stockless purchasing are found in all areas of 
procurement, warehousing and accounting as well as pur- 
chasing. We take advantage of these opportunities to 
reduce our total buying cost.” 

Buyers and distributors oriented to traditional pro- 
cedure may have a hard time seeing this, Needham has 
discovered. “The fact is, some companies just do not 
know their costs. They have never really tried to modern- 
ize age-old ways of getting goods to the point of use.” 

Al’s and Ducommun’s project to accomplish this is 
now well beyond the experimental stage. Tele-transmis- 
sion purchasing, its originators think, will set a pattern 
for the future in the distribution of industrial supplies. 





A Lesson in 


ADVERTISING 


Handling a “‘strong” theme simply 
and dramatically is the way this Des Moines 


distributor achieves advertising impact 


“An effective advertisement is just like an effective sales 
presentation—it arouses interest by getting to the point 
quickly and dramatically, and then it asks for the order”. 

That’s how L. S. Houvenagle, vice president and direc- 
tor of sales for the Electrical Engineering and Equipment 
Co. of Des Moines, lowa, defines the philosophy behind 
a continuing advertising campaign his firm is conducting 
in local business publications. Mr. Houvenagle, who is 
primarily responsible for planning the campaign and pre- 
paring the ads, believes in coming right to the point with 
a “good, strong theme”, and not “wasting the reader's 
time with a lot of extraneous gimmicks”. 

“A pretty girl may be like a melody”, says Houvenagle, 
“but 


bucket convevor.” 


she really doesn’t have much in common with a 

\s an example of this “direct” approach to advertising, 
consider a recent, and typical, ad in this campaign. The 
theme of the ad 
capable of solving unusual or difficult problems involving 
steel work 
an interest arousing headline: “Anything 
a Monster to 


headline was a picture of the “monster”- 


that the EE and E engineering staff is 


fabrication and machine was dramatically 
conveyed in 
from a Pizza Elevator”. Illustrating this 
a custom drill, 
engineered and fabricated in the company’s shop, de- 
signed to drill flared holes through 50 feet of concrete 
and shale to “pin” the apron of a dam to the earth. The 
body copy briefly explained the workings of the drill and 
of the pizza elevator also mentioned in the headline, then 
led into the “hard sell” (“We have the skill, the experi- 
ence, the parts and the equipment to do the job”) and the 
close (“Call or write if you need an item or have a prob- 
lem” r 

this ad, that its 
impact derives principally from the fact that it has a 


“One that lends itself to dramati 


Discussing Houvenagle points out 


“strong” theme han- 
dling, is pertinent to our business, and is general enough 
so that it can be developed naturally into ‘sub-themes’ 
which detail the services we want to sell”. 


In short, an ad that creates interest and doesn’t lose it. 





AB Minme 


“Monster” ad, below, is typical of direct approach to 
advertising used by EE’s sales manager L. S. Houvenagle. 
id gets to point quickly and “asks for the order” 





ANYTHING FROM A 


MONSTER 


TOA 


Pizza 


ves iF IT'S STEEL FABRICATION OR 
MACHINE WORK ELECTRICAL 
ENGINEERING CAN HELP YOU! 


Elevator 


CUSTOM BUILT MATERIALS 
HANDLING EQUIPMENT 


CALL OR WRITE IF YOU NEED AN ITEM OR 
HAVE A PROBLEM — OUR BUSINESS IS SERVICE | 


ELECTRICAL ENGINEERING & EQUIPMENT CO. 


201 Ww a, 
= a - DES MOINES WA 
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DISTRIBUTORS 


MUST 


MAKE MONEY 


Here it is, straight 

from the industry’ s 
leading consultant. 
Distributors aren’ t making 
money because they’ re 
plagued by inbreeding. 


lack of business sense. 


and lack of information. 


No distributor can 
afford to ignore 
this trenchant critique by 


George D. Wilkinson 
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There is no alternative. We live in 
a capitalistic economy, in a free 
enterprise system. In this economy, 
in this system, the company that does 
not make money goes out of business. 
The industry that is unprofiitable 
goes out of existence. 

By its very nature, the industrial 
distribution industry cannot cease to 
exist. Our economy requires an 
industrial distribution function. I 
think it requires, also, that this func- 
tion be performed by relatively small, 
independently owned companies. Un- 
like other industries, as, for example, 
the steel industry, where technical 
conditions dictate that only large 
companies can survive, this industry 
almost demands small, independent 
companies, freely competing with 
each other. There is only one reason 
why this industry could cease to exist. 
This can only happen if the leaders 
of the industry fail to rise to the chal- 
lenges and the opportunities which lie 
before them. In the same line of 
thinking, the individual industrial 
distributor needs to go out of busi- 
ness only if its management fails to 
rise to challenges and opportunities. 

Since I am taking the positive 
approach to this subject, let me 
start by reviewing the contribu- 
tions which this industry, and the 
individual companies within it, 
make to our economy. Every student 
of theoretical economics knows that 
the creation of time and place utility 
is a form of production. You do not 
finish the production process when a 
neatly packaged product rolls off the 
production line. It is not worth 
much then and there. It only has 
value when it is in the place where 
he needs it. Getting a product to the 
place where the user can find it when 
he needs it is called place and time 
production. This process, of course, 
costs money. It also adds to the value 


of the product. If the cost of this 
kind of production is less than the 
value added to the product, you have 
the conditions for a successful and 
profitable industry. 


| F ets look at some of the components 
of this place and time production. 
What is in it that costs money, and 
what adds to its value? 

First we have transportation. As 
you know, the manufacturer’s F.O.B 
price is not the distributor’s cost. 
Our standard accounting practices 
recognize the value of place utility 
but by showing the distributor's cost 
as the factory’s price plus the cost of 
freight to get it to the distributor's 
But this is only the be- 
ginning of the process and the begin- 


warehouse. 
ning of the costs. In order to have 
the product when the customer wants 
it, the distributor must store it. This 
is an important part of the contribu- 
tion of the industry to our economy. 
Even if they wanted to, manufactur- 
ers could not make products when the 
customers need them. It costs money 
to tool up, and factories must produce 
a quantity of each item. They antici- 
pate the demand, rather than meet it. 
Stop to think of the enormous ware- 
houses the manufacturers would have 
to maintain if there were no distribu- 
tors! Distributors serve a vital need 
for manufacturers as well as for their 
customers when they put products in 
their warehouses. They enable fac- 
tories to operate with a minimum of 
finished goods storage. At the same 
time they let the customer have the 
product when he wants it, instead of 
when the factory can make it. My 
studies of inventory control indicate 
that at a conservative estimate the 
cost of storing is 15% of the value of 
the items stored per year. It may 

continued 
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MUST Make Money continued 


run much more than this; it probably 
If the manufacturer 
this 


would be 


will not be less. 
had to 


extra 


merchandise, the 
added to his 
Because the distributor per- 
this this 


part of production—this cost must be 


store 
cost 
price, 
better, 


forms service or, 


part of his mark up. The industrial 


distribution industry is a national 
warehousing system operating under 
It is the 


getting things away 


the free enterprise system. 
mechanism for 
from the end of the production lines 
and putting them where the customer 


can more easily get at them. 


A second important service of an 
industrial distributor, and of his in- 
industry, is to publish availability. In 
our highly complex and mechanized 
society, it takes many different kinds 
of supplies to keep industry going. 
Otten customer 


times an industrial 


what is available. He 


k aced 


calls up his 


| . 
nas no idea 


knows 
this 


only what he needs. 


with situation, he 


local 


plains his problem. 


distributor and ex- 


rhe 


through his 


industrial 
distributor 
sear hes library of 


manufacturers’ catalogs and finds out 


handle that line, and send the man 
to a competitor. 

This is, of course, costly service, 
but it is part and parcel of the func- 
tion of a distributor. By publishing 
his own catalog, by maintaining a 
reference library of manufacturers, 
and even competitors catalogs, and 
by having trained and dedicated aen 
(1 am not playing “Hearts and 
Flowers”. These men are dedicated! ) 
on the counter and telephone, the 
company is adding to the value of 
the product he sells. It is no good to 
the customer unless he knows it ex- 
ists. This service, too, costs money, 
and the cost must be added to the 
price. 

There is another side to this serv- 
ice. In this technical age it is not 
enough to know you need a drill or 
a grinding wheel, or a lubricant. 
You must know what kind of a grind- 
drill You 
must know how it is to be used, and 
what kind of a product will best fit 
this 


dustrial 


ing wheel or you need. 


turns to the in- 
this 


Even large companies with 


use. Industry 


distributor for know- 
how. 
reputations for good maintenance 
and production engineering ask the 
advice of the industrial distribution 
This expensive 


salesmen. means 


“The industrial distribution industry is a 


national warehousing system for getting things 


away from the end of production lines to 


where customers can get them.” 


Even if it is an 
stocked. the dis- 


tributor, through his trade contacts. 


what is available. 


item not normally 
can get it. How often have vou seen 


this happen? A man steps up to 
your counter with a nondescript piece 
of something in his hand, and says, 
“This thing busted down on me, and I 

Have you 
Then there 


free consul- 


need to fix it right away. 
got anything like it?” 
half 


During this time two or three 


follows a hour of 
tation. 
countermen get into the conference. 
tools take the 
They clean it up a bit. 
don’t 


They get some and 


gadget apart. 


Finally they confess they 


training for salesmen in _ product 
knowledge. More and more it is com- 
ing to mean, also, specialists and 
engineers on the distributor’s staff. 
This also costs money, and is prop- 
erly part of the price the industrial 


distributor charges for his wares. 


— 
I inally, the industrial distributor is, 
or should be, the local ears and eyes 
of his vendors. Across the country 
hundreds of local industrial distribu- 
They 


are sources of supply to their custom- 


tors represent their factories. 


ers, and sources of information to 


their vendors. This is a function 
which I feel that few vendors and few 
distributors realize, appreciate, or 
utilize. A distributor's sales force is 
his vendor’s sales force. It not only 
sells the vendor’s product, it also can 
and should feed back information on 
customer acceptance, market condi- 
tions, and industry needs. The cost of 
organizing and training a compar- 
able sales force for each individual 
vendor on a national basis would be 
staggering. The potential value of 
real two-way communication in this 
arrangement is great. Exploring 
ways to make the distributor's sales 
force more effective as a means of 
feed-back might reveal possibilities 
for reducing the manufacturer’s costs 
and adding to the value of the dis- 
tributor’s services. 

These are the services of an indus- 
trial distributor. These are the ways 
in which, in the eyes of the economist, 
he adds to the value of the products 
he sells, and justifies the spread be- 
tween his cost and selling price. I 
cannot conceive of any realistic alter- 
ative to this method of distribution. 
No system of integrated distribution 
dealt 


with the factory could equal it in 


in which customers directly 


efficiency, effectiveness, and econ- 
omy. The yellow pages would have to 


book 


customers 


be expanded into five-foot 


shelves, and industrial 
would have to build motels to accom- 
modate the swarms of salesmen try- 


ing to get the ear of their buyers. 


L every independently owned indus- 
' I ) 


trial distributor were to go out of 
business tomorrow, they would have 
to be replaced, either by government 
subsidized enterprises, or by cus- 
tomer or factory owned cooperatives. 
So it is meaningless and pointless to 
talk about “Can the industrial dis- 
tributor make money?” He is an 
essential part of our economy, he 
must make money. 

This is not to say that every dis- 
The 


enter- 


tributor must make money. 


automatic control of a free 


prise system consists in the fact the 
inefficient producer is forced out of 
cannot make 


business because he 
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There is no room for senti- 
ment in the market place. It is the 
of the fittest. Those 
tributors who can contribute to the 
productive process effectively 


efficiently will be strong and profit- 


money. 
survival 


dis- 


and 


to cover the interest on invested capi- 
tal, to say nothing of yielding a profit. 
The industry is in a profit squeeze. 
There is no question about it. My 


files 


after company in which the profits 


contain records of company 


“If all independently-owned distrib- 


utors went out of business tomorrow, they 


would have to be replaced by 


government-subsidized enterprises.” 


Those who cannot, lose money 
Over the 
long pull, if this process produces too 


able. 
and go out of business. 


few distributors to do the job, the 
factories will have to make it more 
attractive to do this kind of thing, 
so that enough companies are avail- 
able to do the job that must be done. 
The only alternative is for the factor- 
ies to assume the burden of distribu- 
tio themselves, and this would be a 
costly experiment. 


Ha. is the situation in a nutshell: 


The industrial distributor is part of 
the national productive system be- 
that 


cost 


contributes services 


These 


money, and they must be paid for. 


cause he 
are valuable. services 
In the selling price of the industrial 
distributor he must include: 

A. the cost of the merchandise 

B. the cost of the goods and serv- 

ices he uses 

interest on the required capital 
investment 

a margin of pure profit which 
is the legitimate reward for the 
owner of an efficient cog in the 
productive wheel. 

A difficulty arises because all of 
these legitimate charges are not being 
met today in this industry. This is 
the reason why so many people talk 
as if there were actually a possibility 
that industrial distribution may join 
the buggy whip industry. The prob- 
lem is real. I can testify to that. Let 
me exclude 1960, which was a dis- 
astrous year for dis- 


even strong 


tributors. Still, I know that many 


distributors are not earning enough 
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ten years ago were comfortable, and 
today are nonexistent. Many own- 
ers of industrial distribution enter- 
prises would be better off selling out 
and putting their capital into govern- 
that they 
could find a buyer willing to pay a 


ment bonds—provided 
fair price. 

This is an unhealthy situation. It 
is not only bad for the individual 
company—its owners and employees 
alike—it for the 


the vendors, and our economy. 


is bad customers, 
It is 
even bad for the competitors, for 
has a stake in a 


every distributor 


strong, healthy industry. 


By spite of this situation, there are 
distributors that are making money. 


If some can, why can’t others? A 


combination of circumstances de- 
termines how profitable a company 
is. Both luck and ability play their 


part. Local market conditions, laws, 


money making ability of a distrib- 
utor. Since I am a _ professional 
fault-finder, I am going to concen- 
trate on the things that an industrial 
distributor does that keep him from 
making money. In my opinion, these 
factors can be grouped under three 
general headings: 

1. Lack of business sense 

2. Inbreeding 

3. Lack of 


Let me discuss each of these in turn. 


information. 


F ee: lack of business sense. This 
sounds harsh. Perhaps I ought to 
change it to, “Failure to put the 
dollar sign on business decisions.” 
This is one of the most common 
sources of difficulty for an industrial 
distributor. 
ally gets to be top management by 
the Out- 
side for 
pinching pennies, or for weighing 


But 


top management is more than sales- 


Top management usu- 


outside salesman route. 


salesmen are not noted 


costs against expected results. 
manship. The sales approach must 
be modified. Every decision involv- 
ing extra costs or greater investment 
must be weighed carefully to see if 
it will pay off. If it does not give 
promise of a return greater than the 
The 
salesman type top manager does not 
think this way. He thinks that new 
office furniture, a punched card sys- 


cost. the decision is a bad one. 


tem, a bigger show room, or even a 
new building would be a good thing. 
He may ask what it costs, but he 


“Many owners of industrial distribution 


enterprises would be better off selling out and 


putting their capital into government bonds, 


provided they could find a buyer.” 


and vendor’s policies also come into 
My own 


concern, of course, are in the man- 


the picture. interest, and 
agement factors and in the role the 
play in the profitability of a com- 
pany. Without in any way minimiz- 
ing the effect of the other factors, 
therefore, let me concentrate on the 


management factors which affect the 


seldom tries to evaluate in dollars 
and cents the benefits he hopes to 
obtain. This is why I can truthfully 
say that I have yet to see the indus- 
trial distributor who has moved to 
a new building and cut operating 
costs. He had been so overwhelmed 


with planning to make it a thing of 


continued 
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beauty and a joy forever, that he 
forgot to ask whether he could afford 
it. Let me illustrate with what I shall 
call “The Case of the Expensive Im- 
provement.” 

had a 


An industrial distributor 


large warehouse. It was crowded 


and messy, and difficult to work in. 


that these people were in addition to 
the clerks already employed. The 
company began to lose money on a 
grander scale, but the machine sales- 
man was highly pleased. He liked 
the technical perfection of the system 
he had 
brought in visitors to show them how 
This flattery 


so pleased the president of the com- 


installed and constantly 


nicely it was working. 


“I have yet to see the industrial 


distributor who has moved to a new building 


and cut costs. 


He is so overwhelmed with 


planning he forgot to ask if he could afford it.” 


Management decided that it could 
give better service and attract more 
customers by modernizing it. It 
spent over $100,000. to renovate the 
building, and to put in mezzanines to 
provide additional storage space. 
After everything was all finished, it 
carefully prepared a storage plan. 
At this point, it discovered that the 
warehouse was not really crowded at 
all; it was just messed up. When 
everything was put away properly, it 
became evident that there was room 
to spare even without the mezzanines. 
Furthermore, the company then put 
into effect a policy of keeping cus- 


Any 


hoped-for benefits resulting from im- 


tomers out of the warehouse. 


pressing customers, therefore, evapo- 
rated. Finally, to cap it all off, a few 
years later, when I looked into the 
that it 
$10,000 a year more to operate the 
than it had the 
improvement—at the sales 
volume! I call it poor business de- 
cision when you invest $100,000 to 
lose an additional $10,000 per year. 


record, I discovered cost 


warehouse before 


same 


Or, consider “The Case of the Un- 
needed Punched Card System.” An 
industrial distributor was having 
difficulty earning a profit, so he de- 
cided to put in a punched card sys- 
He bought the works. 
thing was done by a machine with 


$1.500 a 


tem. Every- 


cars. It cost month to 
rent the machines and required a 
staff of six people to tend to the 


mechanical monsters. It turned out 


pany that he forgot to ask what he 
was getting for the 35 or $40,000 a 
year extra that he was spending. I 
call 


decision. 


would this a poor business 


Now let me discuss inbreeding 
Most industrial distribution 
panies are closely knit. They are 
family- 


com- 


usually family-owned and 
managed. When the old president re- 
tires, his successor is the one whose 
name is most like that of the prede- 
cessor, preferrably ending in “Jr”. 
This is a good thing if the new man- 
ager measures up to the mark set by 
his father. The ingrown attitudes of 
the industry, however, make it diffi- 
cult for him to improve on what his 
father has done. I could cite many 


examples of “The Case of the Edu- 


future in a manufacturing company, 
he returns home, and starts to work 
in his father’s business. Thereafter, 
he spends three to five years in the 
warehouse so that he can unlearn 
what he learned in school and get 
down to the level of other “supply” 
people. 

This ingrown attitude is avery real 
thing, and it is holding back the in- 
dustry. It causes companies to fill 
every job from people who have 
proved their worth as warehouse or 
delivery men. It results in boards of 
directors made up exclusively of key 
people in the company. 
attitude which evaluates 
every new idea with the question, 


It brings 
about an 


“Does any other distributor do it 
this way?” It prevents a company 
from hiring bright young men, be- 
cause bright young men today are 
usually well educated and don’t have 
to spend an apprenticeship of several 
years at warehousemen’s salaries. It 
makes a company lose bright and 
aggressive employees because they 
can see no future for themselves. 
How often have you asked a likely 
applicant why he left his last job, 
and received the answer, “I felt I 
had gone as far as I could.” How 
far can a man or woman of real 
ability go in your company? Finally, 
this ingrown situation in the com- 
ap- 
To be a 
“supply” man is all that counts. I 
could name on the fingers of one 
hand the number of men I have met 
in this industry who are members of 


pany prevents a_ professional 


proach to its operations. 


“Inbreeding is holding back the 


industry. It makes a company lose bright 


and aggressive employees because they 


can see no future for themselves.” 


cated Son.” Each one goes like this: 
The son of the president goes to an 
ivy league college and gets a bache- 
lor’s degree. Then he spends a year 
or two at the business school of a 
large eastern university. Having 
completed an education that would 


earn him a good position and a good 


Office Management 
wouldn’t take two 
hands to count the number of ware- 


the National 


Association. It 


house managers who regularly read 
materials handling magazines. People 
with a professional attitude don’t 
count. The office manager may be a 
Certified Public Accountant or may 
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even teach a locai evening college 
but 
because he has never worked in the 


class in business management, 
warehouse or taken a telephone order, 
his judgment is considered to be 
worthless. 

The industry must learn to absorb 
the tremendous new ideas that are 
constantly developing in the business 
environment around it. It must at- 
tract bright, educated young men, not 
because their fathers are in the busi- 
can 


ness, but because they see a 


future for themselves. It must de- 
velop boards of directors who are 
outside businessmen, able to bring 
outside business thinking to bear upon 
the policy problems of the company. 
It must foster a professional attitude 
in all aspects of its operations. Office 
managers, accountants, purchasing 
agents, and warehouse managers, as 
well as sales managers and presi- 
dents, should be encouraged to join 
their professional associations and to 
attend and 


professional meetings 


conventions. 


The third weakness of the industry 


is lack of operating information. We 


are seeing a gradual breakdown in 
this 


people become interested in compar- 


situation, as more and more 
ing annual operating statistics, and in 
finding out how much it costs to 
handle a line. These activities are 
very much steps in the right direc- 
tion, but the steps are being taken too 
slowly. It is no wonder that com- 
panies cannot make a profit in this 
day of highly competitive business. 
They do not know how much it costs 
their offices and ware- 
Even if they did know, they 


could not 


to operate 
houses. 
use the information, be- 
cause they have developed no yard- 
sticks for measuring how much it 
should cost. 
much of their sales are out of stock, 


They don’t know how 


ordered in special, or shipped direct; 
hence they cannot tell if their gross 
profit is really going down, or if 
they are doing a higher percentage of 
direct shipment sales. They cannot 
measure their inventory turnover, be- 
cause they do not know how much 
of their sales are made from stock. 
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Far too few have proper perpetual 
inventory control records. They can- 
not tell how much they are selling of 
key lines to key customers. A sur- 
prising number cannot even tell you 
how much each salesman sells. 

Why does this exist? Five or six 
years ago you could have said that 
because no one knew 


it was any 


better. The wonderful work of the 
associations and Industrial Distribu- 
tion Magazine in educating distribu- 
tors as to the advantages of having 
this kind of information has changed 
all that. 

industrial 


Today top managements of 

distribution companies 
know that they ought to have this 
kind of information to guide their 
day to day decisions. Why don’t they 
have it? As nearly as I can explain it, 
it is because they are the captives of 
their auditors and bookkeepers. This 
is partly the result of the failure to 
develop a professional attitude that 
The 
auditors are not supply people; they 
do not understand the problems and 


The book- 


trained. 


I have just finished discussing. 


needs of the industry. 


keepers are not broadly 


1. declining gross profits 
increasing operating costs 
increasing fixed costs 
lower, or non-existent, profits 

You may even cite facts to prove you 
are right. My reply is that you cannot 
change any of these things perma- 
nently unless you first change the 
factors I have just discussed. 


n all of this discussion I have used 
the negative approach. I have told 
you why I think the industrial dis- 
tributor cannot make money. I wish 
[ could tell you, in three or five easy 
steps, how he can make money. It 
is not that easy. There is no simple 
panacea. There are no simple, or 
even expensive gadgets to buy or in- 
vestments to make to insure that you 
can make money. 

I am sure that this is, or can, be a 
I know of many 
companies in it that are profitable, 
The secret lies 
in good management, in eliminating 
the conditions which I have just 


profitable industry. 


some handsomely so. 


described. 


“It is no wonder that companies cannot make 


a profit in this day of highly-competitive business. 


They do not know how much it costs to operate 


their offices and warehouses.” 


With no incentive to think as top 
management does, they tend to react 
to every request for information with 
the response that it is awfully ex- 
pensive or time consuming to get this 
information. 

Some companies, far too few of 
them, have this kind of information 
as a routine matter. They have dis- 
covered that a little bit of planning 
and thought makes it possible to have 
a vast amount of extra information 
without a great deal of extra work. 
Most management reports cost far 
less to prepare than your bookkeep- 
ers lead you to think they do. 

These are the basic difficulties of 
the industry. The apparent troubles 
are only secondary. You may tell 
me that the real problems are: 


In my considered opinion, many 
good companies are working in this 
Thev 


are aided in their efforts by very pro- 


direction and are succeeding. 


gressive trade associations and by an 
exceptionally able set of trade publi- 
cations. This combination of forces 
will produce profitable distributors, 
because we must have profitable 


distributors. 


Note: This is the text of address 
Wilkinson at the Industrial 
Distribution held in 
Cleveland in September. President of 


made 
Conference 


his own consulting firm, George D. 
Wilkinson Co. in Princeton, N. J., 
Wilkinson has made many studies 
of industrial distribution at both 
industry and company levels.—ED. 





ORGANIZE FROM 


Achieving success today demands the 


utmost in managerial skill, talent and 


planning. In Boston, a rubber specialist house, 


under the guidance of its young general 
manager, has found a successful formula. But 


it wasn't luck; it was all carefully planned 


ROGER M. PEGRAM 
ASSISTANT EDITOR 


Of the myriad problems confronting the industrial dis- 
tributor today, the problem of “how to manage,” effec- 
tively and efficiently, ranks near the top of the list. 

One man who believes in the value of good manage- 
ment and what it can do for his company and takes the 
time and trouble to properly prepare and plan for his 
firm’s management needs of today and tomorrow is Her- 
bert M. Karol, executive vice-president and general man- 
ager of the George J. Arafe Co., Inc., Boston industrial 
rubber goods distributor. 

Founded over 35 years ago by President George J. 
Arafe, this distributor offers a complete line of industrial 
rubber goods, with particular emphasis on mats and mat- 
ting, and employs twenty-five people. 

Herb Karol has based the program for the company 





THE BEGINNING 


by top management from a clean sheet of paper. It should 


on what he believes are the three key ingredients for the 
successfully-managed small company of today: a set of 
company objectives (which Mr. Karol calls the “com- 
pany creed”), the organization necessary to carry out 
these objectives, and, finally, adequate and reliable con- 
trols to see that the objectives are being met. 

Following what he terms the “organize from the begin- 
ning” principle, Mr. Karol has utilized the theory that, 
if a company is to grow and expand, it must be done in a 
logical, planned, precise and orderly manner, and not in 
a helter-skelter, hit-or-miss sort of way. 

In elaborating on this concept, he contends that “a 
small company today must, if it wants to move forward, 
make a master plan, with complete organization and 
built-in controls. This plan must be prepared originally 


be predicated on personnel and facilities to be made 
available, and not necessarily on those now available. 
Changes, after the master plan has been prepared, should 
not be in response to temporary pressures, but should 
Each 
move should be a step in this predetermined master plan.” 

For years, George J. Arafe was, in Karol’s words, “a 


be the result of long-range accumulative efforts. 


typical one-man business—the owner, a girl and a couple 
of guys out back.” When he joined the company in 
1952 as sales manager, he had a “master plan in the 
back of my mind.” 

The first step in this master plan was to establish a set 
of company objectives, and these objectives, expressed in 
the Arafe “company creed,” have formed the cornerstone 
The five prin- 


cipal objectives, as stated in the creed, are: 


of Mr. Karol’s management philosophy. 


l. To serve industry and the community with moral 
leadership and integrity; 

2. To act as a complete convenient source to industry 
for all rubber requirements; 

3. To improve consistently standards of quality, re- 
liability and customer relations; 

1. To progress continually by developing new products 
and services; and 

5. To achieve and perpetuate these objectives by func- 
tioning always at a reasonable and fair profit. 

The creed is keyed to the needs of the industrial pur- 
chasing agent: “Today,” says Mr. Karol, “the industrial 
PA has a great deal on his mind—so many product lines 
that he must keep up with, besides having to be thoroughly 
familiar with all items that his company or plant uses. 
But, on rubber, at least, he can come to Arafe for all his 
industrial rubber good needs. For example, the PA 
might have to go to one place for small molded goods, 
to another for large molded products, and to still another 
for extruded items. Arafe can supply all of these prod- 
ucts, in quantity, while maintaining the principles and 
objectives set forth in the creed. Furthermore,” he con- 
tinues, “it is essential that all key personnel in the com- 
pany be thoroughly familiar with our business aims, and 
the creed must permeate down through the entire or- 
ganization. At Arafe, everyone is keyed to this specific.” 

To implement and carry out the objectives of any com- 
pany, an organization—in other words, people—is neces- 


<4Mid-afternoon impromptu brainstorming session in 


handsome Arafe conference room finds Herb Karol with 


managers, discussing pros and cons of publicity proposal 
earlier submitted to staff for consideration by Karol. Backs 
to camera, clockwise, are Don O’Brien, Monty Grant, 

and Jay Pollock (partially hidden). Facing camera, left 


to right, are Karol, Bob Arafe and Herb Waldman. 
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Organize from the Beginning continued 
sary. Once the objectives had been established at Arafe. 
an organization chart and an organization manual were 
drawn up. These are reviewed and changed whenever felt 
necessary, in keeping with the flexibility that Karol thinks 
important. 

at George J. Arafe, as outlined on 


the company chart (see diagram), follows the four classes, 


The organization 


or “groups,” of rubber goods that the company handles: 


PRODUCT GROUP ONI 


Hose and fittings, belting (flat and V-), tubings, safety 


protective rubber clothing, rubber sealants and cements, 
potting compounds, and miscellaneous distributed indus- 


trial rubber produc ts. 


PRODUCT GROUP TWO: 


Custom work. Includes all products made or cut to order 


by G. J. 


as gaskets (flat-cut), machined items, molded goods, and 


frafe Co., Inc., for the industrial market, such 


special extrusions and slicings. 


PRODUCT GROUP THREE: 


Friction tape. Small volume at present, but rapidly ex- 


panding. Currently, no sales manager assigned. 


PRODUCT GROUP FOUR 


Mats and matting. 


On the basis of these four product groups, Mr. Karol 
has established departments with a product manager and 
a sales manager for each. There is some combining 
of groups, due to volume limitations or naturally-allied 
groups of products (e.g., one sales manager handles both 
Group One and Group Two, and one product manager 
handles Groups Three and Four). 

(The last-mentioned group, mats and mattings, is an 
outgrowth of the industrial rubber goods department. 
Formerly, these products were an integral part of indus- 
trial rubber goods, but due to the growth in this par- 
ticular area, a separate department was established and 
now mats and mattings account for well over half of the 
company's total volume.) 

Product managers and sales managers are on an 
approximately equal level within the organization, al- 
though responsibilities and duties are separate and 
clearly defined with only a small degree of natural over- 
lapping. The organization at Arafe thus follows the 


relatively new trend, now especially evident in larger 


manufacturing companies, towards the “product manager 


system” wherein those responsible for sales and those 
responsible for the products themselves (as differentiated 
from “production”) operate somewhat independently. 
Basically, of course, the sales manager and his staff 
are “outside men” and the product manager and his 
staff are Beyond this, the sales 
staff is oriented, naturally, to customers and to markets, 


“inside” specialists. 








PRODUCT MANAGER SALES MANAGER 
GROUP ONE GROUPS ONE & TWO 
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ASSISTANT 
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whereas the product manager’s job is to see that his prod- 
uct is available and is priced right, to handle all product 
problems (with the manager himself handling only non- 
routine problems), to be responsible for the servicing 
of his products, to check all routine orders and inquiries, 
and to form a sort of “technical library” on those prod- 
ucts he handles. At Arafe, he must also establish sources 
of supply and act as purchasing agent insofar as his 


group is concerned. 


g He will also go out with 


product 
salesmen when a product problem requires technical in- 
formation or advice which is beyond the ability of the 
salesman to handle. 

The two sales forces—industrial and mats and mat- 
ting—as noted on the diagram, operate independently, 
reporting only to the sales manager for this product 
group. Similarly, the product specialists report only 
to their respective product managers. 

Mr. Karol says he decided on this basic organization 
plan after studying a number of larger companies (par- 
ticularly large rubber manufacturers), noting that, since 
these firms seemed so successful, operated so smoothly 
and appeared so well-organized, they must have “some- 
thing to offer by way of organization.” He finds that 
by following this method, “each person has his responsi- 
bilities better defined and, moreover, gives management 
a better yardstick by which to measure performance and 
results. To my way of thinking, there is no comparison 
between this method and that whereby you have a long, 
solid row of inside men all doing the same thing, with no 
clearly defined responsibility among the lot of them.” 


But Mr. Karol also believes that, while it is essential 


INDUSTRIAL DISTRIBUTION 








BOARD OF 
DIRECTORS 


| 
PRESIDENT 


j 
EXEC. VICE-PRES. & 
GENERAL MANAGER 





























* 


4 








PRODUCT MANAGER 


PRODUCT MANAGER 


GROUP TWO GROUPS THREE & FOU 


SALES MANAGER 


FINANCIAL & 
GROUP FOUR OTHER OFFICE 





oe 





PRODUCT SPECIALIST 








ns 








ASSISTANT ASSISTANT 


PRODUCT SPECIALIST 














a Be 
Sa COOKS CONTROLLER, ETC. 














to have your master plan, including objectives and or- 
ganization, by itself it isn’t enough. Beyond the plan, 
you must have the momentum and motion to carry it 
out: “It’s one thing to tell people in the manual, on the 
organization chart and in their job descriptions what 
they are supposed to do and where they fit in, but it’s 
quite another to see that they do it and then be able to 
measure what, how, and how well they have done it. 
This is where control comes in—just as in your giant 
corporations.” 

And, Herb Karol’s one, sure, effective control is that 
of finance. While he maintains general control over the 
financial affairs of the company, his financial control 
factors are basically three: 

* sales analysis 

* budgetary 

* gross percent of profit after selling expense. 

At Arafe, sales are analyzed monthly by salesman, 
by territory, by customer, by division or product group 
(each reporting its own grand total) and by market 
(OEM and/or industrial), each to the nearest dollar. 
Each order is posted on a customer order card, and 
a running cumulative total is kept on each customer for 
the past 12 months. By using color tabs showing the last 
time the customer was called on and the last time he 
ordered, Karol can see how his company stands with any 
customer at any time. “Thus,” he says, “we achieve a 
sort of ‘visual’ control over the sales force—you might 
say, management by exception. Each customer who is 
an exception is easily spotted.” 

However, the most important aspect of sales analysis 
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Me: 


at Arafe, and the factor upon which the entire marketing 
program is keyed, is that of sales quotas. From an ex- 
tensive marketing study, carried out by product and sales 
managers working in conjunction, a formula was devel- 
oped based on number of employees and, for each par- 
ticular industry (e.g., electronics), normal dollar sales 
per employee. Applying this formula to each customer 
and prime prospect (also developed from the marketing 
study), Mr. Karol and each sales manager determined 
what the dollar-target for each company within his baili- 
wick should be. 

These sales quotas, or targets, are periodically re- 
evaluated and updated. In exceptional cases, the sales 
manager readjusts the figure to meet with the realities 
of the situation—for example, a particular P.A. may be 
related to a rubber distributor or someone else in com- 
petition with Arafe. 

Since the sales managers have helped to establish— 
and have agreed to—these sales quotas, Mr. Karol has an 
effective control factor by comparing actual sales figures 
vs. the established quotas for any customer, territory, 
product, salesman or department (product group). 

Budgets are another control factor. Each sales man- 
ager has a budget, both yearly and monthly. Using sales 
analysis figures, the manager works up his preliminary 
budget and submits it to Karol annually. Any differences 
are worked out between them. Principal items in the 
budget are: 

* gross sales 

*cost of sales 

* gross profit after selling expenses (before overhead) 
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4 At end of day, Karol holds brief conference with 
product manager Monty Grant. Karol carefully plans all 
long meetings; holds one per month with each manager. 


Organize from the Beginning continued 


Cost of sales are broken down in detail (compensation, 
taxes, travel, advertising, etc.). While worked out yearly 
and broken down month-by-month, the budget is set up 
on a six-month basis so that any figures obviously out-of- 
line may be adjusted after six months. The controller’s 
report contains actual vs. budgeted expenditures on each 
item covered by the budget, and Karol has only to com- 
pare the variance, both percentage and dollar-wise, to 
ascertain the progress of each division. He emphasizes 
that the real key to his financial control is the gross profit 
picture. 

In managing his company, Mr. Karol goes over his 
creed, organization chart and manual at least twice per 
year, with a fine-tooth comb, updating wherever there 
are changes in the company. At this time, he: 

* Looks at the company creed, to make sure company 
objectives are being met. If he feels the company is 
off-course—or veering in that direction—he corrects the 
situation. If the company direction has indeed changed, 
personnel and efforts must be changed accordingly and 
he makes sure that this fact is recognized and understood 
by all employees. 

* Re-evaluates and reviews targets, systems and per- 
sonnel. 

*In person, describes jobs and tells personnel what 
they are to do and what, in general, is expected of them. 


In sum, Herb Karol tersely states his philosophy of 


management in this manner: “I believe that management 
of small organizations, just as in large ones, must or- 
ganize their thinking from the very beginning, with 
firmly established goals. As the ball begins to roll and 
progress starts, it is essential that the men at the top 
keep constantly in mind these goals, objectives, and 
plans, and, first and foremost, concern themselves with 
policy and control before getting immersed in day-to-day 
routine. They must decide where they are heading, and 
with this clearly in mind, move themselves and their 
organization forward. These philosophies have worked 
wonders for us.” 


The Sales Manager at Arafe 


Next month, the personnel organization at 
George J. Arafe Co., Inc., is described with 
emphasis on the sales manager function. In- 
cluded is a complete job description of one of 
the sales managers, and Herb Karol talks 
about his ideas concerning skills that are avail- 
able, embodying the logic that “if I want to 
build a house, I'll certainly hire an architect.” 





Power Transmission 
Distributors Meet 


Sales training responsibilities highlight Chicago con- 


vention. 


Sales training and customer rela- 
tions accented the second annual con- 
vention of the Mechanical Power 
Distribu- 


tors’ Association held last month in 


Transmission Equipment 
Chicago. Two panel groups tackled 
the topics, and were followed by 
smaller round-the-table sessions ex- 
ploring the topics in detail. A manu- 
facturer staged a presentation on dis- 
tributor sales management. 

But the three-day gathering wrap- 
ped up many other items of busi- 
ness. A new president was chosen to 
succeed Warren M. Pike—he is Ray- 
mond L. Blair, president of Transmis- 
sion Equipment Co., Wallingford, 
Conn. Elected treasurer was Clayton 
Cousino, Ohio Belting & Transmis- 
Toledo, Ward S. Garrison, 
Allied Transmission Equipt. Co., 
Kansas City Mo., was named a vice- 
president. 

An 


a “distributors-meet-manufacturers’ 


sion, 


was devoted to 


? 


afternoon 


session, with each manufacturer hav- 
ing a table where he could meet dis- 
tributors and talk over mutual prob- 
lems. 

The convention passed an amend- 
ment to the constitution providing 
for three classes of membership: 

1. Active membership for stock- 
ing distributors of power transmis- 
sion equipment (as presently defined 
in constitution). Officers would be 
elected from this class. 


2. Associate membership for man- 
ufacturers of power transmission 
equipment, giving them full voting 
rights in association and four seats 
on the board of directors. 


3. Allied membership for manu- 
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Raymond Blair is group’s new president 


facturers not wishing to have voting 
rights, and for publishers. 

Reporting as co-chairmen of the in- 
dustry relations committee, Raymond 
Blair and Mark T. Gilkison (Gates 
Rubber Co.) made recommendations 
on net pricing, improved direct mail, 
written sales policies, etc. 

The MPTEDA’s cost-of-doing-busi- 
ness survey findings were presented 
by Ward S. Garrison, revealing ratios 
on distributor 
and selling expenses. Classified by 
size of distributor, these ratios showed 
such items as rent, interest, office 
salaries, compensation, 
warehousing expenses. 

The speaker at the convention’s 
opening luncheon was Randolph H. 
Jackson, vice-president of Boston 
Woven Hose & Rubber Co. He spoke 
on the need for better communica- 
tions between manufacturers and dis- 
tributors, as they pertained to “prod- 
uct intelligence.” He stressed need 


members’ overhead 


salesmen’s 


for manufacturers to carry this infor- 
mation to distributor salesmen. 

The panel on distributor-manu- 
facturer sales training responsibilities 
was composed of R. D. Prushing (Jef- 
frey Mfg. Co.), A. W. Jacobs (Ameri- 
can Stock Gear Div., Perfection Gear 
Co.), and distributors Richard Knoll, 
Chain Sales Inc., Chicago, and Glenn 
Cathey, Cathey Corp., Lansing, Mich. 

The manufacturer members of the 
panel described methods they used to 
train distributor salesmen, contend- 
ing that this was a prime responsi- 
bility of theirs. The distributor mem- 
bers stated manufacturers should not, 
however, be expected to do the whole 
training job. They suggested ways 
in which factory training schools 


Raymond L. Blair 


could be improved. Paul D. Mahoney, 
Transmission Equip. Co., Pittsburgh, 
was panel chairman. 

The panel on distributor-customer 
relations was composed of Robert F. 
Dyson, purchasing agent, electrical & 
mechanical section, U.S. Steel Corp., 
Robert Peterson, supervisor of design 
& engineering, U. S. Steel, and dis- 
tributors Nelson White, Transmission 
Equipment Co., Pittsburgh, and Clay- 
ton Cousino, Ohio Belting & Trans- 
mission Co., Toledo. 

The distributors’ representatives on 
the panel believed that distributor 
salesmen should have access to the 
plant and full information from buy- 
ers to help widen their knowledge of 
product applications. The customers 
affirmed that salesmen should be fully 
trained to assist buyers, and appealed 
for distributors’ appreciation of pur- 
chasing’s professionalism and ability 
to assess plant needs. 

David C. Legault, sales education 
director of Dayton Industrial Prod- 
ucts spoke on the company’s seminars 
for distributor sales managers being 
conducted in various cities. 

Preliminary attendance figures 
showed 48 distributor firms and 38 
manufacturer firms registered. The 
membership of the Mechanical Power 
Transmission Equipment Distribu- 
tors’ Association now stands at 58 
distributor firms and 34 allied mem- 
bers. 





DISTRIBUTORS 
Take a liook at 
MANUFACTURERS 


Survey of distributors handling power transmission prod- 


ucts reveals margins, salesman training, competence 


of factory representatives are chief areas of concern 


Of all the sales and promotion aids 
provided by manufacturers, most dis- 
tributors rate factory training schools 
helpful,” 


whether or not 


as “very while splitting 


evenly on novelties 
and giveaways are “helpful” or “not 
helpful.” 

At least, this is the opinion of a 
sizeable group of mechanical power 
transmission equipment distributors, 
as disclosed in a survey conducted 
recently by ID. Although the survey 


of the 


transmission products sold through 


is chiefly a statistical study 
distributors, it explores some othe 
aspects of the manufacturer-distribu- 
tor relationship—what distributors 
think of the qualifications of factory 
representatives, in what principal 
areas manufacturers can render dis- 
tributors the most help, how factory 
representatives can be more helpful 
to distributors, the technical qualifica- 
tions of distributor salesmen, etc. 
These survey findings were drawn 
from a good cross-section of distribu- 
transmission 
of the re- 


specialized in 


tors handling power 

products, but only 52% 
spondents said they 
these lines. The findings do add up, 
therefore, to a distributor’s eye-view 


of the 


interest to distributors generally. 


manufacturer that will have 
Regarding the technical qualifica- 
60% 


questionnaired 


tions of their salesmen. 


of the 


stated that they have sales engineer- 


own 


distributors 


ing specialists to back up their gen- 
But only 24% 


graduate 


eral-line salesmen. 


reported employing a 
mechanical engineer as a specialist. 


As to the number of their sales- 


back- 


of the distributors re- 


having “engineering 


» 299% 


men 
ground 
ported “none,” 22% reported one, 
20% reported two, and 13% reported 
three. Decreasing percentages of 
distributors reported having five or 
more salesmen with engineering 
background. 
Nevertheless, the 


percentage of technically 


relatively high 
qualified 
men among their sales ranks—oc- 
casioned by the type of engineered 
products they sell—makes these dis- 
tributors acutely aware of the need 
for training. Thus, they rank factory 
training schools as the most helpful 
of all aids which manufacturers can 
furnish. 


A high 83% 


questioned said that sales training is 


of the distributors 


carried out jointly by manufacturers 
and themselves. Only 6% said that 
they alone trained their salesmen to 
sell technical lines, and another 6% 
said manufacturers alone train their 
men. 

The need for technical competence 
in their particular field of selling 
prompted distributors to give high 
priority to the qualifications of 
factory representatives. Their assess- 
ment of manufacturers’ men could be 
put under the general heading of 
“need for further improvement.” 

For example, more than half of 
the distributors answering the ID 
survey rated factory representatives’ 
“sood” or 


product knowledge as 


“fair,” while an even greater propor- 
tion gave the same ratings to their 
technical assistance and help in train- 


ing salesmen (see chart). The factory 


representatives’ product knowledge 
rated “excellent” with nearly 40% 
of the distributors, however. 

According to the survey, distribu- 
tors answered the question, “How can 
your suppliers’ territorial representa- 
tives improve their assistance?” in 
this way: 

¢ Spend more time and work closer 
with distributor salesmen. 

*Have better product knowledge. 

¢ Make more and regular calls on 
distributors. 

*Get better acquainted with dis- 
tributor’s territory and customers. 

¢ Learn to understand the distribu- 
tor and his problems better. 

Other answers included these sug- 
gestions—give advance notice of 
arrival, hold more and better sales 
meetings for distributors, give tech- 
nical assistance, keep distributor 
abreast of new product information, 
stop direct sales, decrease size of 
territories. 

As to the three chief areas in which 
manufacturers themselves could help 
them boost sales volume, the distribu- 
tors gave these answers: 

¢ Better 


policies (65%). 


pricing and margin 
¢ Better-trained factory representa- 
tives (54%). 
¢ More factory and training schools 
(30%). 
Other 
could help were: increased promo- 


areas in which suppliers 
tional material, national advertising, 
better product design, fewer items 
in line, better packaging, more di- 
versified line. 

Topping the list of manufacturers’ 
sales and promotional aids which dis- 
most helpful 


tributors considered 


were, of course, factory training 
Direct mail was voted sec- 
Distributors’ 


next preference was for literature of 


schools. 


ond in this category. 


a technical nature: technical bulletins, 
product application sheets, catalog 
inserts. 

The 


favored 


majority of distributors 
mobile displays, point-of- 
purchase displays, and open houses 
as “helpful,” but a surprisingly large 
number indicated that they had no 
experience with them. For example, 
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a third of the responding distribu- 
tors reported having no experience 
with open houses, and over a fifth 
had had no experience with mobile 
or point-of-purchase displays. Also, 
about the same number of distribu- 
tors made no reply with regard to 
these forms of sales promotion. 

The distributors were also asked 
if they analyzed profits on each line 
they sell, and 61% replied “yes.” 
Nearly half (49%) reported that 
they analyzed profits by the gross 
margin method, 40% reported that 
they used overall cost analysis, and 
11% said they used cost of sales as 
an analysis method. (The preceding 
percentages total more than 100% 
because some of the respondents in- 
dicated that they used more than one 
of the three methods mentioned. ) 

Of the distributors replying to the 
ID survey, well over half (62%) 
were in the $100.000 to $500.000 an- 
nual sales volume bracket, 26% in 
the $500,000 to $1 million brackets, 
13% in the $1 to $2 million bracket, 
and the remainder (9%) in the $2 
million and over class. 

In terms of number of salesmen, 
they divided into 65% having one to 
five salesmen, 24% having six to 
10, 5% having 11 to 15, and 6% 
having six and more salesmen. 

In sum, the survey’s findings reveal 
that topmost in the distributor’s mind 
are three things, when he is think- 
ing about his suppliers—margins, 
salesman training, and competence 
of factory representatives. Also, he is 
anxious to obtain good technical 
literature from the manufacturer, as 
well as use demonstration and display 
units as means of promoting sales 
of power transmission products. 

Generally, the survey reveals an 
approving picture of the manufac- 
turer. Disapproval is not only limited 
to very few areas (margins and 
OEM sales, for example), but over- 
shadowed by the distributors’ realiza- 
tion that they and the manufacturers 
share a mutual responsibility. The 
minor complaints  (price-cutting, 
better deliveries, etc.) were only in- 
frequently voiced by distributors re- 
porting to the survey. 
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Key One 
ee | Very helpful Excellent 


J/Z4 Helpful Good 
= Not helpful Fair 
Ree No experience Poor 


No answer No answer 


One: How do you Rate Sales / Promotion Aids? 
100% 


Foster) teiedion iddiaale : ” Off & 
Direct mail 2 GIA & 
Technical bulletins eZ 
Product application sheets VZLLLLL LL ae 
Catalog inserts LLL 
Mobile displays V/ZLLLL_| 

Magazine advertising LZ _| 

Open house 2. _| 
Point-of-purchase displays PLA_| 


Envelope enclosures 


Novelties, giveaways TZ 











Topping list of “very helpful” manufacturers’ sales aids are factory training schools, 
followed by direct mail and technical literature. Also favored: Displays, advertising, 
and envelope enclosures. Many distributors have had no experience with open houses. 


Two: How do you Rate Sales Reps’ Help? 


Product knowledge 


Technical assistance eeeZZZZA 

Assistance with sales meetings SLL. 

Help in training car eolesmen | ftps 

Creative ability WZ 
0 


Factory representatives’ product knowledge is considered “good” to “excellent 
by most distributors, but their creative ability and training help left something 
to be desired, according to survey. Their help in training salesmen rated high. 





























100% 


” 





NEID TALKS SALES 
AND SURVIVAL 
AT FALL MEETING 


At fourth annual fall convention, New England 
group hears plea for end to price-fighting; sales 


seminar and advertising techniques examined 


“Gentlemen, we have two alterna- 
tives: one, dig down deeper in our 
swivel chairs and wait for good times 


to return; or, two, intensity efforts 


and start our own ball to rolling.” 

With these plain words, President 
Julius R. Siegel of the New England 
Industrial Distributors, Inc. associa- 
tion, opened the group's fourth an- 
nual factory-distributor convention, 
recently meeting at The Schine Inn, 
Chicopee, Mass. On hand were ap- 
proximately 30 distributor firms and 
108 manufacturers, with a total at- 
tendance of 275. 

Following a theme of “Sales for 
Survival,” the New Englanders heard 


q 


Chatting before session are, from left, NEID President Julius 
Siegel, Standard Industrial Supply, Springfield; Paul Johnson, 
Dake Corp., ASMMA President; NIDA President John D. Wil- 


Siegel, of Standard Industrial Sup- 
plies Co., Inc., Springfield, state that 
“if we are to survive, we must have a 
healthy, active business, conducted 
among friendly, satisfied customers.” 

Convening late in the afternoon of 
the first day, the distributors and 
suppliers gathered to hear Walter 
Campbell, editor of Steel magazine, 
in an address, “Let’s Stop Price 
the 


among steel fabricators in 1954 as 


Fighting.” Citing price - war 
an extreme example, Campbell said 
that price wars accomplish little ex- 
cept to “erode profits, stunt growth 
of the manufacturer, restrict ability 
to modernize and reequip, and, obvi- 





: 
a 


ously, depreciate jobs for regular 
hands as well as the 13-million new- 
comers to the labor market in just 
He asserted that the 
buyer was also hurt, in the long run, 


this decade.” 


since price fighting left the supplier 
“weakened, in no position to develop 
new products or even improve old 
ones, for he has no profit to put into 
research and development.” 

On the other 
pointed the finger at manufacturers 
as perpetrators of price wars, in a 


hand, Campbell 


sense, by failing to know “their own, 
true costs.” But “unethical” practices 
of buyers also contribute to price 
fighting, Campbell said, by “whip- 
sawing suppliers, leaking informa- 
on bids, 


rumors on lowered prices.” 


tion and starting false 
As an 
effective counterattack, the journalist 
urged that: “1. 


should know his true costs, and his 


every manufacturer 


every competitor should know his 
costs; 2. 
prices realistically and keep them; 
3. salesmen, distributors and sup- 
pliers should sell quality, service, 
design, reliability and availability 


manufacturers should set 


before price. Few buyers are lost by 
price alone.” 
At the same session, John D. Wil- 


; 


1 


liams, Mau-Sherwood Supply, Cleveland; and Walter Campbell, 
editor of Steel. Right, David C. Legault, Dayton Industrial Prod- 
ucts, addressing convention on his company’s sales seminars. 
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liams, Mau-Sherwood Supply Co., 
Cleveland, president of the National 
Industrial Distributors’ Association, 
paid tribute to his New Englander 
predecessor, Miles Stray, and com- 
mented on the October meeting in 
Chicago of joint association com- 
The 
matters under consideration by each: 

1. Joint 


guideposts and establishing an equit- 


mittees. committees, and the 


Industry: setting up 


able standard of distributor-manu- 
facturer relations; 

2. Modern Methods: a means of 
following up the round-table discus- 
sions for implementing methods de- 
veloped at the inventory seminars; 

3. Research: 
tion of the Ohio State studies; 


Aids: 


tion of an advanced seminar for sales 


urging a continua- 


4. Educational considera- 
managers; recommendation to manu- 
facturers that industry regional semi- 
held for their 
salesmen to work with distributors; 
that kits 
meetings be made available ; 


nars be training 


and, for distributor sales 

5. Joint Profitability: five more 
regional seminars will be conducted 
by Robert M. Fridrich, Orr Iron 
Co., Standard Op- 
erating System of Cost Accounting. 


Evansville, on 


a 
f 
\ 


\ 


Paul A. Johnson, of the Dake 
Corp., president of the American 
Supply & Machinery Manufacturers 
Association, stated that price-cutting 
does not make for profitable sales, 
that and 
manufacturers discuss sales programs 


and urged distributors 
and those problems common to both. 

At the session the following morn- 
ing, David C. Legault, Director of 
Sales Education, Dayton Industrial 
Products Co., spoke on the series of 
regional sales seminars for distrib- 
utor owners and sales managers that 
his company has been sponsoring. 
Explaining why seminar attendance 
was limited to 
managers, Legault asserted that it 
would take 25 years to train, in a 
comparable manner, all the 3000 in- 


owners and sales 


dustrial distributor salesmen __in- 
volved and, further, that the owner- 
sales manager may tailor the program 
e receives at the seminar to fit his 
company’s needs. 

In giving a capsulated version of 
the regular two-day seminar (see 
September INDUSTRIAL DISTRIBU- 
TION), Legault stressed how “a little 
bit of learning can pay big divid- 
ends.” Compressing the history of the 
earth into one year, Legault drama- 


a 


2 


od 
¥ 
| 
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Morning speakers are, from left, John Ketchum, Chandler & Farquhar, Boston, NEID 
President Siegel, Ronald Gilrain, Stanley Tool division of The Stanley Works and 
moderator & program chairman Tom Norris, Tracy, Robinson & Williams, Hartford. 
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tized the development of man, trans- 
portation and weapons making the 
point that life is changing and mov- 
ing at an ever-accelerating pace and 
selling, too, must change if our 
system is to grow and prosper. As an 
example, Legault declared that, of 
all products made in 1961, 10% of 
them were not made ten years ago 
and, that by 1964, the rate will jump 
to a full 14%. 

As in the regular Dayco seminar, 


the “AMPS” 


planning and selling) approach was 


(attitude, motivation, 
employed, with particular stress, in 
this meeting, on the first two of these. 

The closing portion of the conven- 
tion was devoted to an examination 
of distributor advertising techniques. 
In his talk entitled “Industrial Ad- 
Effective Tool for 


Manufacturer and Distributor,” Ron- 


vertising—An 


ald F. Gilrain, Stanley Tool Division 
of The Stanley Works, said the bulk 
of the job of industrial advertising 
falls on the manufacturer, as_ it 
but the 
follow-up, making a telling presenta- 


should, distributor “must 
tion to the customer, and servicing 
the sale once it is made.” While the 
manufacturer has the responsibility 
of earning a reputation for valuable 
and informative advertising, “the dis- 
tributor has the job of telling the 
manufacturer that his advertising is 
no good, if this be the case, and 
recommending changes and offering 
constructive criticism.” 

In his address, “Advertising for 
John L. Ketchum, Chandler 


& Farquhar Co., Boston, enumerated 


Sales,” 


effective advertising techniques his 


company has employed over the 
years, emphasizing the “terrific im- 
pact of advertising on making the 
Ketchum also asked manufac- 


turers for “less art-work and richness 


sale.” 


of design and more quantity and in- 
formation.” He particularly recom- 
mended “key line mailings” to his 
distributor listeners, advising that 
they be sent to persons, rather than 
just companies. In _ concluding, 
Ketchum declared that “ultimate sales 
can appreciate with wise, effective 
use of advertising by the industrial 
distributor.” 





Frank Cruger answers businessman’s question at U.S. Trade Information Center, Nairobi 


MIDWEST DISTRIBUTOR 
TOURS EAST AFRICA 


{ member of a U. S. Department of Commerce 


“Trade Mission” last year, Frank Cruger brings back some 


illuminating observations on art of industrial distribution 


in Kenya, Tanganyika, Uganda, and Zanzibar 


Last fall, an Indianapolis distributor 
S. businessmen 
Africa. It 


was much more than a pleasure trip. 


joined four other U. 
on a tour of British East 
In the company of a U. S. Depart- 
ment of Commerce official, they vis- 
ited 14 cities in Kenya, Tanganyika, 
Uganda, and Zanzibar, and held 271 
individual conferences and met 1,850 
businessmen of the area. 

The purpose of this “somewhat ex- 
hausting” trip, as distributor Frank 
M. Cruger. 
erate two-way trade between this part 
of Africa and the United States. Part- 


ner in the 


termed it, was to gen- 


Indiana Manufacturers 
Supply Co., Cruger was a member 
of a Department of Commerce “trade 
intended to 


mission,’ a program 


study foreign trade problems and 
businessman-to-busi- 
Since 1955, the De- 


several hun- 


prospects on a 
nessman level. 


partment has sent out 


dred U. S. businessmen to nearly 60 


foreign countries, where they have 


assessed economic conditions and 


trade opportunities at first hand. 
Other members of Cruger’s mis- 
sion were Robert Hubbard, a New 
Mexico chain store president, Aloys 
P. Kaufmann, president of the Cham- 
ber of Commerce of Metropolitan St. 
Louis, John B. McAnulty, sales man- 
ager of American Express, and Rob- 
ert L. Waldeck, 


California export-import firm. The 


president of a 


mission director was Herbert J. Cum- 
mings, the Department of Commerce’s 
\frican trade relations expert. 

The part of East Africa visited by 
the mission has a population of 22 
million Africans, 287,000 Asians, and 
98,000 Although the 
economies of the four countries are 


Europeans. 


based chiefly on agriculture, indus- 
trial development is getting under 
way in each. In Uganda, for exam- 
ple, mining and textile industries are 
growing. Consequently, the mission 


found, prospects for American ex- 


ports appear encouraging. If any- 


thing were to be entered on the debit 


side (apart from political uncertain- 
ties which were at their peak in 
neighboring Belgian Congo during 
the mission’s visit), there would be 
a scarcity of trained management 
and labor, and a shortage of bank 
credit for importers. 

All the large-scale business enter- 
prise is presently controlled and di- 
rected by the British, with the Asiatics 
(i.e., East Indians) controlling the 
wholesale, retail, and 
Many of the larger 


British firms are gradually integrat- 


middle-sized 
service trades. 


ing Africans into their work force, 
and placing them in supervisory jobs. 
The Asians do not follow this prac- 
tice as a general rule, says Cruger, 
a past president of NIDA. 

As a distributor, Cruger was in- 
terested in the methods whereby ma- 
chinery and industrial supplies were 
marketed in the area. “It appears,” 
he said, “there is a certain need for 
the industrial supply setup as we 
it in the United States. In 
fact, I suggested to the Chambers of 
Commerce, with whom we met in the 
larger cities in East Africa, that they 
may wish to explore the possibilities 
supply 
houses, separately from the wholesale 
hardware firms and the British-owned 


know 


industrial 


of establishing 
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distributors of heavier equipment.” 
He reports: “The heavy machinery 
and the general run of machine tools 
is handled through large British- 
owned distributors, who carry a stock 
of these items in the larger cities, 
such as Nairobi (Kenya), Mombassa, 
Dar Es Salaam (Tanganyika), Kam- 
pala (Uganda). These firms are pro- 
tected from a certain amount of in- 
the British 
government, although the operations 
the 


enterprise system. The general run- 


ternal competition by 


are carried on _ under free 
of-the-mill supplies are handled by 


numerous Asiatic-controlled small 
wholesalers and dealers.” 

Visiting the J. S. Davis Co. Ltd.., 
Dar Es Salaam, Cruger observes: “I 
found this concern to operate very 
much like the average industrial dis- 
tributor in the United States.” Repre- 
senting a number of British and some 
U. S. manufacturers, the Davis firm 
operated branches throughout Tan- 


ganyika, and even maintained a 
housing project for its employees. 
“An interesting sidelight of the 


Davis company,” Cruger says, “is 
that, in addition to being an indus- 
trial supply house, they serve as buy- 
ing agents for the Williamson Dia- 
mond Mines. This is one distributor, 
at least, who has tied up one cus- 
tomer one hundred percent!” 

In studying the operations of this 
and other similar firms, Cruger made 
an interesting discovery: “They did 
not use the description ‘back order.’ 
Instead of referring to an item that 
had to be ordered for a customer 
as a ‘back order,’ they called it a 
‘forward order.’ ” 

“The more I think about ‘forward 
order,’ “3 
like it. 


and you need be less apologetic about 


adds Cruger, “the better I 


It sounds more progressive, 


it, when talking with a customer about 
the goods he has on order as yet 
undelivered.” 

Cruger found the price situation 
“The 


British-owned firms do not hesitate 


in East Africa interesting. 


to have a one-price system, and 
plainly mark their goods both physi- 
cally and by furnishing a price list 
to the customer. It is another thing 
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In Kampala, Uganda, three African businessmen confer on trade matters with Cruger. 


with the Asian, however. Generally, 
he has no set price and will attempt 
all the 
points out that the Asian has thereby 
been able to “victimize” the African, 
and “ill will if the 
hatred” of the African generally. “If 


traffic will bear.” Cruger 


earn the not 
and when independence arrives, and 
if the British move out, God forbid, 
the Asian had better make tracks in 
a hurry,” he says. 

Throughout the area, Cruger found 
“the durability and productivity of 
U. S.-manufactured machinery and 
industrial equipment” well-known. 
And, despite their higher price-tag, 
these products could, he thinks, be 
effectively sold—‘“If inquiries from 
East Africa were followed up with a 
strong sales approach.” 

“Too often,” he remarks, “United 
States machinery manufacturers have 
been unaware of the sales potential 
and have sent only catalogs and price 
lists, in contrast to our foreign com- 
petition who may have sent salesmen, 
or at the very least presented a good 
sales appeal through telephone and 
correspondence.” Not infrequently, 
American manufacturers will not even 
acknowledge inquiries. 

“Since many Africans are now 
learning the use of hand tools in 
carpentry, plumbing, _ bricklaying, 
electrical, and other trades,” he points 
out, “it follows that the next step is 


the need for light motor-driven band- 


saws, circular saws, jointers, planers, 
drill 
One 
barrier to this trade—but not insur- 
is the fact that 240-volt, 
50-amp, three-phase electrical cur- 


mortisers, sanders, routers, 


presses, and similar machines.” 
mountable— 


rent is used in these African coun- 
tries, requiring wiring not used by 
most U. S. 

But he lays stress on the “after 


manufacturers. 


sales service” job which U, S. manu- 
facturers must do if they hope to 
compete with Britsh and foreign ex- 
porters. “The British do a very good 
job of following through,” he says, 
“because they know it’s important in 
this area to have parts stocked to pre- 
vent shut-downs.” 

“If U. S. equipment and machin- 
ery is to be sold in any volume, it 
will be necessary to have stocking 
distributors who will handle parts and 
accessories. This is particularly true 
of repair, maintenance, and operating 
supplies. Since the volume obtain- 
able at this time may not justify stock- 
ing broadly a line of industrial sup- 
plies, it may be advisable for the dis- 
tributor to work out an arrangement 
with local machinery and equipment 
users to stock the parts, repair, and 
maintenance supplies that he specif- 
ically uses.” 

(Second in a series of three articles 
on the Trade Mission Program. Next 
month: “Far West Distributor Tours 
Near East”.) 





A Case for Salesmen: 


HOW TO HANDLE THE CASE OF 
THE UNFILLED 


SHOES AND THE 
UPSET PA 


It had certainly sounded like a good idea when the sales 
manager originally outlined it. He was simply going to 
that 
-and faster—to cover. 


individual sales 
How- 


ever (he had been careful to explain), none of the 


“reassign” certain accounts so 


territories would be easier 


salesmen would be giving up any of the volume repre- 
sented by their present territories. In fact, they would 
now have more time to develop new potential. And, of 
course, all the accounts involved in the “reassignment” 
would be appropriately notified, so everyone would be 


happy. 
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Everyone, that is, except salesman Jeff Ewing when he 
discovered that, appropriate notification or no, Mister 
Blaine Platt—the P.A. for a fairly sizeable account 
“reassigned” to him from salesman Bill Steff—was not 
exactly going along with the idea. 

“It’s nothing personal, you understand” he was saying 
to Ewing, “but frankly, we just don’t like the way you 
people handled it—taking Bill away from us like that. 
After all, he knew what was going on here—he knew our 
problems—and he did a darn good job of helping us 
solve them. Now maybe you can step into his shoes and 
maybe you can’t—but how are we to know? And why 
should we be expected to just let you take over Bill’s 
share of our business when there are plenty of other sales- 
men who have been trying to get it for years?” 

¢If you were the sales manager, how would you have 
handled this territorial reassignment? (Or would you 
have even initiated it in the first place?) 

¢If you were salesman Ewing, what would you have 
said—or done—to answer Platt’s final query? 


Write your answers to Case Editor, InpustriaL Distrisu- 
TION, 330 West 42nd St., New York 36, N. Y. 


(To find out how the case turned out, see page 177.) 
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National’s your better buy 
to reduce ordering and handling costs 


Consider the advantages of one-source 
buying from National, and you'll be 
impressed by the time and money you 
can save. National’s complete line makes 
it easy to standardize on one dependable 
source. You'll reduce paper work, and 
cut down on ordering and handling 
time. You'll also get these advantages: 


Color-coded labeling with sizes clearly 
indicated in big type, for faster order 
filling and for easier stock control. 


No-smudge boxes with the glossy finish 
that can stand handling and still look 
fresh when they get to the customer. 


Recognized quality throughout the 
National line . . . your assurance of cus- 
tomer satisfaction and repeat business. 


These are some of the reasons why so 
many of our customers gre standardizing 
on the National line .. . and agree that: 
“National’s Your Better Buy,” by far. 


THE NATIONAL SCREW & MFG. COMPANY « CLEVELAND 4, OHIO 


CALIFORNIA DIVISION, THE NATIONAL SCREW & MFG. CO. 
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repeat 
business 


builders 


IDEAL 


LIVE 
CENTERS 


OVER 40 DIFFERENT SIZES ASSURE 
EXACT MATCHING OF CUSTOMER NEEDS 


That’s how Ideal helps you meet all your 
customers’ metal turning needs from the 
heaviest work to the lightest of light jobs. 

1 complete lines . . . with over 40 different 
sizes and types ... in all popular tapers. . . 
competitively priced . . . give you the 
broad tool choice that helps build the highly 
profitable repeat business you want. 


Ideal’s national advertising in leading 
metal-working publications, action-urging 
promotion campaigns, hard-sell literature 
and new quick-reference catalogs -are 

all designed to help you close orders faster. 


Make sure you have ample stocks on hand to 
provide that all-important fast delivery —it will 
help you build bigger repeat-business volume! 


SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS 


IDEAL INDUSTRIES, Inc., 


UNIVERSAL models for super 
accuracy to .0001, high load 
capacity, perfect for grinding 
and other high-precision work. 


MULTI-DUTY models for general use, 
perfect for light work, interchangeable 
parts provide quick changeover for 
multi-purpose operations. 


Y 


HEAVY-DUTY models for 
extra rugged work, give 
close tolerance results 
where high load capacity 
is required, accurate 

to .0002. 


PIPE POINT models for cylindrical 
turning of pipe, axles and 

other hollow shapes, six sizes 
from 34%” to 742” dia. 


1000-k Park Avenue @ Sycamore, Illinois 
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Needle Files 


For fine die and toolmaking, Simonds new PLASTIC-HANDLED Swiss Pattern Size | 
Needle Files provide more positive grip and real comfort. Make intricate filing "~~ Poe 
easier and less tiring. 5%" 
Safer, too, they can’t slip, scratch or cut filer’s hand eliminate make-shift 6%" 
handles, pads, tape, etc. *In 4” length, Oval is furnished 
instead of Crossing. 


Set of twelve different shapes, furnished in handy ‘“‘hang- 


Phe ps 


thoes 


a2 
- 


-% 


» 


safety to well-known Simonds Needle File quality. 
Cash in now on this unusual selling opportunity. Sell Simonds |. 
full line of Swiss Pattern Files. X 


SAW AND STEEL CO. 


up”’ or “fold-away”’ plastic kit, adds convenience, comfort and mee D> c Vv) Oo N DS 


FITCHBURG, MASSACHUSETTS 


for Local Stocks — Local Speed — Local Skill. 


Factory Branches in Union, N. J., Chicago, Shreveport, La., Los Angeles, San Francisco, Portiand, Ore. » Canadian Factory in Granby, Que. + Simonds 
Divisions: Simonds Steel Mill, Lockport, N. Y.; Heller Tool Co., Newcomerstown, Ohio; Simonds Abrasive Co., Philadelphia, Pa. and Arvida, Que., Can. 





Empty your bolt bins... 


RB&W’s new nomenciature and packaging program lets you 
save the space...save the investment...turn over stock faster 


When you can reduce your investment in fastener 
stock without sacrificing sales, or service to cus- 
tomers, two good things happen. (1) You get a 
better return on your investment. (2) You gain 
extra money and space to put into other profit- 
making items. 


RB&W’s simplified nomenclature and modern 
packaging program lets you do just that. This is 
it, in brief: 

Any headed, threaded fastener is called a SCREW 

nd is packaged that way. 


NUTs are pared to two types—Hex, and Heavy Hex. 


BOLTS are always an appropriate combination of 

screws and nuts in separate boxes. 

Sell screws, nuts, and bolts—from a stock of 
only screws and nuts. Even with empty bolt bins, 
you carry the same variety as before. You sell the 
same variety as before. 


New case quantities, too. RB&W cases are now smaller 


and lighter—why buy more than you need, lift 
more than you should? 


New labels increase stock-picking efficiency.. Number, size 
and rating of fasteners are clearly marked. 
Coarse, fine thread and plating are color coded. 











50 
HEX SCREWs 


COARSE THREAD 





sell screws and nuts, instead 


This is a program of simplified buying and sell- 
ing that makes good dollars and cents for the 
modern-minded distributor who’s tired of wad- 
ing through swamps of fasteners—and fastener 
names—without end. For further details, ask the 
RB&W man, or write RUSSELL, BURDSALL & WARD 


BOLT AND NuT CoMPANY, Port Chester, N. Y. 4 ot” 


NOTE: RBéW is | eRe eee eee 117th year 


telling your cus — 
tomers about this ss = 
modern way to buy | 28 
and use fasteners ae 


through an inten- 
sive advertising 
and information 


Plants at: Port Chester, N. Y.; Coraopolis, Pa.; Rock Falls, lil.; Los 
campaign. Angeles, Calif. Sales office and warehouse at: San Francisco, Calif. 
- Additional sales offices at: Ardmore (Phila.), Pa.; Pittsburgh; Detroit; 


Chicago. 
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No other Ratchet 
combines all these « 


% Superior 
Features 


Narrow head « y b 
operated reversing lever © Ball-and 
* Easily 


an be 


spring reversing lever stop 
cleaned wearable parts 
easily and inexpensively replaced) « 
Thin handle with knurled grip and 
hanging hole « Fine tooth gear (re 
quires less space t perate) « 
Extremely easy ratcheting action « 


%" and * square drives 


* National 


Advertising 
e rr eal 


During the next 60 days 2,253,719 
copies of leading industrial and 
metalworking publications will carry 
Series 90" Ratchet advertising. With 

normal ‘pass 


along” reader 
ship, these ads 
will be before 
> ten miltion 


readers 


Fasi 


toughest to ‘sell against 


Addition to the ARMSTRONG Line of the new Series “90” 
Ratchet puts the ARMSTRONG Distributor in a position to 
dominate the ratchet market. Here is a tool with easily demon- 
strated superiority that salesmen can carry and promote profit- 


ably. Check the features outlined at the left, and you will see 
why this is so. Since several of these sales points must be seen 
to be fully understood, your ARMSTRONG Representative will 
soon be in to go over the ratchet with you. 

The superior sales points of the new Series “90” ARMSTRONG 
Ratchet are the subject of a promotional campaign being con- 
ducted during Oct. and Nov. 1961. All ARMSTRONG national 
advertising is featuring the new ratchet. Free, imprinted self- 
mailers and ad reprints are available for Distributor use. Special 
demonstrator ratchets and point-of-purchase stock display 
boards will help the ARMSTRONG Distributor capitalize on 
this sales program. Every ARMSTRONG ratchet you demon- 
strate will build sales for your entire line of ARMSTRONG Tools. 

This is a typical example of how ARMSTRONG combines 

expert tool knowledge with effective, 
distributor-minded promotion, to make 
the ARMSTRONG Line easy and 
profitable to sell. 


* 
Supporting 





Extra Heavy Duty Ratchets 


ARMSTRONG Ratchets come in all needed 
sizes and types from “Miniatures” to “Giants” 


Sockets 


Drivers, Extensions and Attachments known 
for their strength and long life—special alloy 
steels, precision machined, heat treated and 
beautifully finished 


Drop Forged Wrenches 


Literaljy thousands of types and sizes of 
quality, industrial wrenches Nationally recog- 
nized as the finest 


Wrench Sets 


ARMSTRONG BROS. TOOL co. 


5205 WEST ARMSTRONG AVE. + CHICAGO 46, ILLINOIS 


Prospects are directed to ARMSTRONG 


Industrial Distributors To exactly meet each need 
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one rubber plant 
that grows and grows 


Why do we grow? Because smart rubber distributors have found that Mercer Rubber produces 
quality belting, hose and expansion joints, delivers when needed and protects the distributor on 
prices and profits. 

Starting back in 1866 — almost a century now — Mercer Rubber has grown with the demands for 
more and better rubber products. This means much to you as a distributor. It means that here is 
a dependable, old-line company with modern ideas, modern production capacity and sales minded 
management. 

Looking ahead — now is the time for you to take on a sound distributor franchise built around the 
full Mercer Rubber line of quality hose and 


belting. Why not ask for information now. No 
obligation, of course. MERCER RUBBER co. 
136 Mercer St., Trenton 90, NJ 
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Double Gray-X will cut your customers’ equip- 
ment downtime, reduce the cost of their entire 
wire rope investment, and be a powerful sales 
and volume builder for you. 

Double Gray-X is the result of an entirely 
new wire-drawing process. The use of molyb- 
denum disulphide in this process creates power- 
ful resistance to bending fatigue and creates a 
molecular shield that prevents the individual 
wires from grinding together as the rope 
operates. 

In an extended series of “torture” tests on a 
25,000-pound fatigue-testing machine, Double 
Gray-X outlasted samples of four other major 
brands of high strength rope at all three of the 
safety factors used. (See chart.) At the highest 
and most commonly-used safety factor, Double | ae | cast ive 
Gray-X had 45% more bending life than the oS ee eee 


THOUSANDS OF CYCLES 


average of the other ropes tested. eneeinadeoees 
All test %" 6 x 25 FW 
Ask your CF&l salesman for complete de- Preformed €.1.P-S. Lang Lay IWRC 


‘, 
tails on stocking Double Gray-X and other Ps ¥ 


CFalI Steel Products. _ AZ; 
> 
b 


A, THE COLORADO FUEL AND IRON CORPORATION 


For a variety of durable Denver +» Oakiand + New York 
industrial products Sales Offices in Key Cities “ MADE IN D'S A 


90 INDUSTRIAL DISTRIBUTION 
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is telling the story of ALLEN quality control in advertisements 
like this now appearing in a wide list of publications 

reaching your customers. Each advertisement is also directing 
readers your way... pointing out that ALLEN products 

are available only through ALLEN Distributors . . . telling about 
the valuable services that you offer ALLEN customers. 


ALLENG 


MANUFACTURING COMPANY Hartford 1, Connecticut, U.S.A. 
Plant at Bloomfield, Connecticut ¢ Warehouses in Chicago, Cleveland and Los Angeles 
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Distributors! Here's what we tell your 


customers about you 


“We've been buying from 
National Tube Distributors 
for almost 25 years—and 

they’ve never let us down.” 


So says Mr. Stanley Carter, President, 
Stanley-Carter Company, Mechanical 
Contractors, Detroit, Michigan. “Good 
distributor service is tremendously im- 
portant to our profit margin. That’s why 
we've been working with National Tube 
Distributors as long as we have. 

‘We've never had a single project held 
up because of a late delivery from a 
National Tube Distributor—men and 
equipment tie-ups because of late ship- 
ments can waste a lot of money.” 


“We kept a big job right on schedule 
in Nashville, Tennessee, when the USS 
National Pipe arrived exactly at the time 
they promised it. 

“It looked like we were headed for 
trouble on a big Detroit job this year. We 
needed a lot of pipe in a hurry. All it took 
was a few phone calls. We received the 
pipe within 24 hours.” 


“National Tube salesmen and distrib- 
utors back us with technical assistance. 
They not only keep us abreast of changes 
in specifications but offer recommenda- 
tions if specifications need to be changed.” 


“On this job, the distributor worked 
with the architect when a spec change was 
needed—the new specification was just 
as good for this particular job, and it 
saved us serious delays. 

*“A National Tube salesman helped 
recommend a specification equal to the 
original spec but for a less expensive 
material on a plant expansion job we 
were doing. Cut the cost about 10%.” 


“‘Another thing we like. These Na- 
tional Tube Distributors carry a complete 
stock of pipe sizes. 

**And the quality is excellent. In the 
past 20 years, we’ve had no trouble with 
USS National Pipe. If trouble were en- 
countered, we know help is as close as 
our telephone. We can call our National 
Pipe Distributor or National Tube, and 


the team goes into action immediately.” 
USS and NATIONAL are registered trademarks 


This mark tells you 
a product is made of 
modern, dependable Steel. 


National Tube 
Division of 
United States Steel 


Columbia-Geneva Stee! Division, San Francisco 
Pacific Coast Distributors 


United States Steel Export Company, New York 
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Smoothest operating, fastest cutting 
orbital sander on the market! 


Another quality-built power tool from MILWAUKEE ... the 
new Orbital Sander. FAST — 10,000 orbits per minute for 
really satin-smooth finishing. LIGHTWEIGHT — only 5 lbs. 
for easy handling. RUGGED — powerful MILWAUKEE- 
built motor is oversize and equipped with grease-sealed ball 
bearings for long life and cool running. Specifically designed 
to produce perfect finishes on a high-production basis for 
wood, metal, plastics, plaster. Will not score, burn, or track. 
Can be used on thin veneers. 


SAW ZIT T ) — 3500 strokes per minute Like all MILWAUKEE tools — it’s engineered, designed 


Perfect partner for precision jig-sawing the MILWAUKEE ’ a ee _ 
Sawzitt. Exclusive pivoting head tilts full 45 degrees, right or and tested to do a hard day 8 work all day everyday. 


left, for accurate mitering. Cuts to or along the wall. A high potential profit-builder eee Investigate now! 


Write for prices and free literature. 


MILWAUKEE ELECTRIC TOOL C 
8, 


S340 WEST STATE STREET + MILWAUKEE 
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KEEP JOBS MOVING WITH 
THERMOID INDUSTRIAL RUBBER PRODUCTS 


Stock and sell @HERMOID BIG Those a's 
a quality line that meets every industrial requirement 


Thermoid Big T industrial distributors enjoy a distinct advantage over their 
competition—the ability to supply the proper hose for every known industrial 
application. The result: greater sales, increased profits. With Thermoid Big T 
Hose there are no turn-downs for lack of products to fill customer needs. 


WHY?—Thermoid research constantly develops outstanding new products to 
keep Thermoid’s hose line complete for every use. 


Examples: The first United States Air Force approved jet starter hose is made 
by Thermoid. JET STARTER HOSE is made to withstand blasts of air heated 
to 600° F. It is used today by most of the major airlines in their jet operations. 


GOLD STRIPE ROTARY HOSE tested to 7500 psi or 50% higher than A.P_I. 
standards in the petroleum field. Exclusive “Cable Lock” coupling is an 
integral part of every hose assembly. 


PORTER D.J. FIRE HOSE—The first double-jacketed 100% synthetic hose, 
designed specifically for municipalities. It lasts longer, requires no rack dry- 
ing or special care. No standby hose needed. 


FLOATER HOSE—Nylon tire cord reinforced for the transfer of oil tanker cargo 
has maximum resistance to salt water, petroleum based products and extremes 
in temperature. It floats on pontoons attached to the hose with “D” rings. 
Available in continuous lengths to 500 ft. 


PLASTERER’S PLACEMENT HOSE was developed to convey plaster from the 
mixer at high pressure. Available with rayon braided construction for pres- 
sures to 500 psi and polyester fiber braid for working pressures to 800 psi. 


These are but a few of the many types of rugged, long lasting hose available. 
Thermoid makes hose for every petroleum, construction, industrial and specialty 
application. Including many “special use” hoses developed for out-of-the-ordi- 
nary job requirements. In addition, Thermoid has the broadest belt line in the 
industry today. Call or write today to learn more about the 

many advantages of distributing Thermoid Big T Hose, Belts, Quaker ~ 
V-Belts and industrial friction materials in your area. int 


THERMOID DIVISION 
Pl) RTER H. K. PORTER COMPANY, INC. 


200 WHITEHEAD ROAD, TRENTON 6, NEW JERSEY 





INDUSTRIAL DISTRIBUTION 














ier 
bs 
“ § 
53 


_ 
o 
a 
Sel 
— 
© 
2 
E 
© 
> 
° 
2 








Southern Screws are USA-made with USA-made materials, ACTUAL SIZE CHART for MACHINE SCREWS and 

by fastener specialists who know that burr-free heads and TAPPING SCREWS? mg 

sharp threads mean faster, more profitable assembly. They're advertised in the 4 
For all of your customers who have fastening jobs on trade as an exclusive item 

which they want to save time, money and labor, sell them from Southern Screw distributors. 

Southern — for quality and service from start to finish. Get your supply today. Write: Southern Screw Co., 
Have you offered your customers Southern's new, free P. O. Box 1360, Statesville, North Carolina. 


Manufacturing and Main Stock in Statesville, North Carolina. Warehouses: New York « Chicago « Dallas « Los Angeles. 


Machine Screws & Nuts « A, B, C, & F Tapping Screws + Stove Bolts « Wood Screws « Type U Drive Screws « Carriage Bolts + Continuous 
Threaded Studs + Head Styles in: Slotted and Phillips; Flat, Round, Oval, Pan, Binding, Truss, Fillister, Washer, and Hexagon. 
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SCREW COMPANY 
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SOLVE BEARING EMERGENCIES! PLUG IN ON 
THE PROFITABLE RED PHONE CIRCUIT AND 


simply say Delco 


On a moment's notice, Delco’s new Red Phone Service shops the country for the Delco New Departure or Delco Hyatt 
bearing you need, and delivers it to you in a matter of hours. This new service is exclusively yours as an authorized Delco 
New Departure and Delco Hyatt Bearings Distributor. MH Bearings Control Center in Detroit coordinates the effort through 
a nationwide Red Phone Network, making more than 7 million bearings immediately available to you. MH Red Phone Service, 
as advertised to your customers, means fast service on every bearing order, routine or emergency. More than likely you 
can find the bearing your customer wants among the thousands of types and sizes in your own warehouse. If not, you can 
ring the Red Phone Network into action. Red Phone Service is another attractive feature of the United Delco Bearings 
Proposition. HM Call your United Delco Bearings Sales Engineer for the complete story on Red Phone Service and 
Delco New Departure and Delco Hyatt Bearings. distributed nationally 
through Umited Delco. 


UNITED MOTORS SERVICE, Division of General Motors 
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“We carry a full stock of J-M Clipper Seals at all times. When a 
customer needs a seal, he wants action, not promises. With J-M 
seals, we know we can give our customers what they need and 
want,” says Boyd D. Lamb (left). Mr. Lamb, Beaumont Superin- 
tendent of Behring’s, Inc., checks inventory with Willie Marrou, 
Store Manager. 


INDUSTRIAL DISTRIBUTION 


“J-M Clipper Seals won’t rust or corrode. This pro- 
tection is essential in our humid, salt-air climate,” 
says Behring’s Sales Engineer Jim Shaw. Here, 
Mr. Shaw (front) and J-M Represéntative Vernon 
Hardcastle (rear) look over a pump station with 
Gulf Oil Corp. Engineer Bill Manning. 


“I’ve made deliveries at 2:00 A.M. many a time, and have done it 
with a smile. Our business is built on fast, 24-hour-a-day service; 
and J-M gives us the same quick delivery we give our customers, 
even when split seals are needed,” says Mr. Lamb. Here Sales 
Enginer Jim Shaw (left) checks a Clipper Seal order with Bruce 
Hinds at the Port Arthur branch of Behring’s, Inc. 


“The J-M Clipper’ Seal Franchise 


has helped us build 
an enviable ee for 
TS GOT WO akan. uses vaten es, ena 


The J-M Clipper Seal Franchise has helped Behr- 
ing’s, Inc., build an enviable reputation for service 
in the “Golden Triangle” of Southeast Texas. In 
this area, which includes Beaumont, Port Arthur 
and Orange, industrial growthvis lively. Many 
types of industries — petrochemical plants, ship- 
yards, synthetic rubber processors, paper mills, in- 
dustrial plants — are customers, of Behring’s, Inc. 

“Because we serve such a wide range of ‘indus- 
tries, in such a large area, our exclusive J-M Clip- 
per Seal Distributorship works very much to our 
advantage,” Mr. Lamb says. “We like being the 


only Clipper Seal Distributor in our area, without 
competition from other J-M Distributors. It as- 
sures us a continuous flow of business, and gives us 
a fair profit margin. And we’re more than pleased 
with the technical help and fast deliveries we get 
from Johns-Manville.” 

Behring’s, Inc., like many other industrial sup- 
ply organizations, finds that being a J-M Clipper 
Seal Distributor offers good business opportunities. 
If you would like to investigate these advantages, 
write to Johns-Manville, Box 359, New York 16, 
N. Y. In Canada: Port Credit, Ont. 


JOHNS -MANVILLE 


JOHNS-MANVILLE JM 
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There are 

300 different 
stock fractional 
horsepower 
motors in the 
Bodine line 


1/2000 to 
1/6 horsepower 


...ineluding a wide range of speed 
reducer motors (TORQUES 1.3 in. oz. 
to 219 in. lb.... SPEEDS 0.7 to 300 
rpm. ... RATIOS 6:1 to 1800:1) 


QUESTIONS 
AND ANSWERS ABOUT 
BODINE MOTORS 


What about Bodine quality? 


Quality products are powered by qual- 
ity motors. These nationally known 
products use Bodine Motors: Victor 
Adding Machines... Sanborn Instru- 
ments ... Howe Scales... Royal Elec- 
tric Typewriters ... Ampex Tape 
Recorders . .. National Cash Registers 
...Cutler-Hammer Controls... and 
many, many others. 


What do users say about Bodine 
Motors? 


A. B. Dick Co., “They’re reliable, 
rugged, compact.” Haloid Xerox, ‘‘We 
get consistent, trouble free perform- 
ance.”’ Leeds & Northrup Co., “Bodine 
Motors are rugged, dependable.”’ Gen- 
eral Binding Cor .. ‘Service require- 
ments on Bodine Motors are almost nil.” 


Are Bodine Motors well known? 


Definitely! Bodine advertises aggres- 
sively in 14 national magazines... 
including U.S. News & World Report, 
and Business Week. Bodine has manu- 
factured quality fractional horsepower 
motors since 1905... more than 
5,000,000 of them! 


Look at your Sweet’s File, or Thomas 
Register for product information and 
the location of your nearest distribu- 
tor. (A limited number of distributor- 
ships are available in a few selected 
areas.) Bodine Electric Company, 
2534 West Bradley Place, Chicago 18, 
Illinois. 
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O-B Valves 








Frequent operation and constant throttling of steam up to 
550° F. present none of the usual hazards of wear when O-B 
valves like No. 1401 (pictured) are used. Renewable stain- 
less steel plugs and seats are also ideal for accurate control of 


air, water and oil. They withstand excessive service demands 

















Fast, positive action for users of dry cleaning, pressing and 
laundering equipment is assured by this quick-opening lever 
type globe valve. Soft composition disc provides leak-tight 
shutoff . 


without removing valve. Sizes from i” to 1”. 


. hard dise is also available. Discs can be replaced 

















Plants requiring continual on-and-off operation in air han- 
dling applications will do well to consider O-B globe valves 
with soft disc designed for tight shutoff and long service life. 
Excellent also for water, oil, gas and gasoline applications. 
Easily repacked under pressure. 


Strong solder joints that resist high temperature, vibration 
and corrosion are easily obtained with No. 2800 (above) and 
other O-B gate valves designed for copper-to-copper appli- 
cations. Use also in steam, air, oil and gas lines. They can 


be repacked under pressure with disc in full open position. 








You'll benefit in several extra ways by selling O-B bronze valves, 


which meet 95% of your industrial and plumbing-heating re- 
quirements. Write for new folder, “Your O-B Full-Profit Pro- 


gram.” It outlines the new developments, strong selling support 


and extra profit offered O-B distributors today. 


OHIO BRASS COMPANY « Mansfield, Ohio 
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You'll sell more valves in the 
orange-and-black box 








HOW F'aultless ADVERTISING IN 





Advertisements, some are 
shown here, in PURCHASING 
WEEK and other business 
publications, along with other 


Faultless 
sales literature, help to pre- 
FAULTLESS CASTER CORPORATION J sell Faultless Casters and con- 
Sawurasruaens OF 216 n1808 OF PuRmITERS ane TeveH © ‘ tinually call attention to the 
EVANSVILLE 7. Ie OrAma TELEPHONE Harrison 6-048 TELETYPE Eu feltaiaie)iiel ans ladle = relate wide 


September 15, 1961 range of casters in stock. 





Mr. Charles S. Mill, Publisher 
Purchasing Week 

: 330 West 42nd Street 

M New York 36, New York 


Dear Mr. Mill: 


It is a pleasure to take this opportunity to tell you that 
we are gratified with the response received from our 
advertising campaign in Purchasing Week. 


4 The ads which we are running are for the purpose of 
creating additional caster sales through our Industrial 
Distributors. Purchasing agents are a very important 
influence on the selection of casters and wheels, and 
they continally obtain casters quickly from the Dis- 
tributors. 


Ads in Purchasing Week remind over 25,000 key pur- 
chasing executives that Faultless produces a complete 
line of casters and wheels and that they are available 
through our Distributors who stock this merchandise. 
We are fully convinced that this program is increasing 
the sales opportunities for our Distributors and for us. 


Very truly yours, 
FAULTLESS CASTER CORPORATION 


mae bef — 


Bernard No ng 
Vice President - S7le 
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Purchasing Week 


WORKS FOR 


FAULTLESS DISTRIBUTORS 








3 Complete and condensed 


faeliellolelt TMi iicel(-Miil-Meelie 
plete Faultless line of 10,000 
types, sizes and varieties of 
casters. In addition, data 
sheets on specific caster 
types are available to dis- 
tributor salesmen for use in 
their sales activities. 


Suppliers to industry, in rapidly increasing 
numbers, are advertising in PURCHASING 
WEEK: Here are some of the reasons why: 


1. To make contact with 25,000 key Pur- 
chasing Executives throughout industry 
and business. 


2. To give sound reasons why their prod- 


Regular mailings of the 
monthly news bulletin ‘‘Fault- 
less Facts'’ are made to cus- 

meee tomers and prospects. New 

e ideas and uses for casters 

‘Masrite ; ; : . 
Portilass Pag are illustrated along with 


sewe-casten 


ry ol-telhileslilelit Mel mele) elt lelmaele 
ter types. Readers are re- 
tl lilel-te Moh Miil-Milolae] Mell tia) ote 
folM ei ele teelileme-teleheT-lagla-e 





ucts should be bought through you. 
3. To support your local selling efforts. 


4. To help you to reduce sales costs and 
to enjoy increased profits. 
These are the very same reasons why it will 


benefit you to encourage your suppliers to 
advertise regularly in PURCHASING WEEK. 


\Purchasing Week 


McGRAW-HILL’'S NATIONAL NEWSP. ER OF PURCHASING 


330 West 42nd Street New York 36, N. Y. @ ‘@: 





WHAT'S IN THE BOX? 


...,just the world’s neatest package of profit! 


Wilton’s C-Clamp line is profitable becaus 

work with. One source for everything, with 

line you always have the size and price clam} 

boxing was designed for your convenience and t 
Look inside the box and see what you get! 
different styles for every need and budget! In 
pre-sell your customers on Wilton's C-Clamy 
Original, guaranteed loose-proof Perma-Pad; all 
many more. Wilton's features are often copied, but! 


you can count on Wilton's contribution to your future growth! 


> WILTON 


WILTON TOOL MANUFACTURING CO. INC., SCHILLER PARK, ILLINOIS 


(1D-111 


INDUSTRIAL DISTRIBUTION 








FI . 


PROTOLITE 








NOW AVAILABLE — from your Proto supplier: 
PROTOLITE® reversible ratchets in 3/,‘’, 1‘ square drive. 


NOW FOR HAND TOOLS 


NEW! PROTOLITE high strength forged aluminum alloy tools use modern , - 


metallurgy to make the’ mechanic's job easier. Only Proto has them! This 
special heat-treated forged aluminum alloy has proved itself in aircraft and 


missiles for ‘combined light weight, strength and durability. 


LIGHT! 43°7 less weight than standard steel tools. It means easier handling, 


less fatigue, especially on long jobs or in awkward positions. 


STRONG. Exceeds Federal torque performance specifications for steel ratchets: 
the +, -drive wrench turns 1600 Ibs./ft.; 1°-drive wrench, 3000 Ibs./ ft. 


‘ 


Standard Proto ratchet mechanism and square drive made of alloy steel for 














long life. WRITE FOR BULLETIN NO. AD 6143. \ Pa 2 
2212 Santa Fe Avenue, Los Angéles 54, California PRO TO p> oy 
512 Allen Street, Jamestown, N.Y STRIE> 


a Wan @) aie) ae Ms f- 1-1 oan Melale(e)a mm @)a) eum Or-lal-lel-| 


Compare for weight! 1”-drive PROTOLITE” 
wrench weighs 43% less than the 1”-drive 
steel wrench, while length, leverage, and 
torque performance are the same for both. 
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EXTERNAL TYPE 


—for axial installation 


¥ 


ng ring ideas 


to help you cut costs— improve product design and performance 


lox 


the newly designed, precision die-formed retaining 


ring—available in a variety of materials and finishes— 
from .040” and up in popular shaft increments. _—-—~ 





INTERNAL TYPE 
—for axial installation 
Specifically designed for NAS 669 
tandard grooves. Termed the CR 
Series, stocked in all popular sizes 


Se 


EXTERNAL TYPE 
—for radial installation 
Provides unusually largé shoulder 
for small shafts—termed the CE 
Series, stocked in all popular sizes. 


EXTERNAL TYPE—for radia! 
installations involving high thrust 
Provides double the thrust capac- 
ity of standard “E”’ rings (CE) with 
comparable large shoulder. 





SPECIAL RING SHAPES 


—engineered to your requirements 
Ramsey engineers w 
work with y th 
special ring 


be glad to 
‘ 


STACKED RINGS 

—for rapid assembly 

All CE Series rings from 4%" to %" 
can be supplied stacked on hard- 
ened rods for assembly line oper- 


SPECIAL THICKNESSES 
—heavier or lighter than_standard 
Rings heavier or lighter than stand- 
ard thicknesses can generally be 
supplied on special order. 


SPECIAL MATERIALS AND 
FINISHES 

Awide variety of special materials, 
finishes and platings are available 
to meet practically any require- 


individual need tions. ment. Ramsey engineers will help 
you select the type best suited to 
your needs. 
MATERIAL 
Spring Steel, 
Stainless Steel 
Phosphor Bronze 
Beryllium Copper 


FINISH 
Cadmium Plate 
Parkerized 
Blued Steel 
Black Oxide 
Lubrite Finish 











A BROADER LINE FOR DISTRIBUTORS 


When customers talk retaining rings, Ramsey Distributors 

have the distinct advantage of being able to offer BoTH modern 

types—Spirolox and Circolox. A Ramsey Franchise may be 
open in your area—write for details now! 


or— you may find the answer in 


the unique 360° spiral-wound retaining ring 


this FREE engineering manual brings you 
the complete tOtal 2 story! 
Contains full descriptions of Circolox and Spirolox 
Rings with complete design information 
and specifications. Write TODAY! 
4 ‘ 


t/ 
a subsidiary of Thompson Ramo Wooldridge Inc. 


Box 513, Dept.v, St. Lovis 66, Mo. 


Copyright 1961 Ramsey Corporation ®8#ID , 


manufactured by 


RAMSEY CORPORATION 
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how much band saw mileage do you get? 





“Not enough!” This is the most frequent answer. Why? Our recent field 
survey shows wrong blade type or wrong specifications are used in over 
50% of band saw cutting. What's the solution? Choose one of THREE 
proven band saw blades LENOX has developed to cut rapidly, efficiently, 
and at lower costs. These LENOX blades, cover the complete range of 
today’s cutting needs. 


HIGH SPEED STEEL—Used on automatic cut-off equip- 
ment in full production work. This band will rapidly cut most of the 
tougher steels. 


MASTER-BAND—A special alloy steel band for standard 


equipment, used in cutting at semi-production or production rates. Also 
used on some automatic cut-off applications. 


DIEMASTER— Regular metal cutting, cut-to-length bands or 
coil stock. Used for general purpose cutting or where only 1 to 2 bands 
per week are used. 


Interested in increasing your band saw mileage? Start by getting a true 
appraisal of your cutting operations. Write: American Saw, Cutting 
Analysis Department. Submit a brief description of your machine, ma- 
terials being cut, and type of operation. Recommendations and sales 
engineering help are furnished without obligation. 


THE TOOLS IN THE PLAID BOX 


ILEEINIO2X< 


AMERICAN SAW 
& MFG. COMPANY 
SPRINGFIELD 1, MASSACHUSETTS 





November 1961 





How well 
do you know 
Your 


tapping 
screws? 


Here are three types. One of them is a new idea. 
Recently a manufacturer asked Sheffield to help im- 
prove and simplify his production. We had two fasten- 
ers that might do, but what he really needed was one 
that combined their holding qualities. Can you pick 
the new dual-purpose screw-bolt? 


Well, take another look at type “BA”. It has the 
gimlet points of “A” and the fine pitch threads of 
“B.” It was designed specifically to bolt the lagging 
aluminum sheeting) to the outside of a boiler, but 
we predict many other uses for it. It comes in stain 
less or carbon steel with recessed concave head and 
‘specially designed washer. If you know of a customer 


LE J 


using either type “A” or “B” it may pay you to have 
them look at this new once. 


The point is—-Sheffield has the engineering know-how, 
the expericnce and the facilities to produce special 
bolts for any specialized need. Of course, we may al- 
ready have just the thing you need to fill a special 
order, ready for immediate delivery. Right now there 


are more than 50,000 
standard and _ special SHEFFIELD 
Sheffield bolt products. 

BOLT PRODUCTS 
First. ask the Sheffield bolt man. Sheffield Division, 
Armco Steel Corporation. Houston, Kansas City, Tulsa. 


ARMCO Sheffield Division 


V 
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New Mode/ 


FRACTIONAL HORSEPOWER 


DYNAMATIC AJUSTO-SPEDE DRIVE 


Steps up Reliability and Durability 


New in design but a veteran of proven dependability, the Eaton-Dynamatic Fractiona! 
HP Ajusto-Spede Drive offers a compact, low cost solution to adjustable speed control 
problems. Improvements include: 


®@ Longer operating life @ More uniform cooling 
® Less noise and vibration @ Lighter weight @ Compact design 


The Ajusto-Spede Drive offers advantages not found in other methods of control. It is 
low in cost and easily installed. It is an integral combination of AC constant speed 
induction motor, eddy-current couplings, and single tube, electronic control. Special 
control functions, such as acceleration, inching, threading, cascading of multiple units, 
follower operation, constant tension and clutch motor operation can be provided by 
remotely mounted electronic controls. 

Ajusto-Spede Drives operate on standard 115/230 volt, single phase, 60 cycle or 
220/440 volt, 3 phase, ” cycle alternating current. No +a? power source is required. 
Available in sizes of 14, 14, and 34 HP at 1600 RPM and 4, *4, and 1 HP at 3200 RPM. 
Can be supplied with either of sii types of electromagnetic friction brakes and integral 
speed reducer in a wide variety of gear ratios. 


Send for Illustrated Descriptive Literature 
————_- DYNAMATIC DIVISION 


EAT Or’ MANUFACTURING COMPANY 
3122 FOURTEENTH AVENUE © KENOSHA, WISCONSIN 


..Your partner in progress through research. 
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BIGGEST NEWS in wire rope in years! 


All-purpose 7-strand wire rope puts the Macwhyte 
distributor in a class by himself in competing for 
business 


But — be prepared to change your thinking about wire rope! 
You've never seen another wire rope like 7-FLEX — there is 
no other like it! It’s an all-purpose wire rope, flexible as 8- 
strand — rugged as 6 x 19 — fatigue-resistant like a 6 x 37. 


There is 1624% more wearing surface in 7-FLEX than there 
is in a 6-strand rope. There is less unit pressure between rope 
and sheaves, so less rope and sheave wear. There is more 
sheave contact, less rope-creep. Result: longer rope life, less 
downtime, lower operating costs! 

Conveniently located factory warehouse stocks help you give 
customers prompt deliveries. Ask for a Macwhyte represent- 
ative to call and tell you more about 7-FLEX — and ask 
for bulletin 60100-R. 
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evcrnon*” Wire Rope Manufacturing Specialists Since 1896 


Other Macwhyte products 
that serve you profitably 


Slings — Safe, easy-to-handie Macwhyte 
slings for every lifting need are available 
in round-braided, flat-braided, or Safe-Guard 
styles. Many standard designs. Also cus- 
tom-made to your requirements. Send for 
Bulletins 5308-R and 5886. 


Corrosion -Resisting Wire Rope — Many 
sizes and constructions in Stainless St 
Monel Metal and plastic or nylon coa 
Meet the requirements imposed by alkali 
and acid conditions and marine atmos- 
pheres, temperatures, and humidity. Send 
for Bulletin 49-30. 


Wire Rope Assemblies — Safe-Lock wire 
rope assemblies are precision made to 
your order in the size, length, and strength 
needed. Uniform high quality with fittings 
permanently swaged to the rope. Many 
standard designs. Send for Catalog 6101. 


MACWHYTE Wiw Rope COMPANY 


2900 FOURTEENTH AVENUE, KENOSHA, WISCONSIN 
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Every Month More and More Buyers 
Tell Distributors 


‘Our Production 
Man wants 


SUPREME 
VERSAMATIC 
Reversible speed reducer 
for portable drills. A great 
seller... it doubles value 

of any portable drill. 


=" 
a 
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SUPREME 
VERSATAPPER 
New! Phenomenal seller! 
Capacity 0 to 2°. Taps 
Y2"-13 holes in steel. Big 


quality —low price 


SUPREME PRODUCTS CORPORATION + 2222 S. CALUMET AVENUE 
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PUSH-PULL 
TAPPER 
Like Versamatic, but for the 
single purpose of tapping 
with portable drills. Instant- 
reversing. Capacity to 6 


SUPREME 
VERSAMATE 
Economy version of Versa- 
matic. Does not reverse. 
Drives screws large or small. 

Reduces speed 7 to 1. 


SUPREME 
CENTURY CHUCKS 
The basic Supreme Chuck 
alolgel-tal-te Mla ticle lale Melt 
All sizes both threaded 
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SUPREME 
HERCULES CHUCKS 
Ball bearing. Grips far 
tighter than ordinary chucks 
yet are: easier to tighten 
and release. Heavy duty 


.* 
~ 


SUPREME 
PRECISIONIST CHUCKS 
The kind of tool you take 
pride in selling. Most pre- 
cise chuck made anywhere. 
Keyless. Ten models. 


SUPREME 
IM-PAK CHUCKS 


Use on square drive impact 
tools. Rugged. Keyless. 
Much in demand wherever 


impact tools ure used. 


*~- 


Every Year Supreme Produces More 
Distributor Profits as 


 Bretng hel products | 
oih the 


SUPREME | 
LINE! 


CHICAGO 16, ILLINOIS 
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® 
tf h e Ay WI nal ty Cc Re! is a wrench like no other — and will work where no 


other can. It’s the world’s first manual impact wrench. Loosens frozen nuts and bolts in seconds . 
tightens with precise accuracy every time. SWENCH is completely portable . . . needs no outside 
power — yet multiplies torque many times. It safely handles more bolt sizes than any comparable 


power wrench, but costs less. Read how you'll save with the SWENCH: 





SWENCH® cuts 36-hour down- 
time to 30 minutes...saves $4,000 


In plastic plants, the job is a common one: removing free. Thirty minutes, and the entire job was done — at 


the hex nuts that hold the injection nozzles in place. 


Trouble is, the nuts have a way of freezing tight. One 
plant figured on 36 hours down time to sledge them 
loose. Power impact wrenches couldn’t be used: not 


enough room 


Then SWENCH, the hand-operated impact wrench, 
came to the rescue. Seven impacts, and the first nut came 


A FEW DISTRIBUTOR TERRITORIES ARE STILL AVAILABLE 


STRIBUTED IN CANADA BY 
CANADIAN CURTISS-WRIGHT LTD 
TORONTO & MONTREAL CANADA 


1145 GALEWOOD DRIVE ° 


a saving of $4,000! 

The amazing SWENCH works anywhere, carries its 
power built-in. Exerts many times the energy needed to 
pull the handle, smoothly and evenly: gives you more 
power with greater safety. 

Six models cover bolt sizes from 2” to 244”. For the 
full story on SWENCH, how it works, what it costs, 
how it saves, see your local distributor, or write: 


MARQUETTE DIVISION 


CURTISS-WRIGHT 


CORPORATION 
CLEVELAND 10, OHIO 
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Weur higher quality 








Enlarged production facilities combined 
with improved manufacturing techniques 
enable Vogt to pass on the effected 


savings to our customers. 


Service proved — these valves have always 
been a standard of quality for meter 

and gauge line service. You no longer 
need to compromise for less because 

of price! Send for Folder GP-9 giving 
specifications and engineering data on 
both globe and angle types, forged 

from stainless or carbon steel for every 


meter and gauge line service. 


Address Dept. 24A-FI 


HENRY VOGT MACHINE CO. 


Louisville, Kentucky 
SALES OFFICES: Camden, N. J., Charleston, W.Va., Chicago, Cleveland, Da 
las, Los Angeles, New Orleans, New York, San Francisco, Seattle, St. Loui 
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Good 
head for 
business 





makes True Temper Rockets 
your best hammer values 


The head of every Rocket hammer is locked on by a patented True 
Temper process. It just won’t fly off or loosen in use. Withstands 
5-ton pull-out tests. This makes the Rocket a longer lasting tool, 
and safer . . . important considerations in any industrial purchase. 


Workmen prefer using this precisely Rocket head is tempered for hardness Comfortable cushion grip won’t slip, 
balanced tool. Striking power is con- of face and strength of eye section. (On wet or dry or in gloved hand. Won’t 
centrated in the forged-steel head. The nail hammers the claws are so tough turn or loosen, either; it’s bonded to 
tubular-steel handle and cushion grip and precise they'll pull a headless nail.) the handle by hot-vulcanizing process. 
absorb impact shocks, reduce fatigue. Tubular-steel handle is strongest made. A Rocket feels like it’s gripping back. 


To save money on hammers (and hammering) choose 

True Temper Rockets. 8 to 32-oz. ball peins, 13 to 20-oz. 

nail hammers are the favorites of professionals. Also a : i 
complete line of True Temper hickory-handle hammers. 

True Temper tools are designed to do more, so workers d 

can get more done. Send for free catalog, ‘“Tools for In- \29\ 

dustry’”’. True Temper, 1623 Euclid Ave., Cleveland 15, O. 


GIRUE [EMPER. 


THE RIGHT TOOL FOR THE RIGHT JOB 
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Why 
settle 
for the 


(\ tail end 
of the business 





ALLIS-CHALMERS 








Get the lions sh 


Sell more pumps, more motors, more compressors 


Are you shortchanging yourself with too many “small dollar volume” lines? Can you 
afford the higher costs of small orders . . . the multiples of paperwork and grief 

that nickel-and-dime your best salesmen to a level of low productivity? See how you'll 
benefit from the service, the training, the promotional support . . . the full range of 
benefits you get when handling full-line Allis-Chalmers products. Franchises are available 
in some areas, For more information, write Allis-Chalmers, Industrial Equipment 
Division, Milwaukee 1, Wisconsin. 


Exclusive ‘‘Super-Seal’’ motors give 
you many competitive advantages: 
Remarkable, these motors. They shrug 





Vis off dust, moisture, abrasives. They have / 

"= A Th \ a 1.15 service factor. They answer 

lid iA < many of the application needs that 
f4 1 an 't ) formerly dictated the use of TEFC Allis-Chalmers offers a well-accepted 
w, bef tH fae! motors. Yet they’re open motors. How and complete line of polyphase squir- 
. iv /_—~\ aN come? It’s the insulations. Stators pro- rel-cage motors for every industrial ap- 
— 4 wre)) tected with Silco-Flex or Poxeal insula- plication . . . open, drip-proof, totally 
c oy _— tions. Allis-Chalmers pioneered these enclosed explosion-proof, gearmotors 
Ko} types of construction, has the most ex- and Synduction motors. Builds them 
“a perience with them. So you can depend with electrical or mechanical modifica- 
on Super-Seal motors to pay off in tions to meet every need, in integral 

“repeat” sales. sizes from 1% to 500 hp. 


ALLIS-CHALMERS © 








You « 
drive 


Allis- 
Yo hy 
that s 
adjus 
comp 
into ¢ 
with 
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share 





You can fill nearly every need in variable speed 
drives: The demand for compact, efficient variable 
speed equipment is growing. And you’ll meet it with 
Allis-Chalmers drives. Direct current motors, rated 
14 hp up. Vari-Tex mechanical speed changers .. . 
that supply smooth, stepless, infinitely variable speed 
adjustments, with rapid response. Package drives. . . 
complete, variable speed dc drives neatly integrated 
into a compact enclosure. And you’ll get added sales 
with eddy-current couplings. All can give you more 
opportunities to sell . . . more “cracks” at your full 
share of the business. 


pin 
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/ Zz ATT la) “Rees =) 


aa oe f oF x Be ; 
i, (Ph | 5 Lo | * = ees? 1 oy) 
—e iz \ ghee \/ \ 3s 6: 
Ms +, 4 WV xy avi. F 





Pulsation-free Ro-Flo compressors outsell, out- 
perform reciprocating units: Allis-Chalmers rotary, 
sliding-vane compressor design takes the shake and 
shimmy out of air supply units. These constant-efficien- 
cy compressors are easier to handle because of pre- 
mounted motors and simplified installation procedures. 
Wearing parts are few. Parts inventory requirements 
are even fewer. Pressures from 60 to 125 psig; capacities 
to 3500 cfm. It’s a broad line . . . a profitable line. 





You can sell single-stage centrifugal compressors 
that produce a wide range of volumes and pres- 
sures: Allis-Chalmers single-stage centrifugals are 
available in three basic styles to meet a variety of appli- 
cations and drive arrangements, with speeds ranging 
from motor speed to above 10,000 rpm. Units with rat- 
ings from below 1,000 cfm to upwards of 60,000 cfm are 
obtainable. This full line, teamed with matching Allis- 
Chalmers motors and controls, gives you the upper edge 
on competition. 





The breadth and depth of the Allis-Chalmers 
line sets you up as industrial pump head- 
quarters in your area: Want your full share of 
the pump business? Try this line for size. It in- 
cludes close coupled and base mounted single-stage 
centrifugal pumps, double suction and multi-stage 
centrifugal pumps, vertical turbine pumps . . . and 
many special-purpose units, as well. You sell this 
vast line to municipalities, utilities, contractors, 
industrial plants. Name the liquid . . . you can bet 
there’s an A-C pump that handles it. Goodbye, 
“‘missed”’ sales. 





How Allis-Chalmers franchise benefits help you get 
your share of the business 


With 
an Allis-Chalmers franchise, you get sales 
training aid that’s specifically planned to 
match your needs. Sales meetings — in your 
place of business or at the factory — help 
keep your men fully informed about new 
product developments and new selling tech- 
niques. Audio-visual aids are often utilized 
to make these meetings even more effective. 
For you, the end result is a more effective 
sales staff. You get added volume, increased 
profits. 


y wWerore ea 
To “open doors” for your salesmen 
and help them do a better selling job, A-C promotional 
aids are fresh, exciting, stimulating. They include com- 
plete, packaged sales campaigns. Matchbooks. ““Tickler”’ 
mailers. Product data bulletins. Ad materials including 
electrotypes. Sales kits. Visual aids. Signs. Displays. 
Trade show exhibits. Everything you need to keep your 
name on your customers’ minds... . and on their pur- 
chase orders . . . to give you greater return on your 
selling-cost investment. 


For specialized assistance on tough selling 
problems and unusual applications, Allis-Chalmers puts 
an engineer at your elbow. Factory engineering help 
is quickly obtainable through your local A-C district 
office. Regional and territory specialists are also avail- 
able. All of which adds up to a full share of the business 
for you. This help costs you nothing, but can make the 
big difference in profit dollars at year’s end. 


Whenever you wish, you can get 
the benefit of Allis-Chalmers experience in fiscal matters 
and cost-cutting procedures. In fact, A-C regularly con- 
ducts seminars oriented specifically to industrial dis- 
tributors’ management and financial problems. In the 
course of these sessions, distributors are able to compare 
procedures, point their businesses in the direction of 
greater profits. 


Vari-Tex, Poxeal, Silco-Flex, Super-Seal and Ro-Flo are 
Allis-Chalmers trademarks 
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PRICING BASED ON COST ANALYSIS 154 
Chain Belt adopts a new quantity pricing structure for its products after spend- 
ing a year’s work in studying both distributors’ and suppliers’ marketing and 
order-handling costs. Distributor advisory council also figured in the study. 


DISTRIBUTORS HELPED WRITE POLICY 156 
Gits Bros. Mfg. Co. has just published the first detailed “industrial distrib- 
utor policy manual” in its 50-year history. In drafting the manual, Gits 
checked with accepted industry practice and discussed points with distributors. 


CENTRAL STATES DISTRIBUTORS MEET 164 
With the theme, “Proper Policy Produces Profit,” in mind, the members of the 
Central States Industrial Distributors’ Association will open their 29th annual 
meeting at the Edgewater Beach Hotel, Chicago, Nov. 10-20. A. W. Tucker, H. G. 
Thompson & Son Co., and L. J. Friedel, Globe Machinery & Supply, will speak. 


CENTRAL SUPPLY CONVENTION 166 
Senators Karl Mundt and Eugene McCarthy will debate Administration foreign 
policy at the CSA 67th annual convention, Palmer House, Chicago. Workshops 
on inventory control and decimal packaging will be featured, along with a 
panel of five trade magazine editors discussing industry profit opportunities. 
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NEW PRODUCTS ON THE MARKET vv 





\ 


PLASTIC LINED VALVE 


Metal, plastic lined “Y” 


combat 


type valve 
is designed to destructive 
effects when controlling flow of cor- 


fluids. All 


parts and surfaces are protected by 


rosive wetted or inner 
heavy lining, with three plastic mate- 
Valves. 
cast carbon steel, can be supplied in 
A vail- 
with 
ASA 
Wm. 


rials available. usually of 
other alloys or special order. 


able in sizes from 1 to 3-in, 


dimensions conforming to 
Standard B16.5 for 150 psi. 


Powell Co., Cincinnati 22. Ohio 


Ball valves can be 
used at 1000-deg. F. 


Use of “Graphitar” seats in “McCan- 
naseal” models of company’s ball 
valves permits their use at temps. to 
1000-deg. F. 
oxidizing liquids or gases, and at 
700-deg. F for oxidizing reagents. 
At 1000-deg., bodies of 316 stainless 
steel, 300-lb. ASA rating, are suitable 
for pressures to 355 psig; carbon 


when handling non- 


steel for pressures to 80 psig. Same 


150-lb. ASA 


valves are suitable for pressures to 


materials in rating 
10 psig at 1000-deg. Higher pressures 
permissible at lower 


Valves 


and socket weld end connections in 


temperatures. 
are available with screwed 
and with 150-lb. o1 
ASA flanged ends in 1 thru 
8-in sizes, either manually or pneu- 
Hills-McCanna 
Co., 400 Maple Ave., Carpentersville, 


il. 


| thru 3-in sizes. 
300 Ib. 


matically operated. 


Safety ladder needs only a 
wrench and screwdriver to assemble 


“Knock-down” safety rolling ladder, 
called KDF “Trouble saver” ladder, 
offers quick assembly and rigidity in 
use, savings in freight and storage 
costs. Using all steel construction, 


ladder components consist of two 


welded side frames, reinforced ex- 
panded metal steps, a back x-brace, 
two horizontal back rails and bolts 
with nuts. Casters for rolling are in- 
serted in side frames at factory. Units 
available in 20 different models from 
2-step to 7-step and with heights to 
top step ranging from 19 to 661,-in, 
with or without handrails and in 
17% or 2514-in widths. Patent Scaf- 
folding Co., Inc., 38-21 12th St., Long 


Island City 1, N. Y. 


Dial indicators have plus-minus 
00005 inch accuracy for total range 


“Super Precision” dial indicators 
have an A.G.D. accuracy of plus or 
minus .00005-in for the .015-in total 
No. 25-109 is a 
balanced indicator with a range of 
0-3-0, .006-in, total 


range .015-in. No. 25-209 is a con- 


range (21% turns). 
one revolution 


tinuous dial model, reading 0-6, one 
revolution .006-in, total range .015- 
in. Both 
bearings. L. 


Mass. 


furnished with jeweled 
S. Starrett Co., Athol, 


SAWS 


Complete line of carbon and high 
speed steel shatterproof hole saws, 
taper adaptors and mandrels with 
high speed pilot drills supplements the 
hacksaw and band saw blades intro- 
duced by company in 1958. Nichol- 
son File Co., Providence 1, R. I. 
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Improved Products with Sales Possibilities for Industrial Distributors 





PRESSURE SENSITIVE TAPE 


Pressure sensitive polyvinyl fluoride 
PVF”, 
can be purchased in roll form and 


offers 


toughness and chemical resistance in 


tape, called “Temp-R-Tape 


exceptional weatherability, 
addition to good electrical properties. 
“Tedlar” 


(polyvinyl fluoride film) and silicon 


Tape, which combines 
adhesive, has applications in electri- 
cal and construction fields, as well as 
throughout industry as a protective 
coating, release surface and electrical 
insulation. Connecticut Hard Rubber 
Co., 407 East St., New Haven, Conn. 


ad 


Grinding wheels use 
man made rubies 

Grinding wheel is a _purplish-red 
color because of a synthetic ruby 
grain of specially processed crystall- 
ing aluminum oxide, called RA Boro- 
lon. Wheel has friability and tough- 
ness combined to a high degree, 
which results in superior form hold- 
ing with cooler, faster grinding than 
with conventional grains and bonds, 
maker claims. Called RA Borolon 
wheel with V8 bond, wheel is said 
to offer excellent performance on 
hardest, including 
abrasior resistant types. In straight, 


toughest steels, 
cup, dish and flaring cup shapes, and 
abrasive segments. Simonds Abra- 
sive Co., Tacony & Fraley Sts., Phil- 
adelphia 37, Pa. 
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ELECTRIC HOIST 


Electric hoist, model W-1, is available 
in capacities from 1 to 3 tons with 
single, two-speed or variable speed 
controls; lug or base mounting; 
plain, geared or motorized trolleys; 
two or four-part reeving. For close 
headroom applications, it is available 
in 1 or 2 ton capacities. Motors are 
fully-enclosed, ball-bearing type, built 
to NEMA specs, rated on a basis of 
30-minute duty cycle. External ex- 


panding jaw, self-adjusting cam- 
type motor-brake is operated by a 
with 
liberal drum-to-cable diameter ratio. 
Wright Hoist Div., American Chain 
& Cable Co., Inc., 735 Hay Street, 


York, Pa. 


solenoid. Drum is all steel 


Parts handling system safel 
handles tiny objects, parts etc. 


Self contained miniature parts sys- 
tem, called V-100 “Vacuum Tweezer”, 
to facilitate 
quick and safe handling of tiny 


uses vacuum energy 


objects, delicate 
components etc. 


parts, miniature 
Vacuum control is 


achieved by covering by-pass open- 
ing in pencil shaped body with index 
finger, permitting operator to quickly 
and firmly pick-up, hold, sort, carry 
or deposit miniature parts without 
causing damage or defects. System 
weighs several pounds, is engineered 
for continuous 110 V AC operation, 
and has UL approved electromag- 
netic vacuum generator. Recom- 
mended for applications requiring 
use of mechanical tWeezers, precision 
production workers engaged in mini- 
ature and micro-miniature parts as- 
sembly, by hobbyists, 
medical, dental and research labs and 


engineers. ANCO Products, 276 Park 
Ave., Collingswood 7, N. J. 


jewelers, 


PUNCHES AND DIES 

Expanded line of special purpose 
punches and dies for electrical and 
electronic punching in over 110 sizes, 
available “off the shelf”, includes D 
and double D shapes, hexagon cut- 
outs, electrical outlet knockout, key- 
hole, 7 and 9 pin tube base, recep- 
tacle, keyway, tab, trim and cutoff, 
and corner rounding styles. Punches 
and dies are also available in round, 
square, rectangular and oval styles. 
Cutting edge of punch and die is 
ground with a high degree of concen- 
tricity. Punch point is concentric 
to shank within .0005-in. User can 
purchase either the individual punch 
or die instead of complete set. 


Di-Acro Corp., Lake City, Minn. 





QUICK ANSWERS 
TO FASTENER 
PROBLEMS 


Your Republic Bolt and Nut Distributor Can Help You 


Finding quick solutions to fastening problems ‘yPes of businesses and industries. He's well 
‘s one of your Republic Bolt and Nut Dis- acquainted with all che newest methods and 
tributor’s special talents. He and his staff are = te hniques. In addition, he’s backed by the 
as close as your phone—ready to go © work know-how of Republic Steel—a company whose 
on your problem at @ moment's notice. If fastener background spans @ century. 
personal, face-to-face consultation is needed, Helping you discover problem-solving 
he’s located nearby, and will be glad to meet fastener ideas is just one of many ways your 
with you at your convenience. Republic Bolt and Nut Distributor can serve 

His knowledge of the fastener industry you- In fact, service és bis business —modern 
comes from first-hand experience in meeting rop-quality fasteners, bis product. Why not 
fastening requirements for dozens of different depend on him for both. 


Call your local distributor for quick deliveries of... 


REPUBLIC Bolts and Nuts 


, single page advertisement appears ' IRON AGE, October 27; STEEL, November 7, 1960 








SELLING BOLTS AND NUTS 


Re 


HARD WORKING 
SA L E S Pl satic-coMmen Sree: Sune 
ASSISTANTS... ice 


SELLING PIPE 
* distri 


Every one of Republic’s distributor-support 
advertisements is selling hard . . . for you! 
Ads like you see on these pages, for 
example, are telling your customers about 
major product lines that you sell... 
convincing new customers... and keeping 


the old ones sold! 


My REPUBLIC 
YOU CAN TIE IN—and get more sales at Stitnloce Stel! 





as et 


help from these advertisements by ordering = = SS 
reprints (they're free) and mailing them to = : 

your own customer list. Just drop the 

coupon in the mail to get your reprints or 

product information. 


SELLING STAINLESS STEEL 


trit 


REPUBLIC STEEL 


REPUBLIC HAS THE FEEL FOR MODERN STEEL 


Stocks the shapes and sizes you need... 


Your Steet Service Cente & 


‘aby REPUBLIC STEEL CORPORATION 


DEPT. ID-2954 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 
We’d like to tie in on Republic distributor-support advertis- 
ing! Send more information on: 

ae okt a O Bolts end Nuts O Cold Finished 

REPUBLIC (ni nite actoms Ge) caggeer O x-rru-coat Plastic Coated Steel Pipe Steel Bars 
O ENDURO? Stainless Steel O Ad reprints 

SELLING COLD FINISHED STEEL BAR Name Title 


Yx 





Company 





nmediately Address 
City State. 











HYDROMATIC POWER UNIT 


No. 700-T- 


4, has a 2-stage pumping system for 


Hydramatic power unit, 
rapid approach, and slow down for 
stroke. 


heavy-duty 


Easily replaceable, 
filter 


valve 


work 
suction protects 


pump parts, control design 
uses reversing motor for change of 
fluid flow, and motor runs only when 
ram is moving. Unit weighs 59 lbs., 
can be adapted for use with pressure 
switches, external adjustable relief 


check 


valves. Will operate both single and 


valves, and pilot operated 

Pictured is 
5, 20 and 30 
ton machines also available for use 
with power unit. W. A. Whitney M/g. 


Co.. 636 Race St.. Rockford, IJIl. 


double acting cylinders. 


ten-ton portable punch 


Cutoff valve has simple 
mechanism, mounts in any position 


Fire protection cutoff valve has no 


counterweights on interior bellows, 
may be installed in any position and 
requires a minimum of space and 
accessibility. Of stainless steel, valve 
is a bolted-bonnet gate type held open 
against two stainless steel springs by 


a fusible link. 
the 


At a preselected tem- 


perature link melts allowing 


124 


springs to snap the valve shut. The 
action is used to shut off the flow of 
flammable liquid to fire areas. Avail- 
able with flanged ends in types 304, 
316 and other stainless steels, in sizes 
150-lb 
working pressure. Valve and Fittings 
{iloy Corp., Hillside, 


from 1% to 6-in for up to 
Div., Cooper 


\ eu Jersey 


Testing device measure wheel 
hardness while it is rotating 


Electronic device, called the Dyna- 
Grader, tests hardness and uniform- 
ity of a grinding wheel across its 
entire surface while it is rotating. 
Device, recommended for improving 
wheel uniformity and quality control 
of production grinding, passes a coni- 
cal steel cutter across face of moving 
wheel and crushes minute amounts of 
abrasive from wheel surface. Forces 
required to crush abrasive are elec- 
measured. Macklin Co., 


Vic h : 


tronically 


Jack son, 


SONIC GUN 


Sonic gun offers instantaneous ultra- 
sonic defoaming, degassing, mixing 
and dispersing in pipe lines or tanks 
in process industries. Device, which 
has no moving parts, can also be 
used as a high level noise source for 
signaling or environmental testing. 
Gun requires a source of compressed 
air from 50 to 100 psi, with con- 
sumption approximately 10 to 15 
cfpm. Fabricated of stainless steel, 
gun can be used in applications in 
high temperature conditions. Gun 
can be made to suit specifications for 
any work requiring a specific fre- 
quency from 10 to 100 KC. Ulera- 


sonic Industries Inc., Ames Court, 


Engineers Hill, Plainview, L. 1., N.Y. 


UTILITY CHAIN WRENCH 


“C-12” Utility 


. j ”” 
signed to accommodate 14” to 4 


chain wrench, de- 
pipe, features double jaw construc- 
tion which allows wrench to be op- 
direction without 


erated in either 


having to remove and refastea it 
when changing directions. Only “4” 
clearance is required to apply the 
wrench, making it suitable for limited 
access applications. Length of chain 
is 1534”. Extra links may be added 
if desired. The length of the handle 
is 127%” and the total weight of the 
wrench is 1 lb. 12 oz. Ridge Tool Co., 
Elyria, Ohio. 


SCREW CONVEYOR DRIVE 


Larger size unit added to company’s 


“Screw-King” line of screw conveyor 
drives, called No. 5 Screw-King, is 
13:1 and 20:1 
requirements to 20 hp at 73 rpm, and 
30 hp at 120 rpm, with output shaft 


sizes of 2, 2/5, 3 and 3,%-in. Unit 


offered in ratios for 


consists of a double reduction speed 
reducer with intergal drive shaft and 
support bearings, and a trough end 


INDUSTRIAL DISTRIBUTION 





adapter, punched to match standard 
screw conveyor troughs. Unit attaches 
quickly to any standard screw con- 
veyor. American Pulley Co., Div. 
Van Norman Industries, Inc., 4220 
Wissahickon Ave., Philadelphia 29, 
Pa. 


Adhesive can be used to 
bond a variety of materials 


High strength, heat resistant ad- 
hesive, EC-1828, can be spray ap- 
plied in a relatively dry form and 
requires only contact pressure for 
bonding a variety of materials, in- 
cluding polystrene, sheet plastic, 
steel, aluminum, wood, particle board 
and foamed glass. Applications in- 
clude fabrication of honeycomb 
sandwich panels; bonding panels and 
metal assemblies etc. Parts coated 
with adhesive can be assembled, 
positioned and repositioned without 
components adhering together. Ad- 
hesive maintains high strength prop- 
erties over a_ service temperature 
range from minus 30-deg. F. to plus 
250-deg. F. Adhesive gives excellent 
coverage and one gallon will cover 
over 300 sq. ft. of bonding surface. 
Minnesota Mining & Mfg. Co., 900 
Bush Ave., St. Paul 6, Minn. 


MOUNTING TEMPLATES 


Mounting templates, furnished with 
each of company’s V-7 series vises 
permit pre-drilling of benches and 
partial placement of fastening bolts 
before vises are located. Used with 
company’s 3-point mounting, they 
are said to cut installation time by 
50%. Their use assures tight fasten- 
ing, easy operation and longer life, 
maker claims. Columbian Vise & 
Mfg. Co., 9023 Bessemer Ave., Cleve- 
land 4, Ohio 
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Temperature indicators 
have new ratings 


Temperature ratings of “Tempilstiks” 
for 256 and 269-deg. F. make it 
possible to hold matrix temperatures 
to close tolerances in tire retreading 
and in rubber industry generally. 
In tire retreading and rubber curing 
range between 250-deg. and 325-deg. 
F, “Tempilstiks” can be supplied in 
6 or 7-deg. steps. Tempil Corp., 132 
W. 22nd St., New York 11, N. Y. 


Motion transmitter monitors 
tool and machine operations 


Pneumatic motion transmitter, de- 
signed to transmit linear motion as a 
pneumatic signal for indication on a 
remote receiver gage, can be installed 
on a wide variety of machine and 
tooling set-ups to send continuous 
checking information to a central 
control station. Motion is sensed by 
the valve actuating rod, which causes 
a change in output air pressure. 
Thus, a pneumatic output signal di- 
rectly proportional to motion is 
available for control. Pneumatic mo- 
tion transmitter uses either a 3-15 psi 
or 3-27 psi output signal, with sup- 
ply air requirements of 18-20 psi 
and 30-35 psi, respectively. Gauge & 
Instrument Div., Manning, Maxwell 
& Moore, Inc., Stratford, Conn. 





Dake offers the 

most complete line 

(1 to 600 tons) of 
hydraulic and 

arbor shop presses for 
forcing, bending, 
straightening and other 
pressing jobs. Use 

your Dake Catalog 
No. 350... sell your 
customer the exact press 
for his job. Or if he 
requires a special press 
...Dake engineers will 
.do the designing and 
building. Dake Press 
sales are key sales... 
in profits as well as in 
satisfied customers. 


631 Robbins Road, 
Grand Haven, Michigan 





How to make best selling “H99”’ 
yield EXTRA PROFITS 


Pipe Sockets —This semi-steel, female 
threaded socket lets you recommend “‘H99"’ 
for a wide variety of equipment with pipe 


Lubrication Seals — for noth swivel and 
wheel bearings—are features you can sell 
where it is important to keep grease in, 
dirt out. Protect floors, give longer caster 
life 


Grooved Wheels —adapt standard 
“H99" casters for operation on inverted 
angle-iron track—help you get orders for 
production line trucks 


é 


Stems —adapt ‘‘H99" to any equipment 
with tubular legs. Note also COMBINATION 
SWIVEL LOCK AND WHEEL BRAKE 
another sales making variation 


Thread Guards — ideal for textile pliant 
use—with specially constructed wheels and 
spacer washer, prevent threads and other 
material from binding wheels. 


‘Floating Hub’’—Bassick ‘‘09" is the 
‘Floating Hub’’ equivalent of ‘‘H99."" Sell 
this where customer has delicate equip- 
ment or fragile loads to handle. Ideal for 
rough service on power-pulled trucks. 


Detachable Swivel 
Lock —This ‘‘add-later’’ fea- 
ture for 6” and 8” sizes can 
help an undecided customer 
make up his mind in your 
favor. Be sure to specify 
“X%400" locking ring 


We’re sure that you—as a Bassick distributor—already know about popular, easy- 
to-sell Bassick “H99,” the fastest selling high quality truck caster on the market. 
But do you know about these ““H99” accessories and variations? They can help 
you satisfy your customers needs and help you make extra money, too. 
Keep the facts on them at your fingertips, and recommend them on your calls. 
The Bassick Company, Bridgeport 5, Conn. In Canada: Belleville. Ont. 125 








Bassick |h2y 


sectlonce A DIVISION OF 


STEWART-WARNER CORPORATION 

















Portable hydraulic lifter can 
be disassembled in seconds 


Portable hydraulic lifter called the 
“Jiff Lift” caddy, can be disassem- 
bled in seconds for easy storage and 
transporting in car trunk or back 
seat, pick-up truck or station-wagon. 
Unit is said to make it possible for a 
single man to easily lift a load up to 
320 lbs., any height up to 36 inches 
and move it from place to place with- 
out danger of strain. When dis- 
mantled, the “Jiff Lift” forms a com- 
pact unit measuring 52” x 22” x 9” 
and weighs only 64 lbs. It is easily 
assembled in less than half a minute. 
Grand Specialties Co., 4701 W. Grand 
fve., Chicago 39, Illinois. 


Hydraulic jacks are designed 
to eliminate cylinder scoring 


“Hydra-Toe” toe lift hydraulic jacks, 
in a choice of self-contained or re- 
mote controlled models, are designed 
to eliminate cylinder scoring. An 
alloy steel bar is suspended from the 
top between the twin hydraulic cylin- 
ders of the units and rides in the 
aluminum alloy housing. This ar- 
rangement prevents any wear from 
affecting the hydraulic system— 
previously the major source of 
trouble in such jacks, maker claims. 
Units have a capacity of 15 tons. 
Model S-159 is self-contained, has 
both high and low speed pumps. 
Model R-159 is remote-controlled by 
hand or powered gasolime, electric 
or air pumps. With sufficient reser- 
voir capacity, any number of jacks 
can be used to instantly pick up low 
loads. Templeton, Kenly & Co., 
2525 Gardner Rd., Broadview, Ill. 
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Reduce inventory costs 
ONE Permace! Tape 
for practically all masking jobs 

This versatile tape retains 

its fine quality even after long aging 
Won't warp, buckle or telescope 


Stain, heat, moisture resistant 


“PerRmacet 


NEW BRUNSWICK, NEW JERSEY + TAPES+ ELECTRICAL INSULATING 





MATERIALS « ADHESIVES 


9/32” thru 2” 


Taylors Tougher 


It's news! Taylor electrically flash 
welds ALL SIZES of TM Alloy Steel 
Chain! Every weld is positive, free of 
oxides and foreign materials. In addi- 
tion, all TM Alloy Slings have pat- 
ented Tayco Hooks—undergo rigid 
quality control, link-by-link inspection 
and scientific testing. These factors 
plus a signed Test Certificate assure 
faster, easier selling for you—maxi- 
mum, trouble-free service and lower 
costs for your customers! Call or 
write for Bulletin 14-A today. 


Chain /s our specia/ty — not our sideline! 


aylor 
ade 
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SIGN HANGING CLAMP 


Heavy duty universal band clamp can 


be used for heavy duty tie-down 
banding, mounting, or other applica- 
band 
loads. Clamp has a band width of 
114” to provide 1000 lbs. band ten- 


sion at 150 Ib. in 


tions requiring high tension 


. torque. 


The clamp 
offers wide diameter adjustment for 
each size. It is available in sizes from 
28” Marmen 
11214 Ex- 


Angeles 64, 


through diameter. 


Division, Aeroquip Corp., 


position Boulevard, Los 


California. 


Folding rules wear from 
13 to 26 times longer 


“Life Guard Yellow” folding and ex- 
tension rules feature abrasive resist- 
ant finish said to allow markings on 
rules to wear from 13 to 26 times 
longer. Surface protection also pro- 
vides resistance to most oils, alkalies 
and acids, offer maximum visibility 
reading under difficult 
Two 6-ft. 
No. 6LG and 6LG extension rule. 
Stanley Tools, Div. Stanley Works, 


New Britain, 


for accurate 


conditions. rules offered: 


Conn. 


DOWEL PINS 


Line of military standard stainless 
steel dowel pins, coated with a mois- 
ture protective film and packaged in 
clear plastic bags to meet MIL Spec. 
C-16173B, range in size from *4 by 
2%g-in to tiny pins measuring .0284 
by .2l-in. Due to their corrosion 
resistance and non-magnetic proper- 
ties, the pins, called MS-16555 Type 
116 stainless steel, are being specified 
Anti-Corrosive 
Castleton-On- 


in defense contracts. 
Metal Products Co., 
Hudson, New York 


SALAMANDER 


High capacity floor type salamander, 
No. 1412, has a rated capacity of 
150,000 B.T.U. per hour at 100 psi. 
No pressure regulation required 
unit is connected to the fuel tank with 
high pressure hose that has a mini- 
mum burst pressure exceeding 1500 
psi, is available in four standard 
lengths. 
flame, without smoke, soot or mon- 
oxide fumes. Insto-Gas Corp., 998 E. 
Mich. 


Unit burns with a clear blue 


Woodbridge, Detroit 7, 


STAINLESS STEEL BALL VALVE 


Type 316 
for corrosive fluids and gases and for 
general use in ‘corrosive service, is 
designed and manufactured to ex- 


Stainless steel ball-valve, 


tremely close and accurate tolerances, 
eliminating the need for adjustment 
or take-up maintenance while in serv- 
icio. Teflon seats are 
molded and then machined to insure 


perfect mating between the seat and 


precision 


ball surfaces. Internal springs or 
compensators to counteract wear at 
the most critical points are not 
needed. 


Stainless Steel and Teflon seat pro- 
resistance 


Combination of Type 316 
vides superior corrosion 
maker claims. 
(1) to- 
entry design, (2) compactness, (3) 
self-aligning ball, (4)  straight-thru 
flow, (5) long-lasting resilient seats 


and life expectancy, 
Additional basic features are: 


and seals, (6) quarter-turn operation, 
(7) low-operating torque, and (8) 
leak-proof performance. Available in 
4” to 2” sizes. The Lunkenheimer 


Company, Cincinnati, Ohio. 


INDUSTRIAL DISTRIBUTION 





Brass fittings offer fast, 
pressure-tight coupling 


Line of brass fittings available in 
both low pressure and high pressure 
couplings, in three sizes, for poly- 
ethelyne and similar plastic tubing. 
Tubing sizes accommodated include 
4” o.d. with .040” wall; 3%” o.d. 
with .062” wall; and 34” o.d. with 
062” wall. Temperature rating is to 
140° F., and recommended working 
pressures for this tubing are up to 
136, 169, and 141 psi respectively 
for the three sizes. Fittings have a 
smooth inner sleeve over which the 
plastic tubing is pushed to a stop. 
Tightening a nut applies clamping 
outer 
tubing walls, to hold it firmly and 
prevent both leakage and slipping. 


pressure against inner and 


Low pressure fittings are assembled 
by hand until finger tight. These are 
recommended for pressures below 4- 
psi, with steady flow and slight vi- 
bration. Spanco Brass Co., Otsego, 
Michigan 


Hs 


Bracket attachment offers more 
accuracy and precision of cut 
Bracket ““Nibblex” 


sheet metal cutting attachment allows 


attachment for 


operator to use cutting tool with one 
hand, leaving other free to secure 
working stock. Attachment is espe- 
cially useful when stock is of such a 
size or shape that it can’t be secured 
in a vise or to a work bench. At- 
tachment, for use with any electric 
or air operated handrill, drillpress, 
milling machine, flexible shaft ma- 
chine or other drive that takes a 
'4-in chuck, is capable of cutting flat 
or corrugated sheets of iron, steel, 
aluminum, copper, brass and stainless 
to 19 gage. Hedstrom Tool Co., 391, 
Vontclair, N. J. 
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HYDRAULIC PUMPING UNIT 


“Vanguard” 2-stage hydraulic pump- 
ing unit, Series VI-Y-60, is designed 
to increase flow of oil during high- 
pressure stage, operates at pressures to 
6000 psi and is identical to company’s 
10,000 psi model, Vanguard X — 

Y-26 series, except that pistons of 
the 5-cylinder axial piston pump, 
which operates during high-pressure 
stage, have been enlarged to increase 
pumping speed for high-pressure re- 
quirements. Low-pressure stage is un- 
changed and consists of a high vol- 
ume gear pump which quickly moves 
hydraulic ram to and from work. 
Units, when equipped with a 3450 
rpm jet pump type motor, deliver 
following volume of oil at various 
pressures: 600 cu. in/min. at 100 psi; 
400 cu. in/min. at 500 psi; 135 cu. 
in/min. at 1000 psi; 110 cu. in/min. 
at 6000 psi. Precision Hydraulics 
Div., Owatonna Tool Co., 373 Cedar 


St., Owatonna, Minn. 


Hand spray gun has push-pull 
device for instant spray change 
Company's P-MBC or MBC hand 


spray gun can now incorporate a 
push-pull device enabling an instant 
change from a broad spray pattern 
to a narrow one. Pushed in, unit 
switches spray from a broad to a 
narrow pattern. Pulled out again, 
broad fan spray pattern is restored— 
all without losing original pattern 


setting. Devilbiss Co., Toledo, Ohio 





Taylors 
Tougher 


Distributors report that 
patented Tayco Hooks 
make TM Alloy Sling 
sales easier. Unique, 
channel-type construc- 
tion protects the hook- 
er's fingers—adds extra 
strength for tougher, 
safer, more mainte- 
nance-free service. 
Start tapping the big 
market for TM Alloy 
Sling Chains in your 
area. Metalworking 
plants, machinery 
builders, steel ware- 
houses, foundries and 
many other industries 
are prime prospects. 
Get all the facts. Write 
for Bulletin 14-A. 
Pat No. 2,646,306 


Chain is our specialty — not our sideline! 


aylor 
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Acetic Ether + Ace 


¢ Barium 


Sulphate 


e Bri- 


« Buty! Acetate + Calciu 


¢ Car’ 


ydroxide « Potassium Sulphide « 


ate « Sodium Bisulfite » Sodium Carbonate 


« Alcoho 


enzene « 


« Kerosene « Kraft 
Acetate « Methyl! Alcohol 
gpphtha + Nicotine + Nitric Acid « 


mePentane « Petroleum «+ Petroléum 


Potassium Cyanide + Potassium 


ate » Sodium Sulfate + Sodium Sulfide +» Sodium 


A 


Acid + Sulphuric Acid » Sulphur Dioxide + Tannic Acie 


chloride » Tetrachlorethane + Toluol + Tri-Sodium Phosphate + Trichiorethylene + Turpentine - 


SIMPLIFY INVENTORY 


with the all-purpose gasket material 


You keep customer good will when 
you sell DURABLA gaskets. He buys 
= of a single material that can 
e used with proved safety for over 
120 chemicals, and their thousands 
of variations. 

You serve him quickly . . . exactly. 
That kind of customer service brings 
him back for more. In addition, there 
is less chance of making mistakes in 
filling orders, and at inventory time. 

Built-up of a thoroughly digested 
mixture of carded asbestos fibre with 
a small amount of special compound, 


DURABLA Homogeneous Sheet 
Packing is used for sealing of practi- 
cally all oils, gases, alkalies, acids and 
hydrocarbons. It is suitable for a wide 
range of temperature-pressure 
combinations. 

DURABLA Sheet Packing comes 
in eight gauges. Gaskets are supplied 
in all sizes and shapes, accurately 
machine cut. 

Send for price list, samples and 
descriptive bulletin [D-111. 


DURABLA MANUFACTURING COMPANY 


114 Liberty Street, New York 6, N. Y. 


 DURABLA 


Manutacturers of DURABLA Pump Valves and Check Valves 





Caster wheels offer longer life, 
greater capacity and rolling ease 


Floor-protective, high capacity swivel 
and rigid casters, in wheel diams. 
12-in and tread widths 
from 11% to 4-in, are equipped with 
“Duralist” polyurethane tread wheels 
said to outwear ordinary rubber 5-10 
times. Casters have swivel locks and 
wheel brakes as optional on many 
models, with tapered roller bearings 
available in wheels 6-in or larger. 
Hamilton Caster & Mfg. Co., 1700 
Dixie Highway, Hamilton, Ohio 


from 4 to 


POWER SAW 


Light-weight, heavy-duty, ball bear- 
ing equipped seven-inch power saw, 
Model 177, is designed for contrac- 
tors and builders. Unit weighs only 
10 lbs. but will cut to a depth of 
2%4-in at 90-deg. at 45- 
deg.—more than ample for handling 


and 1%-in. 


2-in dressed lumber on a compound 
miter. The 12-amp motor has an idle 
speed of 4500 rpm. Features include 
a built-in shaft lock which securely 
locks shaft for quick and easy blade 
changes; conveniently located con- 
trols that make it easy to raise or 
lower saw to desired cutting depth, 
or position unit for bevel cutting. 
Accurate depth and calibrated angle 
segments facilitate settings. Rock- 
Well Mfg. Co., Power Tool Div., 400 


N. Lexington Ave., Pittsburgh 8, Pa. 


INDUSTRIAL DISTRIBUTION 
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DiSSTon- pe 


SUPER SAFE - 


STEADY PROFITS 


with DISSTON’S complete metal cutting line 


Sell the complete Disston metal cutting line. It moves fast, builds steady 
profit because industry knows and respects the name of Disston, 


With Disston you get the priceless 
combination of quality and mar- 
keting support for all products. For 
example, take Disston’s new high 
band Through new 
manufacturing processes devel- 
oped exclusively for greater con- 
trol of setting and heat treating, 
Disston’s high speed band saw now 
tops the field. 


speed saw. 


Backing up every Disston prod- 
uct you'll find selling aids at the 
distributor level — promotional 
and advertising support through 
major industrial publications. 

And always, you get finest qual- 
ity products designed and engi- 
neered to meet industry’s highest 
standards. Disston’s metal cutting 
line has the edge. 


Learn more about Disston’s complete line of metal cutting tools for 
industry. Write to Disston Division, H. K. Porter Company, Inc., Pitts- 


burgh 19, Pennsylvania, 


il 
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DISSTON DIVISION 
H. K. PORTER COMPANY, INC. 





for a superior finish 
when centerless grinding 
specify Jewel Brand 
abrasive belts 


Courtesy of Production Machine Company, Greenfield, Massachusetts 


The 486 Centerless Grinder is 
designed for precison grinding and 
finishing small parts by plunge cut or 
thru-feed methods. It is equipped 
with a ground steel contact roll or a 
rubber faced contact roll for low 


micro-inch finishing. 


No matter what the grinding method or the operation 
to be performed, there’s a Jewel Brand abrasive belt 
designed for it. That’s why experienced operators 
specify Jewel Brand. They know they'll get the right 
bond, the right backing and the right grain. 


Next time, why don’t you specify Jewel Brand? 


For a trial run, call your industrial distributor or write: 


Abrasive Products, Inc., South Braintree 85, Mass. 


te a ob *ete* 


COATED ABRASIVES 


belts * rolls * sheets * discs * specialties 





POLYETHYLENE TAPE 


All-purpose pressure sensitive poly- 
ethylene tape, called “Ger-Pak Miracle 
Tape”, is said to have a superior ad- 
hesive with gast attack and superior 
pull strength; a quickly peelable 
split-paper backing for ease of ap- 
plication; a built-in cutting edge on 
dispenser for greater convenience. 
Tape is waterproof and adheres to 
plastic, paper, smooth wood and 
metal surfaces. In natural-clear or 
sunlight-resistant black apaque rolls, 
2-in x 100 ft. Gering Plastics, Div. 
Studebaker-Packard Corp., North 7th 
& Monroe Ave., Kenilworth, N. J. 


4 


Tube coupling retains its 
seal under violent conditions 


High temperature, high pressure 
rigid tube coupling, called “Dyna- 
tube”, maintains its seal under con- 
ditions of vibration, shock, pressure 
overloads, pulsing action or tempera- 
ture variations. These leakproof 
fittings are not subject to the tor- 
quing difficulties associated with cur- 
rent fittings although size and weight 
are reduced, maker claims. Seal is 
maintained over extremely wide 
minimum and maximum tightening 
torques. Coupling provides absolute 
dynamic sealing for all liquids and 
gases to 700-deg. F., remains leak- 
proof under cyrogenic conditions. In 
sizes from —3 thru —24. Resistoflex, 
Roseland, New Jersey 


INDUSTRIAL DISTRIBUTION 





RADICALLY 
NEW YARWAY 
STEAM TRAP 
DEVELOPMENT 


OFFERS YOU 
NEW PROFIT 
OPPORTUNITIES 


YARWAY SERIES 130 is a bright, new 


addition to the Yarway line of steam traps—and its 
enthusiastic reception forecasts a profit bonanza for 
Yarway distributors! 
Hardly had SERIES 130 been announced when 
orders and comments like these started pouring in: 
“Radically new and different—send 50” 
TEXAS INDUSTRIAL 
“We want 100 immediately” 
WISCONSIN MEAT PACKER 
“Ordering 60 as first part of new standardization program” 
LOUISIANA REFINERY 
“First important development in steam trapping in years’ 
MICHIGAN INDUSTRIAL 
“We'll start with 24—more later”’ 
OHIO PETRO-CHEMICAL 


’ 


STRAINER 


New SERIES 130 Yarway Impulse Steam 
Trap combines steam trap, strainer and 
blow-down valve in one small, compact 
unit. Saves time, money, space, main- 
tenance. Ideal for tracer lines, steam 
main drips, instrument boxes and other 
steam equipment. 


Nice business ? Sure it is—and Yarway distributors 
are getting it! In the first 90 days after the Series 130 
introduction, 35 distributors ordered two or more 
times; 8 distributors ordered three times and 4 
distributors ordered four times! 

The popularity of this new Yarway Steam Trap— 
coupled with the all-out support of Yarway’s nation- 
wide field engineering force and a strong Yarway 
advertising and promotion program—will make 
distributors’ cash registers ring loud and long. 

Yarway’s well-known high profit margin will 
sweeten the “‘take’”’ where it counts! 

If you’d like to know more about Yarway’s dis- 
tributor policy, write R. S. Pollard, Vice President, 
Distributor Product Sales, Yarnall-Waring Com- 
pany, 100 Mermaid Ave., Philadelphia 18, Pa. 


bisa 


SERIES60 SERIES120 SERIES30 SERIES40 SERIES 130 


THE YARWAY LINE 
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new 
U A-300 
power writer 


» 


Th foy-¥ 


Just asthe name implies, the UA-300 Power Writer is a power writing tool. 
It’s @ pencil styled, air-detivyated tool for inscribing, eoding, labeling or ” 
marking all types of materials such as hard and soft metals, plastics, 
ceramicsand glass. Almost vibrationless, the tool produces readable marks 
down to %,”. It operates on a line pressure of 40 to 100 psi. No valves or 
regulators needed, Each unit is equipped with an 8 ft. air hose. Anyone 
who can handlea piece of chalk or pencil can write on metal or other hard 


surfaces with this new. tool. Write for price and complete information. 


UTICA OROP FORGE & TOOL DIVISION - KELSEY-HAYES COMPANY, UTICA 4, NEW YORK 





Rust remover removes rust to 
bare metal by chemical action 


“Aci-Gel” rust remover replaces 
costly manual methods such as wire- 
brushing, blast cleaning and flame 
cleaning in removing rust, maker 
claims. Remover brushes on and off 
with water, leaving a clean surface 
for painting. Suspended in a thixo- 
tropic gelling agent, remover clings 
to vertical surfaces, will not sag. 
Sloan Chemicals, Inc., Caxton Bldg., 
Cleveland 15, Ohio 


HERMETIC PUMPS 


Line of centrifugal pumps, totally 
enclosed and hermetically sealed for 
use with toxic, inflammable, or highly 
volatile liquids, are said to be ideal 
for transferring liquids in chemical, 
petro-chemical, atomic energy, ma- 
rine and other industries. Simplified 
design includes long-life, self-adjust- 
ing bearing, no mechanical seals or 
stuffing boxes. Line includes 13 sizes, 
with discharges from 1 to 5-in. 
Standard units are designed for 120 
psig and temps. of 40 thru 250-deg. 
F. Buffalo Pumps Div., Buffalo Forge 
Co., Buffalo 5, N. Y. 
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HOT OR COLD 
LUBRIPLATE LUBRICANTS 
CAN BE SOLD 


Sixty below, the temperature quoted in the adjoining 
advertisement, is certainly a good example of an ex- 
treme condition for the use of any lubricant. Other 
testimonials received from users in the food, heat 
treating and other industries, show that LUBRIPLATE 
Lubricants perform equally well at high tempera- 
tures. The point is, North or South, Winter or Sum- 
mer, the salesman who has LUBRIPLATE Lubricants 
to sell has a ready market at his door step... all 
year round. 


Machinery users everywhere have found LUBRI- 
PLATE Lubricants to be far more effective than con- 
ventional lubricants. They reduce friction and wear 
and prevent rust and corrosion. Their use assures 
more continuous machine operation, less power con- 
sumption and lower maintenance costs. Yes, you 
have real sales points to use when you offer LUBRI- 
PLATE Lubricants. 


LUBRIPLATE Lubricants are bought by the same 
machine operators again and again. This means 
that when a salesman makes an initial sale, he has 
created a permanent customer to whom he can sell 
LUBRIPLATE and other products thereafter. The 
LUBRIPLATE Sales Policy provides territorial pro- 
tection. The line is promoted by big national indus- 
trial advertising. The LUBRIPLATE Tag Plan pro- 
vides the salesman with hot leads. 


Fellows, here is a line that has everything. It is in- 
deed worth your while to push it. 


LUBRIPLATE 


THE MODERN LUBRICANT 





“WE USE 
LUBRIPLATE 
LUBRICANTS IN 
TEMPERATURES 
DOWN TO -60°F ° 


says UNITED KENO HILL MINES LTD. 
of Whitehorse Y. T. (Canada) 
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To further quote Mr. W. C. 

Whitehouse, the mechanical 
superintendent of their Transport Divi- 
sion, ‘We are using LUBRIPLATE Lubri- 
cants in engines, transmissions, final 
drives and wheel bearings of all our ma- 
chines. Six LUBRIPLATE products satis- 
factorily lubricate all our equipment 
both Winter and Summer.” 
W.C. Whitehouse, Mechanical Superintendent 


REGARDLESS OF THE SIZE AND 
TYPE OF YOUR MACHINERY, 
LUBRIPLATE GREASE AND 
FLUID TYPE LUBRICANTS WILL 
IMPROVE ITS OPERATION AND 
REDUCE MAINTENANCE COSTS. 


LUBRIPLATE is available 

in grease and fluid densi- 

ties for every purpose... 
LUBRIPLATE H.D.S. 
Moror OIL meets today’s 
exacting requirements for 
gasoline and diesel . 
engines. < 

















For nearest LUBRIPLATE distributor see 
Classified Telephone Directory. Send for 
free ‘““LUBRIPLATE DATA BOOK”... a 
valuable treatise on lubrication. Write 
LUBRIPLATE DIVISION, Fiske 
Brothers Refining Co., Newark 5, N. J. 
or Toledo 5, Ohio. 


"SKE BROTHERS REFINING 6: ; 





THE 


REPEAT DEMAND 
FOR OSBORN 
PAINT BRUSHES 
MEANS MORE 
PROFIT TO YOU 


Selling from scratch can take time. Too much time. That's 
where the repeat demand for popular Osborn industrial 
brushes saves you valuable time. Pays off in more profit 
per call. Osborn brushes are backed by solid, pre-selling 
national promotion. It’s the complete, top-quality brush 
line respected for value by both buyers and users. How 
can you take advantage? On every call—ask for an 
Osborn industrial brush order. The steady demand means 
repeat business, more profit to you. The Osborn Manu- 
facturing Company, 5401 Hamilton Avenue, Cleveland 
14, Ohio. ENdicott 1-1900. 


Power, Paint and Maintenance Brushes 


Metal Finishing Machines. ..and Finishing oO N 
Methods « Foundry Production Machinery 
® 





ELECTRIC FURNACE 


Model LP-2472H electric furnace has 
wide temperature range for heat- 
treating, drawing, glass annealing 
etc. With fans removed, temperature 
can be controlled from 300 to 2300- 
deg. F.; with forced convection fan, 
150 to 1875-deg. F. Features include 
input controllers; multiple circuits; 
gradients indicated by a pyrometer 
and thermocouples located zonewise. 
L and L Mfg. Co., 804 Mulberry St., 
l pland, Chester, Pa. 


INDUSTRIAL GRINDER 


Model No. 3 industrially rated hand 


orinder is said to have a 50% in- 


crease in power and efficiency over 
earlier Model No. 2, and runs much 
cooler. Unit develops 27,000 rpm 
and sustains its high torque under 
load. Motor is housed in _ shock- 
proof bakelite and is equipped with 
a 3-wire ground cord for maximum 
safety. With a collect capacity of 
|. a; and 14-in, it accommodates all 
standard wheels and burrs. Recom- 
mended for production deburring, 
model shop work, polishing and 
grinding dies and molds, general tool 
and die room use. Dremel M/g. Co., 


Racine, Wisconsin 
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ITS A RACK! 








ITS A 





ITS A BENCH! 


CART! 











It’s one of over 250 new Acme Steel Slotted Angle Kits 
that give you over 250 new chances to make sales 


Odds are, every customer you contact needs 
basic shop equipment—like storage racks, tables, 
benches and carts. Now, you can show ’em over 
250 ready-to-assemble structures in most pop- 
ular types and sizes. 

These new kits provide your customers with 
the strength, durability and erection ease of AIM 
Brand Slotted Angle in convenient pre-cut form. 
They just open the package, grab a wrench and 
go. Everything’s there: nuts, bolts, accessories 
and instructions. 

Once customers experience the convenience, 
time and labor saving advantages of slotted angle 
construction, more kit sales are a cinch. And kits 


| FF 


CARTS 


SHEET STOCK RACKS BENCHES 


BAR STOCK RACKS 


also open new opportunities for volume sales of 
standard 10, 12 and 15 ft. lengths for big jobs. 

Naturally, you needn’t stock all models of kits. 
With Acme Steel’s system, you keep the most 
popular ones on hand, order others as needed. 
Your Acme Idea Man has full facts. Or write: 
Acme Steel Company, Fabricated Materials 
Division, Dept.IHS-111,135th St. & Perry Ave., 
Chicago 27, Illinois. 


IDEA LEADER IN 


site FRAMING 


STEEL 

















TABLES CUBE TYPE BAR RACKS GENERAL STORAGE UNITS 





More Distributors 
Profit More on 


Because More 


Industries Use 


The World’s Most 3 . LT : N ( 
Complete Line of 


The finest in quality and 
dependability. 

Every type of fabric belting 
produced anywhere. 


All widths, thickness and finishes. wnave sous Wewes Correne 


Standard, impregnated, coated STITCHED CANVAS 
or treated. KANRY -TEX HYCAR 
PLASCELL NEOPRENE 
CELLULOSE P.V.C. 
WET GRAIN WAX-TREATED 
ENDLESS 

. PLUS a research department BITUMINOUS IMPREGNATED 
that accepts ANY challenge for the SLINGS SIEVE LINING 
right belting for any problem ! CLEANER AND SIFTER BRUSHES 


Smooth, rough or specially 
surfaced. 


Prompt delivery from stock. 





If you would like to profit on belting made by a 
manutacturer who recognizes his responsibility to 
you as well as to your customer, write Globe for 


further details. 


GLOBE WOVEN BELTING CO., INC. 


1400 CLINTON ST BUFFALO 6, N.Y. 


Walters Belting Industries, Inc. Cromwell, Conn. 
Endless Belt Division of Globe Woven Belting Co., Inc. 





AIR SCREWDRIVER 


“Straight-8” air screwdriver, featur- 
ing company’s Q.T. Silencer and 
Twin-Clutch Torque Control for driv- 
ing small screws and nuts to size 8 
threaded fasteners, is built with a 
completely new No. 101 series air 
motor featuring a five-blade power 
booster (with a two-blade air trap) 
for sustained power under load. 
Available in 4 speeds (500, 1000, 
2,200 and 4,500 rpm), tool comes 
with a choice of company’s Fastener 
Finder for slotted-head screws, or Zip 
Chuck for interchangeable use of 
Phillips type belts, magnetic bits, or 
socket drivers. Series is offered with 
“panic button” instant power reverse, 
or in non-reversible models. Thor 
Power Tool Co., 175 N. State St., 
Aurora, Ill. 


Portable heater gives 
heat in three seconds 


Portable heater, called “Instant 
Heater”, uses kerosene No. 1 fuel oil, 
puts out 75.000 BTU’s per hour in 
circulating warm air, is controlled by 
plugging into or out of any 115 volt 
electric circuit. Heater does not give 
off dangerous or undesirable fumes. 
will run 10 hours steadily and with 
a thermostat (optional) will run 15 
to 20 hrs. Master Vibrator Co., Dav- 
ton, Ohio 
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extra sales opportunities with the 
high-quality, good profit e#eence# line 








Ratchet Knockout One-Shot Hydraulic 


Knockout Punches Hydraulic Knockout Punch 
Punch Drivers Knockout Punch Drivers 


for %"-5" Conduit Driver and Punch Sets 


/ 


Solid-Center Expansive Ship Auger Electricians’ Brace Bit Flat-Type Electricians’ Unispur Ship Auger Power Bit 
Auger Bits Bits Car Bits Auger Bits Extensions Power Bits Power Bits Power Bits Power Bits Extensions 


Hollow Hollow Double-Flute Single-Flute Doudle-Spur Multispur® Dowel Dowel Spur Adjustable 
Chisels Chisel Bits Routers Routers Machine Bits Machine Bits Bits Drills Machine Drills Countersinks 


Write for catalogs and prices on Greenlee 
tools. Catalog 37-E ... knockout tools and other time- 
saving tools for electricians. Catalog 37-H ... hand and s 


power bits. Catalog 36-M .. . mortising, boring, and 
i i i 1963 COLUMBIA AVENUE, ROCKFORD, ILLINOIS 


routing tools for woodworking machinery. 
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for a top line...and a top name- 


REMEMBER 


INDUSTRIAL 


BRUSHES 


and you'll always have 


the right answer .. . 


Here distributors have quality 
that is proved through the years 
—Price that is right all the way— 
Profit that is excellent. 

Simplify your selling job by fea- 
turing Milwaukee Industrial 


Brushes. Quantities of any type, 


purchased any time, are uniform 
throughout. Here you get full 
cooperation to smooth the way 
to sales—here is your logical 
source of supply whether for 


® Production Brushes for power use standard or special types. 


® Production Brushes for hand use Write for 


® Brushes for various maintenance needs descriptive literature 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET MILWAUKEE 45, WISCONSIN 





HEAD & EYE PROTECTION 


“Satellite” head-and-eye protection 
system offers a standard, feather-light 
plastic headgear, adjustable in quar- 
ter sizes from 61% to 8 headsize, with 
replaceable plastic-foam, brow-cush- 
ion and convenient tension adjust- 
ment on the molded _ brow-shield. 
Headgear is available with, or with- 
out, a molded fibre skull-guard and 
is constructed of a special, soft, 
tough yet easily-cleaned plastic ma- 
terial. The headgear brow-shield is 
equipped with sturdy “floating” snaps 
for attaching an interchangeable as- 
sortment of standard shields to meet 
each job requirement. The complete 
set of shields consists of an 8” x 17” 
unbound, plastic window; 6” or 8” 
brass screen window, 4’, 6” or 8” 
bound plastic window; standard chip- 
orweld eye shield usable over pre- 
scription glasses) and a _ seamless, 
molded fibre welding-front with 
special rubber lens-holder. Dockson 
Corp., 3839 Wabash, Detroit, Michi- 


gan. 


Sewer and drain cleaning line 
for use by professional operator 


Line of sewer and drain cleaning 
machines and tools includes suction 
cups, closet augers, offset handle 
cables, hand and power drain clean- 
ers. drain and root solvent compounds 
and portable power machines. In 
addition to this line, cable equipment 
has been designed for use with cur- 
rent No. 420 sewer cleaner. Con- 
tractor has choice of using a separate 
drum dolly, holding 100 ft. of %-in 
cable which converts No. 420 into 
a self contained unit, or he can use 
15 foot sections of cable with new 
quick-connect-disconnect couplings. 
Oster Mfg. Co., 1340 E. 289th St., 
Wickliffe, Ohio 
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BACK PRESSURE REGULATORS 


Line of back pressure regulators, No. 
165 series, is stocked for immediate 
delivery in 14-2-in sizes. Valves are 
suitable for 250 psi at 500-deg. F. in 
ductile iron and bronze bodies, and 
300 psi at 600-deg. F. in stainless 
Suitable for 


steam, water, air, oil, gas or chemical 


steel, cast steel bodies. 


service. Designed to maintain a con- 
stant back pressure or relieve pressure 
at a given set point, valve gives tight 
shut-off and accurate control during 
operation. Five control ranges from 
3 to OPW-Jordan, 6013 
Wiehe Rd., Cincinnati 37, Ohio 


170 psi. 


POWER TAKE-OFF 


“Split-Shaft” power take-off, Model 
SSA, is engineered to drive truck ac- 
cessories whenever load requirements 
exceed side mounted units. Unit pic- 
tured has gear ratios of approxi- 
146% to 61.5% 
speed as standard; other ratios avail- 


mately of engine 


able. 
foot 


Unit delivers up to 5500 lbs. 
Straight, 
splined auxiliary 


torque. tapered or 
shaft 
project to front, rear or both. Avail- 
able in choice of models for various 


Hale Pump Co., Con- 


output can 


applications. 


shohocken, Pa. 
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LOOK HOW EASY SURFACING 
PROBLEMS ARE SOLVED! 


Step-by-step photos show how performance-proved 
Permatex Super Hard Coating Compound speeds up 
job, gives economical stronger-than-concrete surface. 


Loading platform timber chewed up, 
wearing fast, hazardous... 


Six hours later, the job’s done. New 
Permatex Super Hard surface is 
stronger than concrete... weather, 
skid and wear resistant, too. 


Maintenance man lays wire mesh over 
original timber, spreads on Permatex 
Super Hard with simple tools, no 
complicated mixing... 


SOIR I 


Next day, work is in full swing on 
newly coated surface. Costly repair 
and maintenance problems have 
been eliminated in just 24 hours! 


PERMATEX ADVERTISING 
HELPS YOU SELL 


Right now .. 


. we're telling your customers how the full line of 


Permatex Coating Compounds solves every surfacing problem. 
We're also telling them that Permatex Coating Compounds are 
available only through you, the quality Industrial Distributor. Write 
for complete information about how you can profit with Permatex! 


MATES 


300 BROADWAY «+ 
Factories: 


SQA C AR TFT S6.,. 0 6 @ & F 


HUNTINGTON STATION, L.f., 
Brooklyn 35, N.Y. * 


COMPANY, INC. 

es. Vs 
1S, Kan. 
cAN T S$ 


Kansas City 
ees «- tes @ 1 


141 
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RAWL 


PRODUCTS 


A COMPLETE LINE OF ANCHORING AND DRILLING 
DEVICES FOR FASTENING ANYTHING TO MASONRY. 


Multi-Calks Calk-Ins 


Rawiplugs 


THIS COMPLETE LINE LETS YOU FILL THE BILL 


Hammer-Sets Scru-Leads Lag-Shields 


FOR WHATEVER YOUR CUSTOMERS NEED FOR 


AAA 


M/T-R/T and 1/S-S/T forged drills Fast spiral and deep flute 


carbide drills 


FASTENING TO OR DRILLING IN MASONRY. 


Spring-Wings 


If you'd like to know more about this full line of high profit, 
user accepted masonry anchors and drills, please call or write 


® J. E. BURKE — Marketing Manager—Wholesale Division 


THE RAWLPLUG COMPANY, INC. 


204 Petersville Road, New Rochelle, N. Y. 


R-17 








ELECTRIC SOLDERING POT 


Electric soldering pot, No. 875, is 
particularly adaptable for simultane- 
ous stripping and tinning of plastic 
insulated wire and leads on small 
parts, has wattage of 150, maximum 
1000-deg., solder 
capacity °4 lbs. No. 875 can be furn- 
ished with adjustable thermostat for 
selecting and maintaining best oper- 


temperature of 


ating temperatures for precision 
production (875T), with wattage of 
300, maximum temperature of 900- 
deg. For 500 wattage, No. 1125T 
with thermostat can be furnished. 
Electric Soldering Iron Co., Ince., 


Deep River, Conn. 


Two additional series of rivets can be 
used in company’s “Snapo” rivet gun 
without having to make any adjust- 
ments or changes in jaw of tool. Rivet 
series are in the ,°, and -in size. 
Two series feature aluminum rivet 
with a steel mandrel, flat head type. 
and are offered in several different 
lengths for varying work thicknesses. 
The ‘-in series are available in 
countersunk and flat head and with 
different combinations of aluminum 
or steel rivets and mandrels. “Snapo” 
rivet gun is recommended for metal 
fastening jobs in industry, particu- 
larly “blind” applications. Richline 
Co., Inc., Minneapolis, Minn. 
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How 

Empire State 
Building 

and 

American Airlines 
solved 

vital 

fire protection 


aS 
Pa % 
f 


102 stories, 1,472 feet high, 16,000 ten- 
ants and 35,000 visitors sum up the fire 
protection problem of the Empire State 
Building. An in-building fire protection 
system is necessary to an unfailing wa- 
ter supply. 

American Airlines loading bridge, shown 
below, gives passengers positive protec- 
tion against fire with a unique deluge 
system. 

Both these fire protection systems de- 
pend on Everlasting Pendulum Stop Valves, 
which have been installed in thousands 
of critical fire protection systems over 
the past 35 years. 

For complete information on the unique 
American Airlines and Empire State Build- 
ing systems, write for bulletins F. They 
include an editorial description of both 
these installations and a bulletin describ- 
ing Everlasting’s positive action pendu- 
lum stop valves. 

Everlasting also makes a line of quick- 
opening valves for general service, boiler 
blow-off, and handling viscous materials, 
as well as a line of cylinder-operated 
valves. Bulletins on all these valves are 
available. Everlasting Valve Company, 
63 Fisk Street, Jersey City 5, New Jersey. 





Leads the way to Conveyor belting is 
DEPENDABLE | '#itweight, strong, flexible 


Solid woven belting incorporates 
LIFTING strength and bulk of cotton with the 


resilience and strength of nylon, 





maker claims. Belt, woven as one 
heavy, solid unit, is manufactured in 
three basic grades for specific appli- 
cations: impregnated and covered 
with polyvinyl chloride for under- 
ground mining; with neoprene for 
both under and above-ground use; 
and with various rubber compounds 
for general industrial use. Stated 
features include low stretch at full 
operating tension; excellent impact 
resistence and puncture resistance; 


rf th I test reinforced edge sections for superior 
PREERENCS . « . TO TORY Tae resistance to edge wear; extreme 


aes quality Many thousands in all flexibility for maximum in training 

. types of service demonstrate and troughing on idlers, including 

leader in that you, too, can profit Ste een Tie | Mucus. 

; 15-deg. deep-trough idlers. Hewitt 

from more efficient Lodestar Rol “. Senierd, Conn 

- 7 ? 8s « ° 4 e 
electric handling... at lower costs a ee 


and increased productivity. 
chain 
attractively priced... 


hoists Initial cost surprisingly 
low...operates for pennies per 


day... built to serve you 
without costly maintenance. 


end your hoist problems... 
Select Lodestar from a 
complete range of capacities 
and speeds... 1 to 2 tons 
and 8 to 60 fpm. Interchange- | 
able lug, hook and trolley 
suspensions. 


: ) 
| My 
Outstanding lodsélan features include... @- 5 
_—4 P 


\ CONVENIENT PUSH BUTTON OPERATION — Precise and { 
safe load control. \ 


id 


LOWEST HEADROOM — For highest lifting ... unmatched by 


any other hoist of similar type. Tape outlasts paint five 


HEAVY DUTY PERFORMANCE — Ruggedly constructed to times in aisle marking 
withstand the heavy demands of severe service 
DEPENDABLE DUAL BRAKING — Instantaneous acting, self- Colored plastic tape, No. 32, outlasts 
adjusting magnetic brake, plus ultra-modern 
regenerative electric braking. Request ‘al ki kn hiediae uieus 
aisle marking in industria ants 
FLEXIBLE WELDED LINK CHAIN — Famous CM-ALLOY preg Some fe: . k o 
type flexes freely in all directions ... permits angle lifting local stocking schools, warehouses etc. maker 
... easily inspected ... extremely long wearing. distributor claims. Tape is quickly applied with 
MINIMUM MAINTENANCE — Introduces new standards company’s 4F aisle marker. The only 
of maintenance-free service. 


paint five times when used for lane or 


surface preparation is to clean sur- 
CHISHOLM-MOORE HOIST DIVISION face. Tape is waterproof, has a high 
Columbus McKinnon Corporation adhesion to wood, metal, concrete or 
FREMONT AVE., TONAWANDA, N. Y. stone surfaces. Available in variety of 


NEW YORK (Mountainside, N. J.) colors, tape is abrasion and solvent 
CHICAGO ¢ CLEVELAND ¢ SAN FRANCISCO resistant. Permacel, New Brunswick, 

HOISTS In Canada: Columbus McKinnon Limited, 
St. Catharines, Ont. 





New Jersey 
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COMPRESSED AIR UNIT 


“Combomatic” compressed air unit. 
for filtering, regulating and lubricat- 
ing compressed air with one packaged 
unit, is only 7-in long and 4%4-in 
high so that it takes little space in a 
pneumatic circuit. Unit features an 
automatic drain trap on filter to 
prohibit moisture from accumulating 
in sump of filter. Filter is all alumi- 
num with Buna-N seals. Lubricator 
is externally adjustable or may be 
equipped with a tamper-proof ad- 
justment. Features include all-brass 
regulator and gage controls to con- 
trol pressure of air; a compact lubri- 
cator to atomize fine particles of oil 
into air stream; and a sight gage to 
see amount of oil being atomized. 
Model 64240-2 has a capacity of 12 
cfm at 100 psi air pressure, is avail- 
able from stock in 1-in. P. T. 
Wilkerson Corp., 1687 W. Mansfield, 


Englewood, Colorado. 


Ball valve has ball, handle stem, 
sealing surfaces molded as a unit 


“Con-O-Sphere” industrial ball valve 
features a “sealing capsule” of coni- 
cal-shaped Teflon which is molded 
around ball that controls on-off action 
of valve. Valve has seven parts: the 
sealing capsule with integral handle 
stem, the valve body, handle, Teflon 
stem seal, screw-in base plate, lock 
nut and set screw. Available in sizes 
from 1 to 2-in and in a working 
pressure range from vacuum to 1440 
psi, valve is said to offer maximum 
economy and minimum maintenance 
to users who must control flow of 
gases, liquids, and slurries. In a num- 
ber of metals, including ductile iron, 
carbon steel, bronze, aluminum and 
several stainless steel alloys. W/-K-M 
Div., ACF Industries, Inc., P. O. Box 
2117. Houston 1, Texas 
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SAVE 
YOUR 


TIME for Selling 


DONNELLEY-BUILT CATALOGS 


start paying sales dividends the minute you decide to turn the 
job over to our Catalog Compilers. 

Once you have made your selection of items, you can return 
immediately to your full-time selling job, leaving all the time- 
consuming details to experienced Donnelley catalog men. 
Distributors who have used Donnelley-built catalogs have 
discovered the dollar value of the thousands of hours thus 
saved for selling. 

Let us show you how we can live up to this promise of 
immediate sales dividends. There’s never any obligation to 
you in consulting a Donnelley man, so why not call or write 


us today? 


The Lakeside Press 


R. RR. DONNELLEY &€& SONS COMPANY 


2223 South Park Way 
Chicago 16, Illinois 


Catalog Department 
Direct Dial Telephone: 431-8174 





How SEVENeering with R/M eliminated costly packing 
replacement problem on revolving head spray machine 


3: 


Poor packing life once was a major 
cause of a spray painting problem on 
the acoustical tile production-line at 
Wood Conversion Company, Cloquet, 
Minn. The packings in the revolving 
head spray machines required frequent 
takeup, were damaged by the water- 
soluble clay and latex paint, failed in 
5-7 days. 

In the search for better packings, 
Wood Conversion Company consulted 
Modern Distributors, Duluth, Minn., 
an authorized R/M distributor. R/M 
No. 363, a new braided asbestos pack- 
ing with a neutral, graphite-free lubri- 
cant, recently introduced by R/M, was 
recommended. Following tests in its 
own plant, the company adopted this 
packing, and with outstanding results. 

Packing life has increased as much 
as 500% , fewer adjustments are made, 


Lae” 
—_— 
se 
: ral 
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Switch to new R/M 
No. 363 Packing Rings 
increased packing 

life up to 500% 


shafts wear longer. To sum it up: 
An R/M packing that costs less than 
the one it replaced has not only solved 
a vexatious problem for Wood Con- 
version Company, but has also brought 
the big positive advantage of more 
profitable operations. 

The company has been using R/M 
packings for a number of critical ap- 
plications, all with complete success. 

Both R/M distributor salesmen and 
their customers believe implicitly in 
Seveneering with R/M. They know 
that R/M Big 7 Packings do a quality 
job every time, reduce inventory and 
give long, trouble-free service. 

An R/M Big 7 Packing Selection 
Chart will help your customers choose 
the right type quickly. Write for a 
supply of this powerful selling tool 
today. 


R/M’s Big 7 Packing Types meet 95% of all packing needs, 
are sold exclusively through authorized R/M distributors 


RAYBESTOS-MANHATTAN, INC. 


BIG 7 PACKINGS 


PACKING DIVISION, PASSAIC, N.J. 
MECHANICAL PACKINGS AND GASKET MATERIALS 





Vari-speed belting is easily 
adjusted to any required length 


Vari-speed belting in link form for 
quick easy adjustment to any re- 
quired length is available in single or 
twin link types, with widths from 
% to 4-in. Called Adjusta-Link, belt- 
ing fits all V to V drives and is inter- 
changeable with all endless molded 
and wood block belts. Sold by the 
foot to reduce inventory. Links are 
die cut and precision made. Belting 
is heat and oil resistant, installs or 
detaches with an ordinary pair of 
pliers and a simple hook tool. Love- 
joy Flexible Coupling Co., 4961 W. 
Lake Si.. Chicago 4A, Ill. 


DRILL BUSHING TIPS 


“Taper Lok” drill bushing tips and 
accessories are said to provide a fast, 
accurate method for portable or sta- 
tionary mounting of drilling, tapping 
and other self-contained machining 
units on a jig or fixture. Threaded 
end of bushing tip screws into nose 
piece of drilling unit. Flanges on tip 
fit under shoulders of lockscrews or 
lock strips on the jig, effectively 
holding drilling unit in alignment 
position and absorbing both thrust 
A 30-deg. 
turn locks or unlocks unit. Tips and 


and torque of drilling. 


parts will fit air tools, back spot 
drills and tappers 
factured by Gardner-Denver (Keller), 
Quackenbush, Aro and _ Buckeye. 
American Drill Bushing Co., 5107 
Pacific Blvd., Los Angeles 58, Calif. 


facers , manu- 


INDUSTRIAL GLOVE 


Extra-long “VL-36” industrial glove 
has an outer coating of Pylox, is rein- 
forced with a soft, durable inter-lock 
knit-cotton 14%4-in long, 
glove resists abrasion, snagging, tear- 


lining. 


ing, will not deteriorate from contact 
with acids or other harsh industrial 
features a 
seam-free work surface for longer 


chemicals. Glove also 


wear, snug-to-tip curved fingers, 
roomy palms and knuckle areas. 


Pioneer Rubber Co., 296 Tiffin Rd., 
Willard, Ohio 
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PERCY: ‘“‘Here’s our chance to lay away our winter’s supply.” 


ALBERT: ‘No need to. Bethlehem keeps large stocks 
on hand all the time.” 


PERCY: ‘*You mean we can get fast delivery on nuts 
and bolts .. . winter or summer?” 


ALBERT: ‘“That’s right. Just call the nearest Bethlehem 
distributor or sales office.” 


di 
ry 
i a BETHLEHEM STEEL pETHLEHEW 


. Economy BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. STEEL 
. Versatility Export Sales; Bethlehem Steel Export Corporation , 


acest tttldirirertedde 
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Aero Seal 0/ SE, iA 


Quick ATTACH yl HOSE CLAMP 


Whether you use, buy, or sell hose clamps, you can find no finer 
product than the Aero-Seal Jet, because Aero-Seals have set the 
standard of quality in the worm drive field. 

The mapeane Aero-Seal Jet is a patented design that not only 
provides all of the advantages—in- 
cluding the security—of a precision 
worm drive clamp, but in addition 
permits almost instantaneous in- 
stallation or removal. 

Aero-Seal Jets come in a complete 
range of diameter sizes from 7/16” 
to 15 feet. Bands and housings are 
of 302-18-8 stainless steel. All 
stainless also available. 


BREEZE CORPORATIONS, INC. 
700 Liberty Avenue, Union, N. J. « Cable Address: Breeze, Union, N. J. 





Power saw fills need for lower 
cost saw to quickly cut 2 x 4 stock 


Model 856 power saw, a 6'-in top- 
handle model, will handle practic ally 
all the cutting needs of contractors, 
carpenters, plumbers, and others en- 
gaged in home building, remodeling 
and maintenance work, maker claims. 
Saw features all ball-bearing con- 
struction; “B-P” motor for “Burnout 
Protection” ; “Vari-Torque” clutch to 
protect against kickback and dam- 
age; pivot foot design that allows 
deeper bevel cutting and provides a 
single cutting guide edge; airstream 
to keep sawdust off cut; floating 
blade guards; convenient controls; 
blade change lock for fast blade 
changes. Saw cuts 2'%-in at 90-deg. 
and 134-in at 45 deg. Weight is 13 lbs. 
Skil Corp., 5033 Elston Ave., Chi- 
cago 30, Ill. 


WHEELED RAILS 


Two different types of wheeled rails 
can be used to make live storage 
racks, pallet conveyers, work table 
feeds etc. in plant and warehouse. 
The “Versarail” has a tubular rail 
design with wheels mounted on both 
sides or only on one side. Tubular 
steel design prevents twisting, and a 
built in row divider eliminates need 
for separate guides or uprights. 
Available with 11% or 2-in steel 
wheels or 2-in plastic wheels. “Pallet- 
flo” wheel rail, a heavy duty rail de- 
signed for handling heavy pallet 
loads, has pallet duty wheels mounted 
in a heavy duty formed steel frame, 
can handle pallets either on the 
bottom deck or across bottom deck. 
Rails are pre-punched at 1-in centers 
to permit any wheel spacing from 
3-in up. M-H Standard Corp., 515 
Communipaw Ave., Jersey City, N. J. 
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PETRO, BALL VALVE 


FEATURES DOUBLE UNIONS AT NO EXTRA COST! 


After years of thorough research and testing, 
Clayton Mark has introduced its new PETRO 
BALL VALVE—with outstanding engineering 
features and built-in performance, which makes 
it singularly attractive to almost every piping and 
valve application. The essence of simplicity, the 
valve body can be removed without disturbing 
any other part of the piping... . in just 13 seconds! 
The PETRO BALL VALVE is designed with fea- 


tures that make it definitely superior to other 
valves: @ easy quarter-turn improved handle, 
@ completely contained seals, @ floating ball 
gives tighter seal, © interchangeable dual seats, 
© largest port opening, © rust-proof one-piece 
forging and @ cadmium-plated nuts. And re- 
member—each and every PETRO BALL VALVE 
is air-tested under 100 pounds pressure to 
assure perfect operation. 


Distributorships available on a selective basis 


CLAYTON MARK 


COMPANY 


1900 DEMPSTER STREET ;: EVANSTON, ILLINOIS - U.S.A. 


™ 
TAs remes Oa WATER WELL SUPPLIES @conourr & UNIONS — J Srusine 
—S @ 
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Ne OW. . big machine quality 


in an economy priced compact 
band saw 


Use it as a horizontal Use it as an upright 
cut-off machine. band saw. 


we eeeeeeeeeeeeeeeeee 


a 


si new Wells QDEL BULL 


METAL CUTTING BAND SAW 


Would you like to make your metal cut-off jobs easier and more 
efficient? Would you like to be able to cut angles, slots, notches 
and bevels in the same machine? 

You can do all of this with the new economical-to-buy and 
economical-to-use Wells Model 300 Metal Cutting Band Saw. 

The Wells Model 300 gives you big 314” x 6” rectangular 
capacity—up to 314" diameter on rounds. It gives you three 
selective speeds, 54, 100 and 190 feet per minute, to handle a 
variety of metals efficiently. It features a positive screw action 
vise, gravity feed and automatic shut-off for horizontal cut-off 
work. The frame is exceptionally rigid. The entire unit is well 
guarded and the blade can be changed without removing a guard. 

The Wells Model 300 provides exceptional value for the smaller 
shop or for utility work in the larger shop. It is priced remarkably 
low for such a well-built, well-performing unit. Ask your Wellsaw 
Representative for full details or write for Bulletin No. 230. 


The Wells MODEL 300 
Becomes Completely Mobile 
With Wheels and Handle 


An optional wheels and 
handle unit makes it easy 

to move the Model 300 to the 
job to save time and money. 


WELLS MANUFACTURING CORPORATION 
606 Adams Street e Three Rivers, Michigan 
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METAL MESH STRAPPING 

Flexible metal mesh strapping, for 
use in binding palletized materials 
for inter-plant handling, storage and 
transportation, is easy to rig and 
unhitch and offers excellent load pro- 
tection. Called “Gripper” strapping, 
assembly consists of a pair of metal 
mesh strapping sections with plate 
attachments at one end for perma- 
nent bolting to a pallet. On one free 
end is a handle with a piece of Nylon 
strapping attached. To bind material 
in place, strap is inserted into a 
ratchet tightening buckle, and tension 
applied by moving buckle handle 
back and forth by hand. Cambridge 
Wire Cloth Co., Cambridge, Md. 


CIRCULAR SAW SETTER 


Circular saw setter, model 359, as- 


sures uniform set by means of a 
precision trip hammer. Setter ac- 
commodates all circular saws from 
5 to 38-in diam. and from 1% to 
2%-in. arbor hole. Teeth may be 
rip, crosscut, or combination. Force 
of hammer bow may be varied from 
very light for thin gage blades to 
powerful for heavy gage blades with 
thick, coarse teeth. Reversible ham- 
mer has a narrow, tapered striking 
surface on one end of fine tooth saws, 
with a wide, blunt surface for setting 
of coarse teeth withount denting or 
mashing. Foley Mfg. Co., 3300 Fifth 
St., N. E., Minneapolis 18, Minn. 
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PRECISION GROUND DIE AND FLAT STOCK — Starrett No. 496 Oi! Hardening, No. 497 Air Hardening and No. 498 Low Carbon Fiat Stock 


every inch identified freemen 


as Starrett quality and precision 


There’s no mistaking the quality and precision of Starrett flat stock 
and die stock . . . each piece is made to exacting Starrett metalurgi- 
cal specifications and precision ground to Starrett standards of di- 
mensional accuracy. 


And there’s no mistaking the type of steel because each piece is clearly 
identified by color and name over the full length. Available in a wide 
range of sizes in air, oil and water hardening tool and die steel types 
and in free machining-low carbon flat stock. Individually packaged 
in distinctive, rust-inhibiting, protective envelopes. 


’ ° ° ° . PRE ON TOOLS 
There’s a big and booming demand for this profitable, fast-selling, anne 


repeat sale item and Starrett gives you everything you need to cash x 
in on it. Ask your Starrett salesman for complete information. The 
L. S. Starrett Company, Athol, Massachusetts, U.S. A. 


World’s Greatest Toolmakers 





here 


Keystone’s new Nevastane Lubricants step 


up life of stuffing box packing 200%. 


A prominent brewery is no longer plagued with leaky 
packing rings and scored shafts on mash tub 

stuffing boxes. Conventional lubricants did not give 
sufficient protection against wear on lauter tubs 
between shaft and blade assemblies at high 
temperatures. In addition, oils dissolved, contaminated 
the product. 


Ihe company has put Keystone Nevastane to work at 
all these critical points, as well as on compressor 
pistons, beer cocks and valves. Packing now lasts not 
5 or 8 months, but a year and a half. Damage to 
moving parts has halted, and of course, maintenance 
has been materially cut. 


In years of outstanding service, Nevastane has proved 
ideally suited to unique problems encountered in food, 
beverage, and chemical plants. A colorless, odorless, 
tasteless lubricant, Nevastane joins outstanding 
lubricating qualities with near pharmaceutical purity. 
Resists water, steam, acids. Here is just one of many 
specially developed Keystone lubes helping industry 


increase production while lowering its cost. 


can this case study help you close an 


order for Keystone Nevastane Lubricants ? 


Wherever there’s a lubrication problem, there’s a 
Keystone specialized lubricant that is matched to the 
job. As a Keystone distributor, you have one of the 
nation’s largest stocks of special formula lubricants, 
ranging from bricks through semi-solid and liquid 
greases, to light penetrating oils and coolants. 

This nationally advertised case history is helping to 
pre-sell your customer, so you can help him pin-point 
the one Keystone lubricant especially developed to 
step up his performance, end waste, cut down-time, 
or stop costly wear in a specific application. 


If your customers are not getting the most from their 
present lubricants, tell them about Keystone’s broad 
line of cost-cutting lubricants, and about Keystone’s 
free Engineering Service. Remind them, too, that all 
Keystone lubricants carry a no-quibbling guarantee of 


at least a 10 percent saving over their present cost of 
lubrication, including labor required for application— 
a guarantee made by no other 

lubricant manufacturer! 

KEYSTONE LUBRICATING 

COMPANY, 2Ist, Clearfield & 


Lippincott Sts., Philadelphia 32, Pa. SP EC 1A LIZED 
LUBRICANTS 


“PINPOINT SELLING” 


. is our new booklet telling 
you how to double your sales of 
Keystone lubricants with 10% 
less calls. Specifically—tables 
show you what lubricants are 
applied where, in what industry 

. and list the Keystone liter- 
ature giving more information 
about each application. ‘'Pin- 
point Selling” is recommended 
to open up new business, yet 
save both your time and your 
customer's in doing so. Be sure 
you have your copy. 


Established 1884 
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A leading distributor tells us: 


“For us to operate profitably, our product lines must 
match the needs of the industries we serve. Because our 
customers want the best, we can afford to offer only the 
highest quality . . . lines that are known and accepted.” 


f 
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“ . 

With Gates we can offer 

what our customers want... 

- ” 

and the quality they demand! 
“Gates has always been one of our top lines and for good reasons. 

Gates is well known in this area. Our customers know they can count 

on Gates quality ... and on our service to back it up. Our selling job is 

simplified and our sales of Gates have grown steadily.” 


The Gates Rubber Company <p 


Says: Mel Tompkins, President, 
Allied Arkansas Bearing, Little Rock, Arkansas 


Denver, Color ado Building the future on SO years of progress 
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NEW IDEAS ify MARKETING What Manufacturers Are 





CHAIN BELT CHANGES 
PRICING AFTER 
ANALYSIS OF COSTS 


{dopts new quantity pricing brackets after year’s work 


on pioneering distribution cost study of 


marketing and order handling from factory to distributor 


Chain Belt Co. has made quantity 
pricing available to its distributors in 
two major lines after extensive re- 
search on distribution costs. 

The manufacturer’s Rex Table Top 
and Plate Top Conveyor Chain lines 
were covered under new pricing 
x hedules effective August 21. This 
followed a cost analysis study of a 
year's duration aimed at determining 
fair 


adequate return to the supplier at 


margins for distributors and 
different sales quantities. 

Chain Belt officials said they be- 
lieved their plan to be the first of its 
kind in the field of sprocket chain 
manufacture. They also noted that 
the company was one of the first sup- 
pli ‘r-manuacturers to conduct a dis- 
tribution cost analysis study of its 
own distribution costs. 


This Belt 


possesses factual knowledge on its 


means Chain now 


actual marketing costs by lines, by 
quantities and by distribution outlet 
and type of sale, plus many facts 
from profitablility analysis studies 
conducted by its industrial distribu- 
tors. 

Two Chain Belt staff specialists 


their full 


have spent almost time 


since last fall on the cost project. Its 
progress was reviewed periodically 
by Chain Belt’s Distributor Advisory 
Board of 12 
and nine top company executives. 
Belt 


cost of 


industrial distributors 


Chain officials said the in- 
orders 
the 


pricing change. Results of the cost 


creasing handling 


had prompted the study and 
analysis showed that small orders 
always had been costly to handle, that 
a great percentage of them had been 
that 
orders were being handled at the 


handled at a loss, and such 
expense of the large quantity orders. 
Said George Woodland, Chain Belt’s 
“This 


inbalance indicated the need to im- 


vice president for marketing: 


prove the method of pricing for a 
better return on small orders as well 
as to allow Chain Belt and its dis- 
tributors to share the savings of 
quantity buying with its customers.” 

In addition, Woodland said, the 
company was mindful of changed 
thinking in recent years on accept- 
ance of smaller gross margin on 
larger quantities. “In many other in- 
dustries,” said Woodland, “quantity 
pricing is not new but the rule rather 
than the exception. Chain Belt feels 


George Woodland 


that its new quantity pricing struc- 
ture is the most equitable answer to 
the buying practices in today’s 
markets.” 

The new pricing schedule has two 
conditions. First, each separate price 
bracket covers one shipment, one 
item and one destination. Secondly, 
orders in the three high-quantity, 
lower-priced brackets must be 
shipped direct from the factory. If 
partial shipments are requested on 
an item, the footage of each partial 
shipment establishes the billing price. 

The schedules are further designed 
so that, for each of its three major 
trade classifications, lower quantity 
brackets are priced higher and high 
quantity brackets are lower. This is 
Chain 


Belt’s and its customers’ order pro- 


because in lower brackets 
cessing costs are higher per dollar of 
sale, while in the higher quantity 
brackets, costs are lower. 

Although the new quantity pricing 
presently applies to only two chain 
officials said Chain 
Belt expects to apply quantity pricing 
to its other industrial product lines 


lines, company 


“as soon as market acceptance is 


established.” 
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oing to Help Distributors Build Profitable Sales Volumes 





Conveyor System Research 
Published by Hewitt-Robins 


Hewitt-Robins, Stamford, Conn., has 
issued a bulletin containing the re- 
sults of two years of conveyor system 
research. Conducted by Pennsylvania 
State University under a grant from 
the company, the research resulted in 
a formula for horsepower require- 
ments for belt conveyors. 
“Horsepower requirements,” says 
the company, “have been a controver- 
sial subject among bulk materials 
handling engineers for the past 50 
years, because many of the variables 
had never been measured completely 
to compose an accurate formula.” 
The Pennsylvania State engineers 
were able to develop techniques to 
analyze separately the power con- 
sumed by troughing idlers, return 
idlers, return strand of belting, and 
the loaded and unloaded belt. 
Statistical data and tables for cal- 
culating, engineering, and_ selection 
of conveyor belting are also included 
in the new publication. Included are 
sections on what information is re- 
quired for horsepower calculation, 
speed and idler factors and how to 
determine them, drive factors, horse- 
power required to overcome pulley 
belt 
weights. Another section illustrates a 


friction, estimated average 
typical conveyor problem. 
Data was developed by research 
teams after hundreds of mathematical 
calculations on belt installation han- 
different 


weights, and lump sizes. 


dling materials of types, 
material 
Conveyor lengths range from 100 to 
3,500 feet, capacities from 100 to 
5.000 tph., and belt tensions from 
750 to 50.000 lbs. 


An outdoor testing laboratory was 


mountain side to the lake shore. 


For two years, tests were con- 
ducted on every aspect of the system 
operating under all weather condi- 
tions—quick-changing cold and hot 
temperatures, severe rain, snow, hail, 


and dust storms. 


Kidde Issues Catalog 
On Fire Extinguishers 
Walter Kidde Co., Belleville, N. J., 


has issued a catalog on its line of fire 
extinguishers. Shown in the pub- 
lication are extinguishers for class A, 


B, and C 


units, carbon dioxide 


and wheeled 
extinguishing 


fires, hose 


systems, etc. 


Wendt-Sonis Publishes 
Tool Operating Data 


Wendt-Sonis Co., Hannibal, Mo., has 
published a “text booklet” containing 
operating data on cutting tools. The 
company reports that “many thou- 
sands” of the publication have been 
circulated to distributors and sales- 
men. 

The booklet describes the operat- 
ing characteristics of drills, reamers, 
end mills, solid carbide end mills, 
solid carbide tools, single point tools, 
tool bits. While 


emphasis is on the company’s own 


and_ semi-finished 
products, the features of the various 
tools are explained in general terms, 
and selection pointers given. 


SOCKET WRENCH CATALOG ISSUED BY WRIGHT TOOL & FORGE 


Wright Tool & Forge Co., Barberton, O., has issued a 20-page catalog on its socket 


»stablishe yreat Sz wake, Utah, : i hh 
established at Great Salt Lake, Utah wrenches. Described and illustrated in the new publication are socket wrench sets, 


as the outgrowth of a huge earth- loose tools, and new additions to the line. Emphasis is placed on the company’s ex- 


panded merchandising program, displays, and completion of the ratchet program now 
consisting of eight short-swing wrench models ranging from ‘4 to one inch drive. 


moving project involving moving 50 


million tons of earthfill from a 
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Wendell Clark (right), vice-president of Chicago’s Samuel Harris & Co., receives first 
copy of Gits’ policy manual from sales manager E. C. Wahl. He helped write policy. 


Gits Gets Distributors’ 
Help in Writing of its Policy 


Gits Bros. Mfg. Co., Chicago, has just 
published and circulated the first de- 
tailed and printed “industrial dis- 
tributor policy manual” in its 50-year 
history. Actually, says a spokesman 
for the manufacturer of lubricating 
devices and shaft seals, “a distributor 
policy was in existence for many 
years—but only in the minds of our 
people who were in daily contact with 
distributors.” 

“In drafting the manual,” he adds, 
these 


“we wrote down 


checked 


practice, discussed them with dis- 


policies, 


with accepted industry 
tributors, and refined them into an 
official 


Industrial 


manual.” 


distributors have been 


selling the company’s products 
through most of Gits’ history, but 
with the introduction recently of a 
new and expanded line of “Liquid- 
Level” gages, the company decided 
to put its policy in writing. 

Because the manual was devised 
stable for the 


continued improvement of Gits’ dis- 


to lay a foundation 


tributor program, several drafts 
were needed before the policy was 
actually published. 
A copy of each draft was sent to 
their 
In ad- 


Industrial 


various distributors to get 


ideas, comments, criticism. 
dition, at the 


Supply convention at Atlantic City 


Triple 
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in May, president Remi J. Gits and 
Wahl inter- 
viewed numerous of their distribu- 
tors regarding the new policy. 


sales manager FE. C. 


The result is a manual covering 
such thorny subjects as exclusive 
of OEM ac- 


counts, drop shipments, price struc- 


territories, handling 


ture, returned goods, etc. 
“The 


distributors 


reaction from _ industrial 
uni- 


Wahl. 


While any given distributor may 


has been almost 


versally favorable,” says 
disagree with a point or two in the 
manual, all seem to agree that its 
publication leaves no room for mis- 
understandings and inconsistencies 
which too often cloud manufacturer- 
distributor relationships, he adds. 
Stated in the manual is the com- 
pany’s proposal for forming a dis- 
tributors’ advisory council, to main- 
tain better communication between 


distributors and Gits management. 
It would also “encourage and pro- 
vide effective long-range distribution 


“ 


and sales planning,” “step up sales 


” 


activity,” “assist in proper expansion 
of product lines,” “afford opportuni- 
ties for discussion of sales, merchan: 
dising, and advertising problems.” 
Membership of the council would 
rotate from year to year to obtain 
as wide distributor participation as 
possible, says the company. 


Hurricane Carla Showed 
That This Supplier Cared 


Just after hurricane Carla swept 
through Louisiana and Texas in 
September, leaving widespread dam- 
age, Desmond-Stephan Mfg. Co., 
Urbana, O., sent this letter to its 
distributors in Gulf area: 

“We wish not only to extend 
sympathy but assistance to any of 
our jobbers who may have suffered 
damage from hurricane Carla. 

“Not only will we make immedi- 
ate shipment on any of your im- 
mediate requirements of Desmond 
dressers and Simplex vises, but if 
you have any damaged dressers, 
cutters, or vises, return them to us 
collect and advise us what you are 
returning and we will replace the ma- 
terial at once with new merchandise 
and will prepay all transportation 
charges. 

“Should you require additional 
time for credit on any of your recent 
purchases or new purchases we will 
be pleased to give you whatever ex- 
tension you may feel is necessary. 

“We believe that any of you who 
may have suffered damage are en- 
titled to every possible consideration 
to enable you to carry on business.” 

According to Desmond-Stephan’s 
president, R. S. McConnell, the com- 
pany received a number of “very 
appreciative” letters from distributors 
who were missed by the damaging 
storm. “No doubt we will shortly 
hear from several who would be 
willing to accept our offer of as- 
sistance,” McConnell added. 


Fibercast Issues Booklets 
On Its Plastic Pipe 


Fibercast Co., division of Youngs- 
town Sheet & Tube Co., Tulsa, Okla., 
has issued three booklets on _ its 
“Fibercast” pipe. 

First of the three booklets describes 
the product, its industry applications, 
and physical properties. Second piece, 
a four-page folder, outlines details 
of Fibercast in structural use, such 
A third 
booklet provides technical and speci- 
fication data. 


as communication towers. 
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Branches and Warehouses: Union, N. J/ 
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ROLLER CHAIN 





WITH THE “JOB-PROVED”’ 


~ ATLAS LINE 


CHAIN, SPROCKETS, COUPLINGS 


Here’s a complete profit line that can 
help you really get a larger share of the 
market. It can open up new sales oppor- 
tunities in every plant you contact... 
build your profit margin on every call. 

The Atlas ‘‘Job-Proved”’ profit line in- 
cludes A. S. A. roller chain, special 
chain, conveyor chains, offset side bar 
chains, sprockets, flexible couplings... 
stainless steel, black and Electrolized... 
all ‘‘Job-Proved”’ in every type of indus- 
trial application . . . nationally promoted 
for building sales. 

Every Atlas product is backed by qual- 
ity performance. . . pre-tested in the 
finest laboratories, job-proved in all in- 
dustries .. . your assurance that when 
you sell Atlas you are building repeat 
sales. Write today for full details on the 
a ATLAS PROFIT LINE. 


WEST PITTSTON, PA. 








Permacel Offers Free 
Merchandising Rack 


Permacel, New Brunswick, N. J., is 
offering its distributors a free wire 
merchandising rack with the pur- 
chase of three of its products used 
in the electrical construction and 
maintenance field. 

The products are “PA-1041” junc- 
tion box mount adhesive, “29D” 
plastic electrical tape, “21D” fiber 
glass cloth electrical tape. Designed 
to hold these three products, the wire 
rack takes up less than one sq. ft. 
of counter space. It can also be hung 
from a wall or bin end, and has a 
full-color display card. 


Distributors’ Key People At 
“American Bushing College” 


American Drill Bushing Co., Los 


Angeles, is holding a series of an- 


nual sales clinics to train distributors’ 
key personnel in such techniques as 
pricing, ordering procedure, direct 
mail advertising, etc. 

Called the 


College,” the sessions last a week, 


“American Bushing 
and include not only tours of the 
company plant but also excursions 
to such attractions as Disneyland and 
nearby movie studios. There are 
also tours of local large aircraft 
plants. 

At the end of the college session, 
students receive diplomas in the form 
of an engraved bushing trophy. Also, 
students select an “instructor of the 
year,” who also receives a trophy. 
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Faultless Casters are profitable to sell: recent surveys of Distributors show that Casters 

are one of their best money-making lines, percentage-wise. When you're selling 

Faultless Casters—the complete, quality-tested Caster line—you're not just turning over 

dollars. And Faultless Casters are easy to sell because they invariably cut production costs 

for YOUR customers! Every industry you call on is a sales prospect—the baker, the 

florist, the large machinery manufacturer. Parts and products have to be moved; Casters 
provide the most efficient, flexible, economical way to move them. 
And, certainly, Casters are less complicated to sell than many items in the 
Distributor line. Faultless welcomes inquiries from interested Material 
Handling or Industrial Distributors. 


Faultless Caster Corporation, evansvitte 7, INDIANA ee 


Branch Offices in principal cities of U.S.; see the Yellow Pages of 
the telephone book under “Casters.” Canada: Stratford, Ontario, 
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the odds Se now... 


you'll sell more 


CHANNELLOCKS 


Your CHANNELLOCK sales 
opportunities are better 
than ever .. . 5 times bet- 
ter. Here’s why. Now you 
can offer your customers 
their choice of 5 distinct 
sizes of CHANNELLOCK 
Pliers. The wider their 
choice, the surer your sale! 
Best of all, each member 
of the CHANNELLOCK five- 
some is an_ established 
fast-seller .. . hundreds of 
thousands of them are sold 
every year. Show ‘em all 
five . ... and you'll sell all 
five. 
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Meadville, Pennsylvania 
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Aurora Bulletin On 
Split-Case Pumps 
Aurora Pump Div., New York Air 
Brake Co., Aurora, Ill., has issued an 
eight-page bulletin on its line of 
single-stage, double suction, hori- 
zontal split-case pumps. 

The bulletin contains sectional 
photos, selection charts, dimensional 
data, limitations chart, and engi- 


neers-architects specifications. 


Fort Worth Publishes 
An Engineering Guide 


Fort Worth Steel & Machinery Co., 
Fort Worth, Tex., has issued a multi- 
ple V-belt drive engineering and 


specification guide. The 64-page 
catalog presents instructions and en- 
gineering data for the selection of 
both stock and non-stock drives. 
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Also included are specifications of 
standardized “QD” sheaves with in- 
terchangeable tapered, split bushings. 
More than 400 stock sheave sizes are 
listed for A, B, C, and D section 
V-belts. 

The new catalog also gives speci- 
fications of multiple V-belts of stand- 
ard, super, and steel-cable construc- 
tion, and A to E cross-sections. 


Besly-Welles Introduces 
Color-Keyed Tap Packaging 


Besly-Welles Corp., South Beloit, Ill., 
has followed up its “color-keying” of 
tap selection information with ciga- 
rette-sized plastic containers carrying 
the same color identification. These 
will “further simplify ordering and 
inventory control” for distributors. 

Now, orange-colored boxes contain 
straight fluted taps as color-coded in 
Besly wall charts and tap selector 
booklets. Green packaging denotes 
spiral pointed taps, blue the “X- 
Press” taps, and red packages are 
used for special taps. 

According to the company, the 
color-keyed selector program has 
been well-accepted in the field. Besly 
sales representatives have reported 
that the program has “contributed to 
customer satisfaction by making our 


product easier to buy.” 


Ohio Gear Brochure 
Describes Its Facilities 
Ohio Gear Co., Cleveland, has issued 


a brochure on its engineering, testing, 
and production facilities. A specifica- 
tion chart shows the variety of stand- 
ard tool available, which frequently 
can eliminate the need for special 
tooling requirements. 
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New Tubing Cutters 
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RIEeID Ne. 205 Tubing Cutter 


Time-Saving, Slide-to-Size Vs’ to 2%"’ O.D. Capacity 


Your customers will find these 
new lightweight but strong 
rRizai> Tubing Cutters 
extra-handy on every job. 
Slight push on handle of large- 
size-range Riteio No. 205 
snugs cutter wheel against 
tubing . . . locks it in position 
until released. Feed screw fully 
protected and enclosed .. . 
always feeds into tube with 
easy handle turn . . . can’t jam 
with chips or dirt. Wheel gives 


quick, clean cuts of copper, 
brass, aluminum tubing and 
thin-wall conduit . . . no burr. 
Grooved rollers give easy flare 
cut-offs without tubing waste. 
Tubing always turns freely on 
2 of 4 Rollers. Rollers smooth 
tubing ready for soldering. 
Fold-in reamer always handy. 
Spare cutter wheel in handle. 
Wheel for plastic and alumi- 
num pipe available for No. 
205 only. 


Conform to Fed. Spec. GGG-C-771b Type II—Class I—enclosed feed mechanism 


+8 


Ria(iD No. 105 


Tubing Cutter 


Protected Feed Screw 
Always Easy-Turning 
Ve" to 1Ye”’ O.D. Capacity 


Get ready for sure sales! Order your supply of these new 
RIi@aQip Tubing Cutters today! 





How Federal- 
red tape 


. Your Federal-Mogul Service 
District Manager 
is Federal-Mogul Service in 
your area. He can make 
decisions regarding your 
account on his own—on 
the spot. That’s one reason 
why you get faster, 
better service on roller 
bearings, ball bearings 
and oil seals. 


There are more... 


INDUSTRIAL DISTRIBUTION 





Mogul Service cuts 
for bearing specialists 


There’s no costly delay. When you handle the 
Federal-Mogul Service line, there’s no waiting 
for the factory or central office to act on mat- 
ters of vital importance to you. The District 
Manager has the authority to handle them 
himself—not as a middle-man or go-between 
who passes the buck upstairs. He knows you 
and understands your business. He sees to it 
that your problems receive prompt attention! 


An extra salesman for you. The Federal- 
Mogul Service industrial man is concerned 
only with industrial replacement sales. And he 
has no OE responsibilities. He has only one 
job ...to help the Bearing Specialist any way 
he can. He’ll make calls with you or for you— 
never go around you. Use him and you'll profit! 


Expert inventory control. Through years of 
experience in your area, your Federal-Mogul 
Service branch is two jumps ahead with local 
inventory control. They know the fast-sellers 
and quick-movers . . . can help you stock 
without burying you under cobweb-catchers. 


Unmatched product training. Federal-Mogul 
Service offers the only comprehensive mail 


FEDERAL-MOGUL SERVICE 


courses in the industry—trains your men in 
the fundamentals of ball and roller bearings, 
oil seals and “O” rings. They learn basic 
design and application theory in a down-to- 
earth, easy-to-grasp manner. Best of all, they 
learn what it takes to do a better job for you. 


And here’s what they have to sell . . . 


Bower Roller Bearings give you a big competi- 
tive edge. Tapered and straight roller bearings 
offer design features that make selling easier. 


BCA Ball Bearings in four series from light 
through heavy let you meet any bearing 
problem head-on with the right bearing. 


National Oil Seals round out your line with 
the finest seals made anywhere, Micro-Torc® 
leather and Syntech rubber. 


Call today and talk to your Federal-Mogul 
Service District Manager. He stocks the com- 
plete Bower, BCA and National lines locally— 
can give you spot delivery in nearly every unit 
you need. Let him fill you in on how you can 
profit with Bower, BCA and National. 


FEDERA 
Moquf 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC., DETROIT 13, MICH. 
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NEWS OF PEOPLE AND EVENTS To Keep You 





CSIDA Opens 29th Annual Convention In Chicago 


“Proper Policy Produces Profit’ Is Theme Of 29th CSIDA Convention, 
Contact Booth Program Scheduled for Edgewater Hotel, Nov. 19-20. 


“Proper Policy Produces Profit” Is 
the theme of the 29th annual conven- 
tion of the Central States Industrial 
Association. The con- 
vention be held Nov. 19-20 at 
the Edgewater Beach Hotel, Chicago, 


Distributors’ 
will 


Illinois. 
Lewis W. 
Supply Co., Chicago, CSIDA presi- 


Gilbert, Screw Machine 


dent, said that down-to-earth discus- 
sion of the theme in joint business 
sessions, with speakers representing 
distributor and manufacturer, and in 
personal booth conferences between 
policy making manufacturer person- 
nel and executives from seventy dis- 
tributor firms will be stimulating and 
make for better understanding of 
common industry problems. 

The Contact Booth Session begins 
2:00-5:30 P.M.., 


Monday, from 


on Sunday, from 


and continues on 
2:15-5:00 P.M. 

On Monday, the general meeting of 
distributors and manufacturers will 
begin at 8:45 A.M. A. W. Tucker, 
vice president-sales, Henry G. Thomp- 
son & Son Co., will speak on “Policy 
& Responsibility.” 
president, Globe Machinery & Supply 


L. J. Friedel, vice 


Co., Davenport, Iowa, will address 
the gathering on “Your Policy Is 
Showing.” 

At the Distributor-Manufacturer 
luncheon, 12:30 P.M., Earl W. Kint- 
ner, former chairman of the Federal 
Trade Commission, will speak on 
“The Future of Free, Competitive 
Private Enterprise—Common Prob- 
lems.” 

A “Fellowship Hour” will begin at 
5:00. This will be followed at 7:00 
by the banquet and entertainment. 

Attendance at all functions will be 
restricted to those officially regis- 
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tered, according to Program Chair- 
man, J. Lloyd Rickert, vice president, 
Rickert Industrial Supply Co., 
Milwaukee. 

Membership in CSIDA is 
posed of industrial distributors in 


com- 


the States of Illinois, Indiana, Iowa, 
Nebraska and Wisconsin. 

Further 
vention and the Central States Asso- 


information on the con- 


ciation may be obtained by writing to 
Anne Greene, Executive Secretary, 
CSIDA, 400 West Madison 
Chicago 6, Illinois. 


Street, 


Beals McCarthy & Rogers Names 
Caffery Executive Vice President 


Edward J. Caffery was appointed 
executive vice president of Beals 
McCarthy & Rogers, Inc., Buffalo, 
New York, Follansbee Metal 
Corp. 


and 


In this capacity he was also ap- 
pointed to the board of directors and 
executive committee of both corpo- 
rations. He will have headquarters 
at corporate main offices in Buffalo. 

Mr. Caffery 
president of Follansbee Metals Corp. 


He served in this post more than 


was formerly vice 


sixteen years. 

Thomas E. O’Neal, president of the 
two firms said that the post was 
created to integrate more fully the 
marketing and sales activities for 
present-day industrial needs. 

At the same time, William W. 
York was appointed vice president 
He has 
been with Follansbee since 1950. 

Mr. York assumes full responsibil- 
ity for management of the Follansbee 
organization. He is a member of the 
American Society for Metals. 


and manager of Follansbee. 


Dante C. Fabiani 


Dante Fabiani Elected 
President of Crane Co. 


Dante C. Fabiani was elected presi- 
dent of Crane Co., by the board of 
directors, according to T. M. Evans, 
chairman. 

Mr. 
1960, as executive vice president. 
He was elected a director in 1961. 

Prior to joining Crane, he was 


Fabiani joined the firm in 


financial vice president of McDon- 
nell Aircraft Corp. and earlier was 
a vice president of H. K. Porter Co. 


Corporate Director Of Marketing 
Richard C. Lipps was appointed to 


the new post of corporate director of 
marketing by Crane Co. 

Mr. Lipps will formulate overall 
marketing policy and _ coordinate 
marketing functions for all Crane 
operations in the United States. He 
will also be responsible for the corpo- 
rate advertising program. 

Prior to his new appointment, Mr. 
Lipps was general manager of the 
welding division, Westinghouse Elec- 
tric Corp. 

Sonio E. Coletti was appointed 
assistant sales manager of Cie Crane, 
French affiliate of Crane Co. He will 
have headquarters in Paris. He will 
coordinate marketing efforts of Cie 
Crane and those of other Crane units 


in Holland and Italy. 


INDUSTRIAL DISTRIBUTION 





Informed of News Developments Among Industrial Distributors and Manufacturers 





Marine Suppliers Open 
Convention & Equipment Show 
Nov. 15, Hotel Roosevelt, N. Y. 


The 11th annual meeting of the Na- 
tional Associated Marine Suppliers, 
and the 3rd annual Marine Suppliers 
& Equipment Show will be held Nov. 
15-17, 1961, at New York’s Hotel 
Roosevelt. 

On Wednesday, Nov. 15, 9:30, 
there will be a session conducted by 
the Coast Guard on the subject 
“Coast Guard Requirements As They 
Affect Commercial Vessel Suppliers 
& Operators” and also on “Explana- 
tion of Coast Guard Approvals of 
Materials & Equipment.” The session 
will be conducted by Capt. A. W. 
Johnsen, chief, Merchant Marine 
Technical Division, U. S. Coast 
Guard. Presiding will be Leland D. 
Adams, Jr., president, C. J. Hendry 
Co., San Francisco. 

On Thursday morning, Capt. J. W. 
Haggard, SC, USN, will speak on “A 
Plan for More Local Procurement 
From Commercial Ship Suppliers.” 
Capt. Haggard will explain the new 
procedures for local procurement 
which the Navy is now inaugurating, 
for persons and firms who are anx- 
ious “to sell the Navy.” Harry Peltz, 
Peltz Bros., Norfolk, Va., will preside 
at the session, which will also have a 
question and answer period. 

On Friday Elmer E. 
Metz, acting deputy maritime admin- 
istrator and E. M. Mackmen, Atlantic 
Coast director’s office, will speak on 
“The Affect of Operating Subsidies 
on the Procurement Policies of In- 
dividual Steamship Operators.” 

The NAMS show will take place 
concurrently with the sessions of 
November 15-17. Further informa- 


morning, 


HARRON, RICKARD & McCONE BUYS MARWEDEL FROM GARRETT CORP. 


Harron, Rickard & McCone Co. of 
Southern California, Los Angeles, 
has purchased C. W. Marwedel, of 
San Francisco, from Garrett Corp. 

Marwedel, a leading Northern Cali- 
fornia distributor firm, has been a 
subsidiary of Garrett since 1955. It 
was founded as an independent firm 
in 1872. The firm specializes in tools, 
machinery, and power transmission 
and related lines. 

Harron, Rickard & McCone, 
founded in 1874, is a leading ma- 
chine tool distributor in its area. 
The Marwedel purchase is the com- 
pany’s second acquisition aimed at 
diversifying its industrial supply 
lines. Harron, Rickard bought Acme 
Tool & Supply Co., San Diego, last 
year. 

William F. Wolf, Harron, Rickard 
president, said Marwedel will be op- 
erated as a separate corporation un- 


der the C. W. Marwedel name. Robert 


Daniels will continue as Marwedel 
general manager and will also be vice 
president of the Northern California 
firm. 

Wolf said Marwedel will continue 
its present lines and will not handle 
the parent firm’s machine too lines. 
No changes are presently scheduled 
for the Marwedel inventory, Wolf 
said, but an aggressive sales cam- 
paign will be formulated within the 
next several months. 

Garrett Corp. will continue its in- 
dustrial supply Garrett 
Supply in Los Angeles and Phoenix, 


divisions, 


Ariz. 

Harron, Rickard & McCone was 
once a branch of the company of the 
same name in San Francisco. The 
two firms have had no connection 
since 1945, when a local group pur- 
chased the assets and goodwill of the 
Harron, Rickard Los Angeles oper- 
ation. 


Flexonies Corp. Holds Welding & Brazing Training Courses For Distributors 


Another class completes Flexonic Corp.’s accelerated training course in welding and 


brazing, fabricating process required in making flexible metal hose assemblies. At 
their final class are (1 to r): Robert Ehrlich, Speck-Marshall Co.; Harry Durst, L. A. 
Flexible Metal Hose Co.; instructor, H. A. Christopherson; Marion Moreau, Capitol 
Rubber & Specialty; and Donald Dyer, Bigelow Gibson Inc. The courses are a con- 
tinuing program by Flexonics, for pipe motion specialist distributor personnel. 


tion about the program or the show 
may be obtained from the NAMS 
office at 736 Woodward Building, 
Washington 5, D. C. 
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CSA Convention Features Political Debate 


Senator Karl Mundt (Rep.-S.D.) and 
Senator Eugene McCarthy (Dem.- 
Minn.) will debate the administra- 
tion’s foreign policy, as the main 
feature of the 67th annual convention 
of the Central Supply Association. 
The convention will be held Nov. 
1-2-3, at the Palmer House, Chicago. 
Other featured speakers include 
Zenn Kaufman, New York sales con- 
Bakken, 


Chase Brass & Copper Co.; Loren 


sultant; Glenn president, 
Bonnett, general manager, Eljer Divi- 
sion and vice president of the parent 
Murray Corp.; Joseph R. Schmitt, 
executive director of CSA’s Plumb- 
ing-Heating-Cooling Information Bu- 
reau; and Franklin Green, executive 
director of the National Better-Heat- 
ing-Cooling Council. 

Mr. Kaufman will preside at the 
fifth Sales 
His subject: “Dramatic Sales Pres- 


Manufacturers Seminar. 
entations.” 

Mr. Bakken will tell CSA members 
what they can expect in the way of 
profitable opportunities in the sale of 
copper water tubing. 

Mr. Bonnett will give his view of 
probable developments in the plumb- 
ing fixture field, from a sales and in- 
ventory standpoint. 

Mr. Schmitt will report on 
PHCIB’s progress and plans. He is 


expected to outline the Bureau’s new 


Black & Decker Appoints Boehm 
Industrial Sales Manager 


Arthur S. Boehm was appointed to 


the new post of sales manager of the 
industrial-automotive division, Black 
& Decker Mfg. Co. 

Mr. Boehm was formerly Eastern 
region sales manager of the division. 
He has been with the firm since 1934. 
In his new position, he will directly 
supervise all district managers of the 
division, and will report to Glen H. 
Treslar, general sales manager, indus- 
trial-automotive division. 

At the same time, Lester C. Kaefer 
was named district manager of the 
newly formed Pacific Coast district. 
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builder promotion program in depth. 

Mr. Green will head a panel of 
wholesalers discussing how whole- 
salers can increase hydronic sales. 

In addition there will be a five- 
editor panel on upcoming profit op- 
portunities in the plumbing-heating 
industry and three workshops on 
decimal packaging, inventory control 
equipment and a new approach to 
selling bathroom remodeling. 

The editor panel will consist of 
John Carlson, editor of Plumbing- 
Charles 
Horton, publisher of Supply House 


Heating-Cooling Business; 


Times; James Purnell, managing 
editor of Domestic Engineering; Ed 
Scott, publisher of The Wholesaler and 
The Journal; and Herb Walther, pub- 
lisher of The Contractor. 

The convention opens Wednesday, 
Nov. 1, with a Manufacturers Sales 
Seminar and two member workshops. 
That evening, CSA holds its tradi- 
tional Get-Acquainted Party. 

Thursday is devoted to general 
convention sessions and a member 
business meeting. The editors’ panel 
will be the highlight of the afternoon 
session. The evening social event is 
the convention banquet and show. 

The key event at the closing Friday 
morning session will be the debate on 
administration foreign policy by 
Senators Mundt and McCarthy. 


He was Pacific region sales manager. 
Thomas H. Maddux was named 
sales manager of Master Power 
Corp., a B&D subsidiary. He was 
Central region sales manager. 


Arthur S. Boehm 


Robert K. Hughes 


Kilsby-Tubesupply Promotes 
Hargesheimer To General Manager 


Walter G. Hargesheimer was named 
general manager of Kilsby-Tube- 
supply, Los Angeles. He was form- 
erly manager of the Seattle Division. 

Mr. Hargesheimer began with the 
firm in 1955 as a Los Angeles sales 
representative. He was promoted to 
manager in Seattle in 1958. 

Before entering business, his career 
was teaching athletics. 


Northwestern Operation 


Robert K. Hughes was named 
manager of the firm’s Northwestern 
operations, with headquarters in 
Seattle. He was formerly assistant 
sales manager in Los Angeles. 

He began his career with Kilsby- 
Tubesupply in 1955 as a salesmen in 
Los Angeles. In 1958, he was pro- 
moted of steel tube 
sales, and in 1960 to assistant sales 
manager. 


to manager 


INDUSTRIAL DISTRIBUTION 





Purchasing Executives Report 
Rise In Inventories; 
Increase In New Orders 


Some companies began a small degree 
of inventory accumulation in Septem- 
ber, according to the composite opin- 
ion of purchasing agents in the Busi- 
ness Survey Committee, National As- 
sociation of Purchasing Agents. 
The monthly survey also found 
some increases in production, em- 
ployment and prices. Company pur- 
little 
change in the length of forward com- 


chasing executives reported 
mitments, but the association said a 
year-long gradual lengthening is dis- 
cernible. The group concluded that 
the anticipated good fourth quarter 
seems to be in the making. 

Of companies polled, 23% re- 
ported higher inventories in Septem- 
ber than August, and 18% reported 
The remainder, a solid 
The NAPA 
said hairline control and close to the 
belt purchasing policies are still evi- 


reductions. 


58%, made no change. 


dent. In August, 22% increased in- 


ventories from July, 22% made re- 


ductions and 56‘ 


o were unchanged. 

Increases in new orders were re- 
ported by 56%, a figure equaled only 
three times in the last ten years, the 


NAPA said. 


ders 


Only 6% reported or- 


down, the lowest percentage 
since April, 1955. 
37% 


showed decreases. 


In September, 


reported increases and 12% 


51% 


provement and 10% 


In production, noted im- 
had reductions, 
compared with 48% and 13% in 
August. 
Prices in September showed a 
marked reaction to the quickening 
tempo of business activity, the associ- 
ation said. Higher prices on pur- 
chased materials were reported by 
20%, 


gust and the largest percentage since 


up sharply from 10% in Au- 


April, 1960. Lower prices were noted 
ner 


by 6%, compared with 7% in Au- 
gust. Earlier price stability may now 
be weakening in the face of growing 
pressures, the association said. 
Materials reported higher in price 
were iron and steel castings, steel 


scrap, bearings, paper, burlap, cotton. 


November 1961 


DISTRIBUTOR “STOCKLESS” CONTRACTS HELP BOEING CO. CUT COSTS 


The Boeing Co., Seattle, Wash., air- 
craft manufacturer, has been able to 
eliminate an estimated 150 purchase 
orders a year, at an estimated saving 
of $2500 in paperwork, by awarding 
an annual contract to a local indus- 
trial distributor for band saw and 
hack saw blades. 

Amounting to about $100,000 an- 
nually, the contract is held by Daw- 
son Tool & Abrasive Co., Seattle, 
which devotes about half its 2,000 
sq. ft. warehouse to Boeing require- 
5 W, 


Dawson’s general manager. 


ments, according to Lind, 

Lind and Boeing officials say they 
believe the agreement constitutes one 
of the first large-scale “stockless pur- 
chasing” contracts to be tried out in 
the Northwest by a manufacturer and 
his distributor. 

Under previous procedure, Boeing 
would issue a request for bids to as 
many as 12 vendors whenever it had 
accumulated sufficient requests from 
It maintained 
stocks, but, with as many as 50 sizes 


the shops. its own 
involved in a single tool or part, had 
trouble in maintaining adequate in- 
ventory. The distributors sometimes 


lacked local stocks to satisfy Boeing 
requirements and had to send East for 
supplies, with consequent delays in 
Boeing production and delivery ac- 
cording to the Boeing buyers. 

Today, Boeing’s material depart- 
ment phones its requests to Dawson 
in the morning, gets delivery the same 
day in a Boeing truck which makes 
the pickup when Dawson notifies the 
Boeing transportation department 
that the shipment is ready. Requests 
are issued against annual blanket 
purchase orders, one for each five 
sizes of saw blades. 

Dawson maintains a stock equal 
to the Boeing Company’s normal 60- 
day requirements. 

Satisfied with the way the contract 
for saw blades has worked out during 
the past year, Boeing recently entered 
into a similar arrangement with an- 
other Seattle Seattle 
Hardware Co., for files. 

Boeing officials said the bidding 
for these contracts was competitive. 
But they pointed out that their object 
was reduction of their “total” buying 


distributor, 


and inventory costs, not merely mate- 


rial cost alone. 





W. S. Wilson Becomes Full-Line Morse Chain Distributor For New York City 








| 


























Arthur V. Graseck, president, W. S. Wilson Co., Long Island City, N. Y., receives con- 
gratulations from Bill Quinlan, Morse Chain Co.'s N. Y. district manager. W. Harry 
Baugher, vice president sales for Wilson Co., accepts new Morse complete-line catalog. 
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New Pricing Structure for High-Speed Cutting Tools 
ls Proposed to Industry by Chicago Distributor 


A Chicago distributor executive, 
Herbert M. Lee, general manager of 
Harry Lee & Sons, has circularized 


of the 


Industrial 


National and 
Distributors’ 
Associations and some cutting tool 


the members 
Southern 


manufacturers with a proposal for a 
new formula for the pricing of high- 
speed cutting tools. Describing the 


various pricing structures which 
manufacturers have used up to now 
as “outmoded,” Lee suggests a new 
pricing system based on manufactur- 
ers’ production costs. 

Some of the most obvious troubles 
with all pricing structures developed 
by manufacturers in the recent past 
“(1) High-speed cut- 
ting tools have become an unprofit- 


able part of the industrial distribu- 


says Lee, are: 


tors’ volume, resulting in a sharp de- 
cline in their sales-engineering effort; 
(2) ‘Blue-Chip’ cutting tool manu- 
facturers are being plagued by short- 
line manufacturers, most of whom 
sell at lower prices than the full-line 
maker; (3) the blue-chip manufac- 
turer is operating at an unsatisfac- 
tory profit rate; and (4) most indus- 
trial consumers are very unhappy 
about the great disparity in prices.” 


Reviews previous systems 


Lee, cutting 
manufacturers have used a succession 


According to tool 
of six pricing systems in recent years: 

The first one was the traditional 
20% 


rangement, “based on averaging of 


across-the-board discount ar- 
costs by blue-chip makers, wherein 
low-volume, high-cost tools were sold 
at a loss, and high-volume, low-cost 
tools were sold at prices high enough 
to cover other losses.” This system, 
says Lee, invited short-line manufac- 
turers to make only thé more popular 
range of items. 

the five variants 
which followed the first one, pointing 
out that each either perpetuated the 
“averaging of costs” fallacy or set up 
quantity-pricing arrangements which 
soon became unworkable. 


Lee criticizes 


To overcome the problems created 
by the preceding pricing systems, Lee 
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suggests a new formula which he says 
is a variation of that used in the 
bonded abrasive and tungsten-carbide 
field. He sets out these 10 rules for 
his new formula: 

1. The consumer price schedule 
should be established by the manu- 
facturer. 

2. The consumer price should in- 
clude no more than six quantity 
brackets for each item. 

3. The bracket 


should be based on the quantity of 


prices in each 
each item ordered, and not on any 
assorting of tools. 

1. The prices should be based on 
actual production cost, completely 
disregarding historic formulas. 

5. The various quantity brackets 
should include reductions not only 
effected in order-handling, but also in 
production economies. 

6. Consumer prices should reduce 
progressively from the one-piece price 
until the short-line maker’s prices are 
equalled at whatever level the short- 
line maker normally sells, in his usual 
high-spotting sales efforts. 
the 
should also be based on the quantity 


7. Discounts to distributor 
of each item ordered and not on any 
assorting. 

8. The consumer price for one- 
package should be 30 to 40% 
above the price for the economical 
production lot. 

9. The distributor’s net cost (re- 
sulting from discounts applied at each 
quantity bracket) for the one-package 
lot should be 20 to 30% above the 
price for the economical production 
lot. 

10. The resulting price lists (con- 
sumer and distributor) should be so 
constructed that it would be impos- 
sible for any distributor to sell below 
the suggested selling price by any 
substantial amount, if at all. 


“Equitable for consumers” 


“In addition to stabilizing profits 
for both manufacturers and distribu- 
tors,” Lee declares, “this type of price 
list would be equitable for all con- 
sumers, based on their actual pur- 


Herbert M. Lee 


chased quantity, and would be palat- 
able. Progressively larger sizes would 
be priced progressively higher within 
each quantity bracket.” 

But there would be cases where 
two sizes of drills, for example, are 
so fractionally close that the produc- 
tion cost of each would be identical 

if each were produced and sold in 
They would, 
therefore, be priced the same in each 
Yet, if 


were popular and the other little-used, 


the same quantities. 


quantity bracket. one size 
the consumer would pay more for the 
latter because he used far fewer of it 
than the popular-size item. So, too, 
“This would 


produce extra revenue for the manu- 


would the distributor. 


facturer where his costs are higher.” 


Discounts for differentials 


Although net pricing is traditional 
in the cutting tool field, Lee advocates 
that “differentials between quantity 
brackets should be accomplished by 
discounts.” Besides simplifying price- 
list printing, he believes such a 
method would eliminaté a great deal 
of “price chiselling,” because “at 
least one-third of all chiselling does 
not exist when discounts are quoted 
instead of net prices.” 

Lee illustrates his new system with 
a sample price list for ground thread 
gun taps, showing how the quantity 
price gradations he proposes would 
reflect variations in manufacturing, 
order-handling, and inventory-carry- 
ing costs. He maintains that his sys- 
tem would make price-cutting “deals” 
impossible. 

continued 
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“Thus,” he says, “the plan becomes 
almost self-policing. This would en- 
able the blue-chip manufacturers’ 
men to pursue productive activities 
instead of policing prices, pacifying 
complaining distributors (and con- 
sumers) or avoiding the price subject 
entirely. While the plan would 
achieve the benefits of a stable 
market, it would do so without re- 
quiring anyone to engage in illegal 
market practices.” 

Copies of Lee’s 9-page multi- 
graphed proposal are available to in- 
terested parties from the author at 
1216 West North Ave., Chicago 39. 


Columbian Rope Purchases 
Cating Rope Works 


The Cating Rope Works of Maspeth, 
Long Island, New York, is now affili- 
ated with the Columbian Rope Co. 

Although purchased by Columbian, 
the Cating Rope Works will continue 
to operate independently from 
Columbian under the direction of 
its president, W. C. Cating, and its 
products marketed under the “K- 
ting” trademark. 

There will now be an exchange of 
technical information between the 
laboratories of the two firms, which 
is expected to benefit the customers 
of both companies, according to 
Columbian. 


Spokane, Wash., Branch Opened 
By Campbell Industrial Supply 


A new branch was recently opened at 
202 Trent Ave., Spokane, Wash., by 
Campbell Industrial Supply Co., 
Seattle Wash. 

According to Wallace Campbell, 
president, the new branch will allow 
the firm to provide better service to 
its customers in eastern Washington. 
Also it will enable Campbell Co. to 
serve a larger territory, including 
northern Idaho and western Montana. 

Guy Stilson, who has been in the 
firm’s Seattle staff for several months, 
will manage the five-man crew at 
Spokane. He was formerly a sales- 
man for Globe Machinery & Supply 
Co., Cedar Rapids, Iowa. 
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SKID-GRIpP 


aNTI-SKID FLOOR COATING 


TUF-QUIK sor A@rioors 
Tougher, faster...safer! 


TUF-QUIK SKID-GRIP for safe footing on ramps, 
stair treads and other potentially slippery surfaces 
( wood-concrete-metal, painted or bare, indoors and 
out). Dries overnight for heavy traffic, provides 
MIM* service with these unique features... : 


@ READY-MIXED—brush easily, no abrasive additives needed 
@ NON-SPARKING — safe for use in fire-hazard areas 


@ SAFETY-ENGINEERED — 85-90% coefficient of friction on 
wet or oily floors 


@ CHEMICAL-RESISTANT — rubber-clkyd-epoxy base with- 
stands repeated spillage of fuel or lubricating oils, fats, 
greases, gasoline, many other solvents, chemicals 


For general floor service use TUF-QUIK FLOOR 
ENAMELS — companion MIM* products, 


*MINIMUM -INTERRUPTION-MAINTENANCE — the concept of specialized coatings 
which perform unusual services quickly, with minimum shut-down of plant operation. 
Write for full data on W & W's unique *MINIMUM-INTERRUPTION-MAINTENANCE 
. . . MAXIMUM-INVENTORY-MOTION distribution plan. 


Creators of Advanced Coatings for Industry 


THE WILBUR & WILLIAMS CO., INC, 


Factory and General Offices, 658 Pleasant St., Norwood, Mass. 
In Canada — 7920 16th Ave., Ville St. Michel, Montreal 38, P.Q. 
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help reduce costs... 
SELL 
BETTER 


for steam lines 


IT PAYS 
TO SELL 


A Quality Stop 
Ya" through 3° sizes 


With or without 
lever handle 


One of the Complete 
HAYS LINE of 


Industrial Stops 
write for folder 103-9 


GENERAL PRODUCTS DIVISION 


HAYS MFG. CO. 


ERIE, PA. 





William F. Rogge 
Aeroquip Names Rogge 
To Head New Industrial Division 


William F. Rogge, vice president of 
Aeroquip Corp., was named general 
manager of the firm’s newly formed 
Industrial Division. 

Mr. Rogge’s division, the Indus- 
trial Division, retains the name of the 
division that formerly produced and 
marketed industrial products for, cus- 
tomers east of the Rocky Mountains. 
The new division will handle .all- in- 
dustrial manufacturing and market- 
ing throughout the United States, 
including the marketing of the Mar- 
man Division’s industrial distributor 
products. Division headquarters are 
in Jackson, Michigan. 

The division will include all U.S. 
industrial products manufacturing 
and marketing activities, except those 
of the 


Angeles. 
New Western Chief 


John M. Van Dam was named vice 


Marman Division in Los 


president and general manager of the 
Marman Division in Los Angeles. 

Mr. Van Dam was previously vice 
president and general manager of the 
Western Division in Burbank, Calif. 
The Western Division was renamed 
the Western Plant. 


Manning Named Aircraft Head 
Kent R. Manning was named vice 
president and general manager of the 
newly formed Aircraft 
Aeroquip Corp. He formerly served 
in same capacity as head of the Jack- 
son Division, one of the units in- 


Division, 


cluded in a new consolidation by 
Aeroquip. 

Mr. Manning will head plants in 
Jackson, Elbeeco, Dallas and Bur- 


bank. 





Jacobs 


CHUCK 
ADVERTISEMENT 


selling 
the world’s 
most accurate 
chucks to 


ou? rs 
we 


AMERICAN MACHINIST 

MACHINERY 

TOOL and MANUFACTURING ENGINEER 
TOOLING and PRODUCTION 
PRODUCTION 

MILL & FACTORY 

CANADIAN MACHINERY 

WESTERN MACHINERY & STEEL WORLD 
PURCHASING 

IRON AGE 

BUYERS’ PURCHASING DIGEST 
SCHOOL SHOP 


INDUSTRIAL ARTS & VOCATIONAL 
EDUCATION 


MODERN MACHINE SHOP 
MACHINE & TOOL BLUE BOOK 
METLFAX 


PLUS ... continuous support for our distrib- 
utors through— 


* New Products 
* Helpful Advertising 


* Smart Promotional Material 


You can depend upon Jacobs to help 
you fill your customers’ needs quickly and 
dependably. 
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ACCURACY 
AND GRIP... 


When you buy new tools 
or rebuild old ones 


TA iP FRONT INDUSTRIAL TEAMWORK 


» Precisely the point where the tool does Your industrial supply distributor knows 

its work. your business. He is always ready to fill 
your needs quickly and economically.When 
you need chucks you can depend on this 
industrial team—Jacobs and your Jacobs 


Precisely the point where the accuracy industrial supply distributor. 
ait grip of Jacobs Chucks reduce tool 


breakage, downtime and rejects. 


» Precisely the point where profits are 
made and lost. 


This is precisely the point, start up front 
with Jacobs. 


Finest machinists everywhere know the 

Jacobs Plain Bearing Chuck as standard 

equipment for portable power tools. They 

know it for precision accuracy and powerful 

grip...the most widely used chuck in THE JACOBS MANUFACTURING COMPANY, 
the world. WEST HARTFORD, CONNECTICUT 
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New “Profit Finder” Shows 
158 Places You Can Make Money 


with Unisorb 


158 times all the machines used in your territory and you have 
some idea of Unisorb sales opportunities! This new Selector 
Chart actually shows the right type of Unisorb for over 158 dif- 
ferent categories of machines, the only sales tool of its kind 
available. The complete line of Unisorb pads and Unisorb 
Level-Rite self-contained leveling mounts offers these important 
advantages and cost savings to your customers. 

+ Cuts installation costs up to 70% 

* Eliminates as high as 85% of transmitted vibration 

« Lowers noise levels, improves morale, improves machine 
performance 

« Saves up to 80% on installation time 

« Eliminates bolts, lag screws and pitted floors 

Cash in on the Big Profits Under Machinery Legs — with Unisorb! 

A long profit margin, low-cost stocking plan, extensive na- 
tional advertising, sales leads and repeat business. It’s all yours 
with the Unisorb line. Write for complete details, today. Many 
valuable territories still available. 
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UNISORB 2.2020 
BOSTON 11, MASS. 
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Republic Supply Appoints Jump 
West Texas District Manager 


C. J. Jump was appointed west Texas 
district manager by Republic Supply 
Co., Oklahoma City, Oklahoma. He 
replaces H. L. Ellis, now senior sales 
consultant. 

Mr. Ellis will retire in 1962 after 
serving Republic for 21 years as 
manager in West Texas. 

Mr. Jump was previously assigned 
to the general office in Oklahoma City. 

Jerry Bergin was reassigned to the 
general office as manager of field op- 
erations. He has been district man- 
ager in south Louisiana. Clyde Wade 
replaces Mr. Bergin. Wade will have 
headquarters in New Orleans. 

J. E. Roberts is now Illinois dis- 
trict manager, with headquarters in 
Salem. He moves from Midland, 
where he was sales office manager. 

Jack Breen, was appointed man- 
ager of the New Orleans sales office. 
He was formerly Dallas representa- 
tive. Dick Evans, sales representative 
in Wichita Falls, replaces Mr. Breen 
in Dallas. 

K. L. Maxwell was transferred to 
Corpus Christi as south Texas district 
manager. He was formerly sales rep- 
resentative in Oklahoma City. 


Baldor Moves Motor Sales Site; 
Boreham Named to Head Sales 


The motor sales department of Baldor 
Electric Co. was transferred from St. 
Louis to the firm’s Ft. Smith plant. At 
the same time, R. S. Boreham, Jr., 
was named general sales manager. 

The move was made to provide 
closer liaison with the engineering de- 
partment, already located in Ft. 
Smith. 

Mr. Boreham was formerly Baldor 
representative in southern California 
for the past 14 years. 


Other Appointments 


Jack Bower was named the new 
southern California representative. 

R. M. Payne will continue to be in 
charge of motor sales, with head- 
quarters in Ft. Smith. Armin Hese- 
man remains at St. Louis and will 
handle apparatus sales. 
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All CAPITOL fittings made 
to high pressure standards 


The most important part of any fitting l 
is the threads. The same Army-Navy | 
gauging procedure used on CAPITOL 
high pressure fittings is also used for | 
standard pressure fittings to assure | 


re COUPLINGS er aS 
perfect threads for leak-proof joints — NIPPLE 


UNIONS 








“SE artes 
CALAUALE TEL 


and fast make-up. 





Steel ensures maximum tensile 
strength, eliminates any possibility of . ieee 
sand holes or porosity. 


INSERT 
MALE THREAD ADAPTER COUPLING ELBOWS 





CAPITOL fittings are carefully in- late 
spected and tested to meet or exceed 


all Federal specifications. 


All CAPITOL fittings are fully pro- 


tected against corrosion by job-deter- REDUCING INSULATING eee, CAPS 
COUPLINGS UNION: : 








mined coatings that have proved most 








effective. Special coatings are avail- 
able when needed. 


All of these extras plus convenient 


packaging are available to you at no 








additional cost. DRIVE WELL-POINTS DRIVE DRIVE SHOE 


AND WELL SUPPLIES COUPLING 





RECIF, 


ZB 


> 
\ 
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SOLD ONLY THROUGH 
RECOGNIZED DISTRIBUTORS 





Now-—“Crane Teledyne” motor operator for valves 


it’s new and only from Crane! 

Today Crane is the only full line valve 
manufacturer that offers its own motor 
operator; this simplifies and speeds up 
your ordering and installation. And you 
get undivided responsibility for perform- 
ance from one manufacturer. 

“Crane Teledyne” was designed to 
provide torque only (thrust is taken on 
valve parts). This feature results in lower 
cost, smaller size and less weight than 
other operators with comparable output 
ratings. 

We specifically designed “Crane Tele- 
dyne” for a wide variety of Crane valves. 
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You can order it in two ways: as a conver- 
sion kit to motorize present valves in 
minutes; or fully motorized Crane valves 
straight from stock. 

The motor operator is equipped to act 
as a gear-operated valve (4:1 ratio) in case 
of electrical emergencies. Available with 
push-button control or can be programmed 
for automated operation. 


For full information, write Crane Co., 
industrial Products Group, Dept. B, 
1400 So. Kedzie Ave., Chicago 32, Ill. 
in Canada: Crane Ltd., 1170 Beaver 
Hall Sqyare, Montreal, Que. 


AT THE 
HEART 
OF HOME AND 


INDUSTRY 


VALVES + PIPING + PUMPS 
PLUMBING + HEATING + AIR CONDITION 


WATER TREATMENT 


ELECTRONIC CONTROLS + FITTINGS 
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Davis Named General Manager 
Of Fisher Tool & Transmission 


Fred R. Davis was named general 
manager of Fisher Tool & Transmis- 
sion Corp., New York City. 

Mr. Davis, who joined the firm in 
1952, has worked his way up through 
the sales department. He started with 
Fisher Tool as a telephone salesman, 
advancing to purchasing agent and 
assistant sales manager. 

Most of Mr. Davis’s working career 
has been spent in the industrial sup- 
ply field. 


SKF Appoints Wagner 
To Head Market Planning 


Edward H. Wagner was appointed 
director of the new market planning 
activity of SKF Industries. 

Increasing product line and diversi- 
fication of manufacturing brought 
about the need for headquarters di- 
rection of product planning and 
market studies, according to the firm. 

Mr. Wagner joined the ball and 
roller bearing firm in 1940. He most 
recently served as Midwest regional 
manager. Prior to that he served 
in various manufacturing and 
engineering capacities. 


Colorado Fuel & Iron Promotes 
Hanes And Hartman 


R. L. Hanes was appointed vice presi- 
dent-sales of the Western Division, 
and E. George Hartman was named 
vice president-sales, Wickwire Spen- 
cer Steel & John A. Roebling’s Sons 
Division, Colorado Fuel & Iron Corp. 

Mr. Hanes was serving as general 
manager of tubular sales from 1960. 
Prior to that he was assistant to the 
vice president of sales. He has been 
associated with CF&I for 32 years. 

Mr. Hartman was serving as vice 
president-sales, John A. Roebling’s 
Sons Division, CF&I since 1958. He 
joined Roebling in 1940 as assistant 
sales manager. Prior to that he was 
with Wickwire Steel Co. He has 43 
years experience in the wire and wire 
products industry. 
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“Phone me today- 


collect; Star has 
a few protected 
franchises open for the 
biggest, most complete 


line of stainless steel 





lasteners Cm fy | 


STOCKING JOBBERS! 

Dor’t let the future pass 
you by! Billions are being 
spent with contractors, and 
subcontractors for missiles, 
satellites, electronics, radar, 
aircraft, ships, chemicals, in- 
strument, ete. 


STAINLESS FASTENERS ARE 
BEING CALLED OUT! 

Get your share of this 
profitable business for years 
to come with a valuable Star 
Franchise. Be a step ahead 
of your competitors! 


see er ewe 


Now .. . here’s the good news about how the profit 
with STAR STAINLESS: 


1. Exclusive, protected territory 


2. “Live-lead” franchise plan— 

We advertise NATIONALLY, consistently 
in more than 15 top industrial magazines and 
purchasing directories. 


3. Sell the most complete line of STAINLESS STEEL 
FASTENERS—STAR! 


4. Fastest service—more than 8,000 items and sizes 
e dowel pins ¢ hinges *¢ machine screws ¢ stud bolts 
¢ AN drilled fillisters ¢ bolts ¢ socket head cap « cotter 
pins ¢ washers * wood screws ¢ sheet metal screws 
* taper pins ¢ socket set « 


Now! Phone Bob Strike collect! 


(our Sales Manager 


cuittera 6-2800 He'll tell you all about 
Star Stainless’ big profit deal 


STAR STAINLESS SCREW CO. 


‘mm 645 Union Blvd., Paterson, N. J. 


= 
j= 


Direct New York City phone: Wlsconsin 7-6310 
Direct Philadelphia phone: WAlnut 5-3660 





Boats and pumping equipment go into action .. . 
Damaged Texas plants get help in storm emergency . . 


Round-the-clock service aids the clean-up, as . . . 


Hurricane Carla Tests Distributors 
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Height of hurricane at Dow Chemical plant in Freeport, Texas. Call went out for motors and distributors responded promptly. 


Last Fall’s most damaging hurricane, 
Carla, put industrial distributors to 
the test, as happens every time dis- 
aster strikes. In Texas, where the 
storm hit hardest, distributors, as 
usual, came through with emergency 
supplies and services to help put 
wrecked and flooded plants back in 
operation. 

Distributors themselves. with some 
suffered little 


Most of them were well prepared with 


exceptions, damage. 
emergency stocks of critical materials 


to see their customers through the 
crisis 

Among the hurricane highlights: 

«Flood waters stood five feet deep 
around Black Hardware Company in 
Galveston. A crew stayed on duty 
around the clock during the three 
days the storm was at its worst to 
furnish emergency supplies to anyone 
who could get there to pick them up. 


Harry G. Black. 


supply firm, recalls with amusement 


president of the 


the student from the University of 
Texas Medical School who came to 
the warehouse to get vitally needed 
batteries. He waded 14 
blocks outboard 
boat. 

¢ Texas Marine and Industrial Sup- 


swam and 


towing an motor 


ply Company’s Galveston branch was 
on “the tail end of the tornado that 
followed Carla,” says G. R. Waddell, 
the Houston 


general manager of 
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office. The building suffered about 
$4,000 
debris, plus some water damage. 


roof damage from flying 

*Most distributors stayed open 
around the clock where there was a 
need for it. Houston distributors 
said surprisingly few industrial cus- 
tomers were hurt. 

¢With a few spectacular excep- 
tions, such as the Dow Chemical plant 
at Freeport, most heavy industry 
came through with only temporary 
Dow 


motors, 


shutdowns. had thousands of 


electric control instruments 
and switchgears flooded. These and 
other equipment were hauled to re- 
pair shops all over the state to be 
dried and repaired. 

¢ Most distributors managed to get 
vital supplies where they were needed 
Warren 
Electric Supply, in Houston, received 
a letter of thanks 
Lighting and Power Co. stating that 


when they were needed. 


from Houston 
without such distributors, the utility 
could never have restored service as 
soon as it did. 

¢ Darrell 
Briggs-Weaver 


Manley, President of 
Machinery Co., 
Dallas, said the greatest loss to that 
firm’s Houston operation was 100 
catalogs at Dow Chemical Co.’s plant. 
The firm kept a staff at the ware- 
house around the clock for some 
weeks after the storm. Manley re- 
ported “a run on push brooms and 


He also brought in a 
truckload of WD-40, a water displace- 


squeegees. — 


ment product for items exposed to 
water. 

¢ The greatest damage to distribu- 
tors will be lost sales on basic ma- 
terial that is used when a plant is 
in operation. These sales will never 
be made up. 

¢ But 
their emergency capability. Wessen- 
dorf, Nelms & Co., Houston, for ex- 


distributors demonstrated 


ample, ran half page ads on portable 
power plants and sump pumps. The 
firm’s executives helped out supply- 
ing hand tools to motor rebuilding 
shops until late Saturday night. 

*Sabine Supply Co., in Orange, 
Texas, had to postpone its annual 
one-day trade show for a week due 
to the hurricane. J. W. Anger, exec. 
vice president and general manager, 
considers the show “a success,” al- 
though the 400 who attended were 
only about a third as many as ex- 
pected. Anger says that the storm 
hurt distributors overall, as much as 
business in general was hurt overall. 
Although his own operation was shut 
down for about three days due to 
high water (there was a nine-foot 
tide at Orange) he expected several 
thousand dollars profits lost during 
those days to be made up later in 
the month with increased sales of 
replacement items. 
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How the case turned out 


start on page 82 


Ewing explained to Platt that he was 
“sure” he could step into Steff’s shoes 
since he had already “gone over” 
this account with him to gain a 
familiarity with plant operations and 
problems, and had had considerable 
past experience serving other, similar 
plants. However, Ewing explained 
that he could certainly understand 
Platt’s position of not wanting to get 
“stuck with a pig in the poke”, and 
suggested that he, Platt, put him on 
a trial basis for 6 months: “If I don’t 
give you the kind of help and service 
you think you deserve, Mr. Platt, you 
can drop me like a hot potato”. 

Platt said he would think about it. 





NEWS 


continued from page 175 





Republic Appoints Livingston 


Metal Sales Coordinator 


George Livingston was appointed to 
the new post of metal sales coor- 
dinator by The Republic Supply Co., 
Los Angeles. 

Mr. Livingston will provide advice 
and assistance to Republic’s inside 
metal salesmen and will serve as the 
first contact point for outside sales- 
men who require special information 
or service on inquires or orders. He 
is also responsible for educating 
Republic’s sales personnel on spe- 
cialty metals, and advising purchas- 
ing and warehouse personnel on 
stock maintenance. 

Mr. Livingston began his career 
with Republic as an inside metals 
salesman in 1960. 

Alaska Trade Supply, Inc., Anchor- 
age, Alaska, was appointed exclusive 
sales representative in that state for 
Republic’s line of oil field equipment. 

O. L. Riley, Jr., was appointed 
head of oil sales for the Alaskan firm 
by Evan L. Nelson, president. Mr. 
Riley was formerly with the Cali- 
fornia oil industry. 
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Tell us the product and we'll show you 


the right belting for handling it. 
BELTING 


This is possible because the Victor line of textile belting is com- 
plete — fills many needs in conveying, elevating and transmission. 
There’s everything a customer needs in solid-woven cotton, Neo- 
prene impregnated, canvas-stitched, Balata, special treatments — 
plus a complete selection of belting specialties... all in a full range 
of widths and thicknesses. 

To prove which belting is right for each use, our research depart- 
ment conducts continuous, exhaustive tests under actual operating 
conditions — then integrates test results with field reports to give 
assured recommendations. 

The pay off of this policy is our volume of repeat sales and an 
ever-growing distributor list. Why not give your customers this 
complete belting service? Send for Distributor Catalog today. 


A COMPLETE LINE Including: Neoprene Belting * Balata Belting 
Solid-woven Belting — untreated, impregnated, coated 
—many widths and plies + Canvas Stitched Belting 
Belting Specialties. 





New Order Index Of Industrial Supplies & Machinery Up 0.596 In August 
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ScLF-DRILLING 


ANCHORS 


“the 


KEYSTONE® 
EXPANSION SHIELDS 


A sy 
_ 


@ Exclusive Nutstop 
Prevents 
Nut Pullout 


DIAMOND-P-® 
LAG SCREW SHIELDS 


A 


?. usive 4-Directional 
Expansion Fits 
Irregular Holes 


Ly) LI 
HOLLOW WALL 
ANCHORS 


5 Times 
Greater Thread Area... 
No Stripping! 
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Exclusive 
Lectro-Temp 
Heat Treatment 
Assures 


Bite Plus the Grip.” 


DHD® HAMMER 
DRIVE ANCHORS 


@ Exclusive Internal 
Ribs Provide 
Maximum Expansion. 


"Red Séal® 


CALKING ANCHORS 


Exclusive Red Fibre 
Disc Keeps Dirt 
Out of Threads 


500 Other Items 
With “Built-In” 
Extras 


L 
Exclusive Pole Line 
Hardware 


FREE SAMPLES 
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The index of new orders placed by distributors with suppliers rose one point, 200, 


or 0.5% in August says the American Supply & Machinery Manufacturers’ Assn. 


Millers Falls Forms New Company to Keep Up With Canadian Market 


Millers Falls of Canada Ltd. was established at 38 Brydon Drive, Rexdale, Ontario, 
to meet the rapidly growing demand in Canada, according to the Massachusetts firm. 
Under the direction of general sales manager, P. Howard Armstrong, the company 
will operate a full-line warehouse for distributors in the eastern and central 
provinces, while western Canada remains under sales supervision of M. Engers & Son. 


tionship, according to the firm. 


Fisher Launches Photo Contest 
To Promote Customer Goodwill 


The steel company feels that in no 


better way can it celebrate 50 years 





Fisher Bros. Steel Corp. launched a 
photo contest, aimed at bringing its 
customers and Fisher representatives 
together in an informal mood. 

A Polaroid camera and film is pro- 
vided by Fisher, and the customer is 
on his own to take any shots he 
desires, knowing that the prizes will 
be awarded mainly on human in- 
terest. 

There is nothing to buy to enter 
the contest, not even film. As the con- 
testant’s entry must be photographed 
at the time the Fisher representative 
calls, the only possible result can be 


a closer, more intimate business rela- 


in warehousing and distributing than 
to invite its customer to a photo 


party. 


Hills-McCanna Names McCloud 
Distributor Sales Manager 


Paul McCloud was named manager 
of distributor sales for Hills- 
McCanna Company. 

Mr. McCloud was formerly indus- 
trial sales manager for the firm. He 
has been with the company for six 
years in various sales capacities. 
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Material Handling equipment orders in 
July showed a drop of nearly 45 points 
from the month before, according to 
the Material Handling Institute. The in- 
dex is now more in accordance with ac- 
tual conditions in industry, according 


to Robert F. Moody, president of MHI. 





INDUSTRIAL FASTENERS INDEX 


The Industrial Fasteners Index of 
shipments for August is 95, accord- 
ing to the Industrial Fasteners In- 
stitute. 

August shipments showed an ad- 
vance of one percentage point over 
July. This is the fourth month with 
an upward trend, according to the 
Institute. 


LeValley McLeod Appoints Neely 
General Manager In Binghamton 


F. H. Neely was appointed general 
manager of the Binghamton, New 
York offices and warehouse of Le- 
Valley McLeod, Inc., Elmira, New 
York. 

Mr. Neely succeeds the late F. F. 
Merville. Burt L. Lyman succeeds 
Mr. Neely as assistant branch man- 
ager. Mr. Lyman has been with the 
firm since 1949. 


ARO CHANGES NAME 


The Aro Equipment Corp. will 
change its name to The Aro Corp., 
effective November 30. The change 
in name was approved by stock- 
holders at the firm’s last annual 
meeting. The new name, as explained 
at the meeting, will identify the firm 
more clearly and signify its expan- 
sion into a wider range of products 
and markets. 
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performance determines demand and 


Because industrial buyers know they get the most 
efficient, economical performance from Johnson 
Gas Burning Equipment. They rely on Johnson's 
consistent quality—proved dependability in over 
58 years of operation. They know they get 
advantages from Johnson equipment that 
no other line can give them. 


For information on Johnson’s complete line of quality Gas 
Burning Equipment write today for the new Johnson Catalog. 


A 
if it burns gas\/ look +++ Since 1901 


JOHNSON GAS 7 APPLIANCE CO., see & Avenue NW, Cedar Rapids, lowa 





MORE EXPOSURE 


OF THE COMPLETE WILLIAMS LINE 
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EXTRA TOUGH « MAKE BIG JOBS EASY LONG-LASTING « SPRING RESISTANT 


z 
ie 
r - 
>|] WILLIAMS WILLIAMS 
DROP-FORGED 
“¢” CLAMPS 


y HEAVY SERVICE 
t. 
® 
SUPERRENCHES 
Made from tough, carefully select- 
ed steel, specially heat-treated to 
increase strength and reduce liabil- 
ity of springing. Screws threaded 
for rapid adjustment . . . thru-hardened for extra life. Swivels 
designed for permanent retention on screws. Heavy Service 
in 11 sizes up to 1214” cap. General Service in 9 sizes up to 
18” cap. Deep Throat in 7 sizes up to 12” cap. Spatter-Resist- 
ing in 7 sizes up to 12” cap. Tool-Makers in 4 sizes up to 
414" cap. Also Machinists’ Clamps, 4 sizes up to 4142” cap. 
SSI 


For big nut turning jobs requiring man- 
sized, two-fisted action,— reach for Wil- 
liams Big Alloy Wrenches. Your Williams 
Distributor has a complete selection of 
Structural, Construction, Box and Striking 
face styles. All drop-forged from selected 
alloy steel and heat-treated for added 
toughness. Openings up to 31” have extra 
built-in strength, yet are designed to over- 
vide 


come clearance problems. Handles pro 
ary FIVE STYLES IN 38 SIZES 


plenty of extra leverage. rn 
SEE YOUR WILLIAMS DISTRIBUTOR 


AVAILABLE IN CHROME—AND/OR = 
INDUSTRIAL GRAY FINISHES ‘aa ’ 
J.H.WILLIAMS 2aCo. WILLIAM J.H.WILLIAMS 2Co. WILLIAMS 
401 VULCAN ST., BUFFALO 7, N.Y. <w> ena nen sr. useAaLo 7. N.Y. <w> 
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“SHAKEOUT” COMING IN INDUSTRY SAY ELECTRONIC FIRMS 


Problems of distributors of industrial 
electronic suppliers were discussed in 
San Francisco recently, at a special 
one-day distributor-manufacturer 
conference, held in conjunction with 
the Western Electronic Show & Con- 
vention. Some of the problems were 
specific, some general, and some 
future. 

A total of 74 western electronics 
distributors, most of them dealing in 
electronics parts, met individually 
with manufacturers and representa- 
tives in a series of twenty 15-minute 
Most of the talk centered 


around individual business arrange- 


sessions. 


ments and company policies. After 
several consultation periods, a few 
InpusTRIAL Dis- 
TRIBUTION that they see rough going 


distributors told 


ahead for the industrial electronics 
distributor in general. 

The spectre of a shakeout is start- 
ing to haunt electronics manufac- 
turers, specifically this year, in the 


field of 


semiconductors. The ap- 


pearance of 12¢ diodes and 18¢ 
transistors, representing drastic price 
cuts in the past twelve months, 
indicate that a full-blown price war 
is in progress. The situation is not 
conducive to distributor operations. 

“You can get killed on semiconduc- 
tors,” confided one West Coast dis- 
tributor. “You'll never see me taking 
on those lines without a written guar- 
antee.” He mentioned that manufac- 
turers seem to be getting tighter with 
their buy-back policies, making the 
field more and more risky. 

Other distributors placed part of 
the pricing blame closer to home: 
on over-inventory and consequent ac- 
cumulations of “distressed stocks” by 
distributors as well as manufacturers. 

A major semiconductor manufac- 
turer told ID, “List prices hold up 
pretty well on small quantities, but 
as the order gets bigger, you can 
forget the list. It’s every salesman 
for himself, and the bidding can get 


disastrous.” He was referring to di- 


rect, as well as distributor, sales. 
General consensus seemed to be 
that it will be several years before 
distributors get a solid toe-hold in 
the industrial electronics field. Ac- 
cording to a survey by the Western 
Electronics Manufacturers’ Associa- 
tion (WEMA), only 1.5 percent of 
western electronics manufacturers use 
distributors 
split their sales effort between their 


exclusively. The rest 


own staffs and distributors, or sell 
completely through their own sales 
staffs, 


Butterfield Appoints Gillane 
To Middle Atlantic Area 


Laurence D. Gillane was appointed 
district manager of the Middle At- 
lantic area, by Butterfield Division, 
Union Twist Drill Co. 

Mr. Gillane will be responsible for 
the Butterfield 
warehousing program in the area. 


sales, service and 


District headquarters is located in 
Englewood, New Jersey. 





DEPENDABLE ALLOY & CARBON STEEL 


WILLIAMS 


DROP-FORGED 


HOIST HOOKS 


Recent improvements in design and 

material make Williams Alloy and 
Carbon Steel Hooks the strongest, safest to specify. Each is 
heat-treated for maximum toughness and high impact resist- 
ance. All are proof-tested to military standar 
safe working loads. Available in eye and shank styles in 
regular and safety patterns. Safety latches feature non- corro- 
sive snap springs with positive, safety action. Alloy steel 
. carbon steel capacities up to 60 
tons. Order from your Williams Distributor. 


capacities up to 70 tons. . 


SIXTEEN STOCK SIZES 
CAPACITIES UP TO 70 TONS 


J.H.WILLIAMS 2Cco. 


DIVISION OF UNITEO-GREENFIELO CORPORATION 


401 VULCAN ST., BUFFALO 7, N.Y. 
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WILLIAMS 


< Ww 


to 50% beyond 


MOST FLEXIBLE WRENCH SYSTEM 


WILLIAMS 


DETACHABLE 


/ SUPERSOCKETS° 


Save valuable time with these versatile 
SUPERSOCKETS®. Regular, deep and uni- 
versal sockets come in hex, 12 pt., square and 
8 pt. styles from %¢” to 3-4g”. Metric open- 
ings from 10 to 36 mm. Five square drive 
sizes: 4%”, 4%”, Y%", 34” and 1” ... plus ratch- 
ets, extensions, and 
form hundreds of wrench combinations. 
Made from selected alloy steel, heat-treated and chrome- 
plated. Order from your Williams Industrial Distributor. 


special attachments to 


88 DRIVERS & ATTACHMENTS 
235 SOCKETS—S5 DRIVE SIZES 


J.H.WILLIAMS aCo. 


OIVISION OF UNITED-GREENFIELO CORPORATION 


401 VULCAN ST., BUFFALO 7, N.Y. 





Elmer Goetz Wins In Garrett Supply Semi-Annual Handicap Golf Tournament 


Prizewinners at Garrett Supply Co.'s golf tournament are (back row), John Pitblado, 
Minnesota Mining & Mfg.; Ray Mack, Carboloy; Elmer Goetz, Thor; Bob Smith, 
Garrett; Glen Crandall, Garrett; John Perkins, Lufkin Rule; and Mickey Parr, 


Front row, Gene Clark, Osborne; 
Marv Bennett, Lufkin Rule; 


Garrett. 
rett Supply; 


Elmer Goetz, of Thor Power Tool Co., 
won top honors in Garrett Supply 
annual 
tournament. Mr. 


75-4-71 at 


Co.’s semi handicap golf 


net 


Montebello 


Goetz had a 


score of the 


Paul Carlson, Norton: Hal Banks, Gar- 


and John Nelson, A. Schrader Son's. 


Country Club; best of the day. 

Mr. Goetz led a field of 74 other 
linksmen composed of factory repre- 
sentative for lines handled by Garrett 
Supply Co. 


Mr. Goetz’s name will be engraved 
on the trophy below that of Tom 
Cannon, Putnam Tool Co., the win- 
ner of this event in its inaugural last 
fall. The award must be won three 
times for permanent possession. 


McNeal Tool & Supply Moves 
To New Cedar Rapids Location 


McNeal Tool & Supply Corp., Cedar 
Rapids, 


Iowa, recently moved its 
office and warehouse to large quar- 
ters at 327 Seventh Street, S. E. 

The new location has four times 
more area than the former facility, 
according to the firm. In addition, 
space is now available for displaying 
the 


chinery. A larger and more balanced 


firms lines of industrial ma- 
inventory will be carried. 

The new site has private loading 
dock facilities and offstreet parking. 
This is a new customer convenience. 

McNeal Tool & Supply serves in- 
dustrial customers in lowa and sev- 
eral surrounding states. 





This package is saving American in- 


dustry millions of maintenance hours 


year. That means millions of dollars, too. 


That’s why industrial distributors are 
finding their sales of aerosol paints, lubri- 
cants, solvents and other products are 
shooting up and the repeat orders steady 


and profitable. How about you? 


To get a share of these sales, stock and 
sell the Sprayon line, the widest and the 
best*. Sprayon is the oldest and the lead- 


ing packer of aerosol specialties. 


For full details and sales facts, write 
to Industrial Supply Division, Sprayon 
Products, Inc., 2075 East 65th Street, 


Cleveland 3, Ohio. 
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*Sprayon Aerosols 
for Industry i. - 


ee 


Open Gear and Wire 
Rope Lubricant 
Light Oil Lubricant 
Penetrating Oil 
a Dry Graphite Lubricant 
All-Purpose Silicone 
Lubricant 
Clear Plastic 
Silicone Mold Release 
Wrinkle Finishes 
High-Heat Aluminum 
Zinc Chromate Primer 
Red Insulating Varnish-Enamel 
Battery Terminal Protector 
Blue Layout Fivid 
Layout Fluid Remover 
Anti-Rust Spray 
Electric Motor Degreaser 
Engine Degreaser 
Color Code Enamels 
Marking Enamels 
ASA Machinery 
Gray Enamels 
Gray Primer-Surfacer 
Jet-Pak Self-Powered Spray Gun 


es 
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pig Market 
Big Volume 
Big Margins 


ona 
Small Investment 
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more sales in more places with greater profits! 


Right now there are hundreds of untapped applications for * Market evaluation for your specific territory 
metal hose in plants throughout your area—extremely profit- * Big profit margins and a growing business 
able applications for both you and your customers. * Complete training and tools to sell the market 

Flexonics, the most experienced name in metal hose, has 
packaged a program that puts this lucrative, growing market 
in the palm of your hand. Consider these advantages —get 
the complete story on a PMS distributorship. 


* Small inventory investment 
* Forceful advertising, direct mail support 


MAKE US PROVE IT! 


amas ATTACH TO YOUR LETTERHEAD au eum an amy 


Sail i 


310 E. Devon Ave. 
DIVISION OF CALUMET & HECLA, INC, Bartlett, til. 
310 East Devon Avenue + Bartiett, tilinois 


Please send me an analysis of my market 


for metal hose and the complete 
FLEXIBLE METAL and SYNTHETIC HOSE In CANADA fi : 

EXPANSION JOINTS FLEXONICS CORPORATION OF CANADA, LTD. Flexonics PMS brochure. 
BELLOWS + SPECIAL TUBULAR ASSEMBLIES BRAMPTON, ONTARIO 
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‘“... adds up to 
steadily increasing 
sales and profits for us’’! 


MR. JOSEPH J. BONORA of the ENOS and 
SANDERSON COMPANY, BUFFALO, NEW 
YORK has this to say about UNITED “POP” 
RIVETS, ‘‘ ‘POP’ has a complete line of rivets 
and tools, backed up by trained factory rep- 
resentatives, an aggressive sales promotion 
program, a written wholesaler policy, and 
good ‘live’ sales leads. This adds up to 
steadily increasing sales and 

profits for us.” ; 
Front of building takes on a new look 
with the use of enameled steel panels, 
and aluminum and glass for the windows. 


check over some of the ways 
| ed O Pp’ ing 


Lewis Supply Remodels 
To Give Building New Look 


PROFIT-ABILITY 
will build YOUR 
sales and profits — 


i YOUR SAME SALESMEN SELL MORE... 
because, as an established Industrial 
Distributor, you have a sales force that is 
already calling regularly on the people who 
buy fasteners and these people are 
always looking for a new fastener that can 
help them reduce assembly time and costs! 


ys ONCE SOLD, CUSTOMERS STAY SOLD 
P . because “POP” Rivets offer solid 
advantages that will help your customers im- 
prove the quality, appearance and acceptability 
of their products; speed assembly operations; 
and cut the installed costs of their fastenings. 
This means more repeat business, with steadily 
increasing sales and profits! 


\ UNITED SUPPORTS YOUR SALESMEN ... 
and backs up their sales efforts with the 
biggest, most comprehensive program of ad- 
vertising and sales promotion in the blind 
rivet field. This program pre-sells prospects 
and produces live leads for your men to 
follow up! 


IF YOU'RE AN ESTABLISHED DISTRIBUTOR 
. . . with an alert sales organization, you'll be 
interested in the complete ‘‘POP’’ PROFIT- 
ABILITY story. Write today on your company 
letterhead to: Product Manager, ‘‘POP” RIVETS, 
United Shoe Machinery Corporation, Shelton, 
Connecticut. 


HERE'S HOW THEY WORK 
“POP” Rivets are inserted and set from 
the same side: (1) Rivet is inserted in 
the work. (2) Jaws of the easy-to-use 
Setting tool grasp the mandrel. (3) Tool 
*S operated. Jaws pull back. Rivet is 
set. Mandre! breaks and falls free 


FASTENER DIVISION e@ UNITED SHOE MACHINERY CORPORATION 
2136 River Road. Shelton, Connecticut, U.S.A. 





Lewis Supply Co., Memphis, com- 
pleted remodeling of the front of its 
headquarters at 477 South Main 
Street. 

Time had taken its toll on the five- 
story building of concrete frame 
structure with a brick veneer facing, 
according to the firm. 

Aluminum and glass were com- 
bined to replace the old windows. An 
aluminum store front replaced the old 
wooden one. Enameled steel panels 
were used to give the front a new look. 

Founded by T. Walker 
Lewis Supply was purchased by 
Howard A. Jackson, in 1946. Gene 
Johnson is president and George L. 


Frank, vice president-sales. 


Lewis, 








i 


Familiar building prior to remodeling. 
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New compact 


PUMP 


for airless 
spray painting 


now spray direct 
from 55-gal. drums 


This new Binks Model 41-8881 compact 
pump mounts directly into the bung of 
original 55-gallon containers . . . elimi- 
nates the cost of transferring material to 
another container before spraying. 


The pump is designed for single gun air- 
less spraying of protective and decora- 
tive coatings. All parts—which come in 
contact with the fluid being sprayed— 
are made of non-corrosive stainless steel. 
Parts subject to wear are of a special, 
hardened stainless steel. 


Binks airless spraying gives you the 
speed and coverage of spray painting with 
minimum overspray—paint goes where 
you want it ... on the surface. . . not into 
the air. Drift is greatly reduced, making 
this equipment ideal for use indoors or 
out. Result: considerable savings in both 
time and materials. 


Bulletin A41-24 
tells all... Ask 
your Binks 
distributor for a 
copy. He also can 
give you complete 
information on 





Tough | 
non-c rrosive | 
stainless steel — 
parts © 





Binks pumps “7 = te Ask about our spray painting school. Open to all... NO TUITION .. . covers all phases. 


best suited 
to your operation. 





Or. write to the jem Binks Manufacturing Company 3146 Carroll Avenue, Chicago 12, Ill. 
address below. REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES + SEE YOUR CLASSIFIED - DIRECTORY 
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POWER TOOL 


LINE 








Miniature flexible shaft machine (above); 1/10 H.P. universal 
motor; carbon-pile, continuously variable foot rheostat; speeds 
up to 14,000 RPM; UL approved; wide selection of interchange- 
able handpieces; prices start at $67.75. 


Miniature power screwdriver 
and nut runner (top right); 
1/10 H.P. universal motor; ex- 
clusive pickup/finder; drives all 
screws from *0 to *4; runs nuts 
up to *4; prices start at 
$109.15. 


Miniature bench grinding and 
buffing motor (center right); 
1/15 H.P. universal motor; 
14,000 RPM; hand or foot rheo- 
stat; prices start at $23.50. 


Distributor kit complete with 
machine, handpieces, attach- 
ments, etc. (bottom right); Ideal 
for on-the-spot demonstrations. 


Foredom’s line of miniature power tools is unique in 
the industry and covers a wide range of types and 
models. Equally important is the Foredom line of 
handpieces, attachments, accessories, etc., which en- 
able you to do repeat business with every Foredom 
user. Foredom backs you all the way with extensive 
advertising, brochures, flyers, plus top quality refer- 
rals and inquiries in your area. For immediate infor- 
mation, fill out and mail the coupon today. 


r-~ FOREDOM ELECTRIC COMPANY, INC. 


Name 


Address 








e Bethel, Connecticut — since 


Aye 


MANUFACTURERS OF MINIATURE POWER TOOLS 


Please send me Foredom’s miniature power tool catalog, 
plus discount schedules and other pertinent information. 


oo 


Position 
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D. R. Frank R. E. Brown 


Lyon Metal Realigns Personnel; 
Creates New Department 


Along with a recent creation of the 
new Product Diversification Depart- 
ment. Lyon Metal Products, Inc., re- 
aligned some of its executive per- 
sonnel. 

The new department called for new 
assignments for four men. 

Thomas R. Conklin was appointed 
manager of the product diversifica- 
tion department. He was formerly 
sales manager, Eastern region. 

Edward E. Jones was named to 
replace Mr. Conklin in the Eastern 
region. Mr. Jones had been manager 
of the Chicago office. 

Donald R. Frank was promoted to 
district manager at Chicago. He was 
formerly manager at Kansas City. 

Richard E. Brown was promoted 
to manager of the Kansas City dis- 
trict. Prior to this he was a salesman 
in Milwaukee for Lyon. 

According to J. M. Olesen, execu- 
tive vice president, the creation of 
this new department is another step 
to insure growth of the firm. In the 
past ten years Lyon has established 
an Eastern manufacturing plant at 
York, Pa., modernized and expanded 
its plant in Aurora, and recently put 
into operation a new plant at Los 
Angeles, Calif. 

The new department will inves- 
tigate new products and new markets. 
It will also be concerned with market 
analysis, sales production and other 
problems. 
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Jamesbury Names Bauer 
To Sales Organization 


John W. Bauer was appointed to the 
post to unify sales and engineering 
efforts related to government and 
military activities by Jamesbury 
Corp. 

He was most recently with Fenwal, 
Inc., as a senior application engineer 
for military, aircraft and missile 
products. Prior to that he was with 
R. L. Faber & Associates. 


Made In England 


Jamesbury Corp. and Serck Ltd. 
have formed Jamesbury-Serck Ltd., 
in Gloucester, England, to manufac- 
ture and market Jamesbury products. 

The new firm will also import cer- 
tain Jamesbury valves from the 
original plant in the U.S.A. 


George Dolan Joins 
Dolan Industrial Sales 


George D. Dolan has joined Dolan In- 
dustrial Sales, Houston, as a sales 
engineer. His father is Leland Dolan, 
owner of the firm, and president of 
the Houston Industrial Distributors’ 
Association. 

After studying industrial engineer- 
ing, commerce and finance at St. 
Louis University, George Dolan went 
to Scully-Jones & Co., as a draftsman. 
Later he worked with Goddard & 
Goddard Co. as a trainee. 

Besides these plants, Mr. Dolan 
made the rounds of various other 
manufacturers in the Detroit and 
Chicago area, represented by Dolan 


Industrial Sales. 


Hagerstown Is Site Of New Branch 
By Maguire & McLernon, Inc. 


Maguire & McLernon, Inc., Baltimore, 
recently opened a branch operation in 
Hagerstown, Md., at 56 East Wash- 
ington Street. 

The operation will be under the 
supervision of Al Daukantas, who has 
been with the firm since 1952. Mr. 
Daukantas has worked in both inside 
office and sales procedures, as well as 


outside selling. 
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SPARTAN SAW WORKS, INC. 


partan_ 


“Distributor Only’’ 
Sales Policy Adds 
To Your Sales 





THE KEYSTONE OF SPARTAN POLICY IS 
SELLING ONLY THROUGH DISTRIBUTORS 


NOT JUST TO DISTRIBUTORS 


Spartan’s adherence to this policy is one of the reasons 
Distributors find the Spartan lines unusually profitable. 
Some Manufacturers claim to have such a policy, yet 
don’t hesitate to take business direct whenever the 
opportunity presents itself. 

This leaves the Distributor constantly wondering with 
whom he’s competing. Too often, it’s his own source of 
supply. With Spartan you get every sale... all sales... 
All the time. 


We Back This Up With 
Full co-operation from the Spartan Sales Force who are 
working with and for Distributors at all times. 
Catalogues and Sales Literature bearing Distributors 
name is desired. 
Planned Advertising constantly reaching your customers 
and prospects. 


AN OPPORTUNITY FOR YOU 


The rest of the SPARTAN story is worth hearing: To get all the farts, 
write us today. We have a few territories open. 


THE COMPLETE SPARTAN LINE 


Hack Saws—Band Saws—Tool Bits—Compass Saws 
Hack Saw Frames—Hole Saws—flat Ground Steel 


SPRINGFIELD 7, MASS. 


187 





AT THE HEART OF 








Keeping spinning frames like this one running smoothly and cleanly, U.S. Royal Variable Speed Belts are 
known for the long wear and dependable, maintenance-free service they give. These quiet-running, non-squashing, non- 
sagging belts have proved in textile plants everywhere that they consistently outperform all other belts. 





VSB 104 





US Distributors never miss an order because of incomplete 
product line. US Transmission Belts are but one example. Including the 
patented PowerGrip “Timing” Belt, V-belts, flat belts, variable speed belts, 
and spinner belts, it is the one complete line in the business. 
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Showing no appreciable signs of wear after 17 
years of hard usage carrying power to the John A. 
Manning Paper Company’s beater drive, this set of 
U.S. Royal V-Belts looks good for many more years of 
service. Known for maximum reliability and safety, U.S. 
Royal V-Belts provide top efficiency, exceptional length 
stability, and long service life for all types of drives. 


veil 














Chosen for overall top performance, U.S. Royal 
V-Belts drive the edger blade on Western Tool & Stamp- 
ing Company's powerful Edger-trimmer. These belts must 
withstand oil, dust, weather, and twisting. They must 
also deliver top performance at many different engine 
speeds. U.S. Royal V-Belts do the job... were chosen 
because they outperformed all competitive belts. 
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Helping to create a revolution in wire-drawing, 
heavy-duty U.S. PowerGrip “Timing’® Belts are now 
used exclusively on machines made by the Whitacre 
Corporation of Los Angeles. Their positive, compact, 
maintenance-free driving power has enabled Whitacre 
to not only increase efficiency greatly, but to lower cost 
of the equipment at the same time. These belts are still 
operating after years of 24-hour-a-day service. 
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Learn why users everywhere—including both and wide product line offer unmatched sales 
QO.E.M. and replacement markets—have come and profit. Discover why US has become the 
to rely on US Distributors for the finest indus- largest manufacturer of industrial rubber prod- 
trial rubber products of every description. See ucts in the world. Contact any US Branch Office 


how U.S. Rubber’s liberal distributor policy or US at Rockefeller Center, New York 20, N. Y. 
* 
WORLD'S LARGEST MANUFACTURER 
aowmnuanccce (Ip) United States Rubber 
MECHANICAL GOODS DIVISION 
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Another big distributor profit-maker: 
BRISTOL socket screws with NYLOK* 


socket pipe plugs. 





Now, Bristol brings you the opportunity to sell its complete 
line of socket screws with famous Nylok self-locking inserts. 

Included are: Bristol Multiple-Spline and hex socket set 
screws, socket-head cap screws, flat-head socket cap screws, 
button-head socket screws, socket shoulder screws, and 


\WERDERRERRABERE 





1. Bristol Nylok socket screws LOCK: 


The patented Nylok principle relies on a. 


tough nylon pellet—permanently em- 
bedded in the body of the screw—that 
must be compressed when the screw is 
inserted, setting up a counter force and 
creating a strong metal-to-metal engage- 
ment of the threads opposite the pellet. 


And remember, the entire Bristol socket screw line is now offered 
. Hex, Bristol-originated 
. set and cap screws (1960 or ’36 Series) 
. ++ Miniature button-head and flat-head screws . 


with this sales-making Nylok feature . . 
Multiple-Spline sockets . . 


2. Bristol Nylok socket screws SEAL: 
With ordinary screws, fluids can leak 
along the threads, following a spiral path 
between the thread faces which are not 
subjected to load. This can't happen with 
Nylok screws because the nylon pellet 
completely fills the gap between thread 
faces, acting as a dam to fluids. 


. . everything. 


You can recommend Bristol socket screws with Nylok 
for your customer’s critical applications— where extra hold- 
ing power and extra reliability are required. Mention these 
big Nylok features to your customers: 





3. Bristol Nylok socket screws ADJUST: 
Nylon pellet provides same locking action, 
regardless of whether the screw is seated. 
Nylok eliminates lock or jam nuts and 
their wrenches or keys. Resiliency of the 
nylon pellet makes it possible to change 
adjustments with ease and accuracy, time 
after time. 


It’s a continuation of Bristol’s long-standing 
program for more distributor sales and profit 
possibilities and greater customer satisfaction. 


A.0.10 


*T. M. Reg. U.S. Pat. Off., The Nylok Corporation 


Distributor opportunities are still open in a few localities. Inquiries welcomed. The 
Bristol Company, Socket Screw Division, Bristol Road, Waterbury 20, Connecticut. 


Precision socket screws since 1913...by the makers of famous Bristol Precision instruments. 


Wi 


— 


Bristol's Hex Socket Screws 


* 


6 ¥ 8 at 


“Made in sizes as small as No. 0 in Alloy Steel and Stainless Steel. Cap screws up to 12” diameter. 
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THE 


BRISTOL 


COMPANY 


Socket Screw Div 
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; p g © See “n 
are assembled — locally— 


Essentia nalekelal-ya 
a KUPLEX Si 
—w, Retaining Dis 
Accoloy drop-forged and Cha 
shaped section 
Masterlink 
(magnafiux tested) 


i 


Drop-forged 
Accoloy Kupler 
(magnaflux tested) 


Accoloy 125 chain 


C 


Drop-forged 
Accoloy KUPLEX 
Hook 
(magnaflux tested) 


A sure-fire way to increase your sling business at a profit—become an 
authorized American Chain KUPLEX distributor and assemble Accoloy KUPLEX Sling 
Chains to your customers’ specifications. You can assure them 24-hour delivery, for you 
can actually assemble a KUPLEX Sling from matched components in 15 minutes. 

Customers like this speedy service and buy more complete slings instead 
of making their own. Besides, you can give them a test certificate with each sling. And if 
KUPLEX ever needs repair, it’s an easy matter to fit in a matched component. 

With a stock of the four components shown at left above, KUPLEx dis- 
tributors can assemble single, double, 3-leg and 4-leg slings in six different chain sizes 
(14” through 7%" ) almost as fast as the order can be written. Each component is made 
from heat-treated Accoloy steel and proof-tested at twice working load limits. 

Learn how you can become a KUPLEX distributor. It’s a money-making 
line. Contact the acco sales office nearest to you (see listing below). 


KUPLEX 3552.2 aine 


American Chain Division * American Chain & Cable Company, Inc. 
Bridgeport, Conn. + Factories: *York and *Braddock, Pa., *San Francisco, Calif. 
Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, *Houston 
*Los Angeles, New York, Philadelphia, Pittsburgh, *Portiand, Ore. *San Francisco 
*indicates Warehouse Stocks = 
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GET 
PROFITABLE 
FACTS ON 
CHICAGO LOCKS 


The ACE Padiock 

Maximum security lock used by U.S. Secret Service 
Write for catalog 

sheet MS-101 and |} 

sample of envelope 

stuffer P-104. 


Chicago Utility Lock 


Get literature for specifications. 


Chicago Lock Handles 


Ask for bulletin DH-1 for 
complete data. 


Whatever your requirements, there's a rugged 
Chicago Lock thot's right for the job. 





CHICAGO LOCK CO. 
2030 North Racine Ave. + Chicago 14, Illinois 





Pade 


Carborundum And Pacific Abrasive Supply Co. Open Abrasive Service Center 


Carborundum Co. and Pacific Abrasive Supply Co., its Los Angeles distributor-sub- 


sidiary, have opened up new “Abrasive Service Center” at 2240 S. Yates Ave., Los 


A4ngeles. Operating machines are a main feature (scene at recent open house). 


Action with cut off: E. G. Carroll, PASCO field engineer, demonstrates at open house. 
New $1.500,000 Los Angeles facility has complete PASCO industrial supplies ware- 
house, abrasive, grinding wheel, barell finishing departments for Carborundum. 


Atkins Names McMillan To Head 
Marketing And Advertising 


Claude B. McMillan was named mar- 
keting and advertising manager for 
Atkins 
Corp. 


Saw Division, Borg-Warner 
Mr. McMillan’s responsibilities will 
include all marketing, advertising and 
sales promotion for Atkins. 
He brings to Atkins many years of 
experience in advertising, sales pro- 


motion, public relations and mar- 


keting. 


Production Tool Co. 
Started In Tulsa 


Production Tool Co., Tulsa, Okla- 
homa, was recently opened for busi- 
ness at 516 So. Peoria Ave., in Tulsa, 
by J. M. Krisman, formerly of Kris- 
man Industrial Supply, Tulsa. 

Mr. Krisman stated that he recently 
sold his stock in Krisman Industrial 
Supply. In his new firm, he special- 
izes in HSS and carbide cutting tools, 
jigs and fixture components and abra- 
sive specialties. 
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Syracuse Bearing Names Moynihan 
To Post In Buffalo-Niagara 


Richard K. Moynihan was appointed 
office and warehouse manager for the 
Buffalo and Niagara Falls Divisions, 
Syracuse Bearing Corp., Syracuse, 
& 4 

Mr. Moynihan joined the firm in 
Syracuse in 1951. For the past four 
years he was office and warehouse 
manager for the Utica Division. 

John H. Mitchell, who has been 
with the company in Utica since 
1947, moved to Buffalo as application 
engineer for the two western New 


York Divisions. 


Stratton-Baldwin Elects 
Treadway, President 


R. J. Treadway was elected president 
of Stratton-Baldwin Co., New Or- 
leans. He succeeds the late P. W. 
Stratton. 

Mr. Treadway had been vice presi- 
dent in charge of sales, since 1951. 
He joined the firm in 1920. 

Other new officers are: J. M. Webb. 
executive vice president; C. J. Barnes, 
vice president; and A. J. Keenan, Jr., 
secretary-treasurer. 

Mr. Webb was promoted from vice 
president in charge of buying. He 
joined the firm 34 years ago. Mr. 
Keenan was formerly assistant treas- 
urer. Mr. Barnes was most recently 


secretary. 


U.S. Rubber Appoints Rickard 
Detroit District Sales Manager 


W. O. Rickard was named district 
sales manager of mechanical goods, in 
the Detroit branch of United States 
Rubber Co. 


Mr. Rickard will be responsible for | 
mechanical goods sales in the south- | 


ern peninsula of Michigan and 19 
counties in Ohio. 

He joined U. S. Rubber in 1948. In 
1949 he was named a salesman, and 
in 1958 was appointed a field special- 
ist. In 1959, he was appointed 
assistant district sales manager at the 
Pittsburgh branch. 








Harper is your logical source for 
corrosion - resistant 
fastenings 


STAINLESS STEEL * ALUMINUM ¢ COPPER « TITANIUM 
SILICON BRONZE © BRASS « MONEL * NAVAL BRONZE 


No other single source of supply can provide 
you with as wide a range of corrosion-resistant 
fastenings as is available in Harper’s ware- 
house stocks. 


150,000,000 pieces in stock are available to fit 
your requirements immediately. 


You and your customers all benefit from the 
finest quality at no premium in price. 


Your phone call to Harper’s nearest branch 
office will demonstrate the Big Difference. 


... Shaping metals that shape your future 


THE H. M. HARPER COMPANY 
8212 Lehigh Ave.+* Morton Grove, illinois 
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It would take you over three months 
to walk past Harper’s complete stock of 
corrosion-resistant fastenings... 
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V-BELT DRIVES 





AUTOMOTIVE PRODUCTS 





PRINTING PRODUCTS 





Dayco offers the only complete 
line of V-Belts in the industry 
for every power transmission 
need—from fractional to 1,000 
and more horsepower. 


AGRICULTURAL V-BELTS 


Dayco provides a complete line 
of Fan Belts, Radiator Hose, 
and other rubber products for 
passenger cars, trucks, busses, 
and tractors. 


INDUSTRIAL HOSE 
- \) ‘ < 


Dayco offset and letter press 
rollers, Gold Seal offset Blan- 
kets, Color Separators and 
Fountain Dividers, for all 
makes of presses. 


MOLDED RUBBER 





Dayco builds specialized 
V-Belts for the efficient trans- 
mission of power on all types 
of traction, propulsion and aux- 
iliary farm implement drives. 











Dayco offers molded and hor- 
izontal braided, machine and 
hand wrapped fabric, and wo- 
ven jacket constructions for all 
industrial applications. 


Dayco custom-engineered 
molded rubber, rubber-to- 
metal and rubber-and-fabric 
components for mechanical 
applications. 





7 
me 
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Take your pencil. Get all the Dayton 
literature from your files. Make one little 
change. In place of Dayton write Dayco. 


From now on, that’s our product name. 
Dayco V-Belts. Dayco Hose. Dayco 
Printing Rollers and Blankets. Dayco 
Molded Rubber. Dayco Agricultural and 


Railway Drives. 


Thus ends the difference between our 
corporate name, Dayco and our former 
product name, Dayton. 


Let us repeat. The only thing that’s 
changed is the name. The same high 
quality. The same broad line. The same 
friendly, helpful people. Only their prod- 
uct line is now Dayco. DAYCO. 
D-A-Y-C-OQO. 


Dayco ~z 


CORPORATION 


Rubber Products Division Melrose Park, Illinois 
(Formerly known as The Dayton Rubber Company) 


November 1961 





TEMPLETON, KENLY & CO. 2523 GARDNER ROAD « BROADVIEW, ILL. 
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5S LEVER TYPE 


models to choose from! 


THE WORLD’S MOST COMPLETE LINE 


SIMPLEX sacks 


SINGLE 
ACTING, 
RATCHET 
LOWERING 

11 Models, 5 to 
20 tons capacity. 
Full capacity 

on toe or cap. 


POLE PULLING 
& STRAIGHTEN- 
ING JACKS 

3 Models (One 
aluminum alloy) 

5 to 15 tons 
capacity. Standard 
of Bell System. 


eeeeeereereeeeeeeveeeeeeee 


GEARED 
© JACKS 


3 Models, 25 to 
35 tons capacity. 
Side toe lift, 


I. TRACK (TRIP) 


i y JACKS 
is 13 Models (Five 


se 
aluminum alloy) 
Single and 
double acting. 


es 


Seer eee eee eeeeeeeeeeee 


EMERGENCY 
& BRIDGE 
JACKS 

2 Models, 15 


tons capacity. 
Pivot on base, 


REEL 

JACKS 

3 Models (One 
Aluminum alloy) 
5 to 10 tons 
capacily. 


eee eee eee ee eeeeeeeeeee 


MINE TIMBER 
JACKS 

4 Models (One has 
trip mechanism). 
Single and 

double acting. 


BELT 
TENSIONING 





JACK 


5 ton capacity. 
—_—" 


Also Lever type, Cable & Wire Tensioning, Pipe Pushing & 
Pulling, Tie Remover, Tie Replacer, and Siding & Flooring 
Jacks . . . Look for further information on Hydraulic and 
Screw Jacks in other advertisements. 





Hoyt C. Pease 


Stanley Appoints Hoyt Pease 
To New Post 


Hoyt C. C. Pease was appointed to a 
new post, vice president-manufactur- 
ing, by The Stanley Works. The post 
was established to guide and assist 
corporate and divisional management 
in the development of manufacturing 
programs, policies and objectives, ac- 
cording to the firm. 

Mr. Pease, a vice president since 
1951, and a director since 1956, has 
27 years service with the firm. 


Iverson Opens Branch Store 
In Hobbs, New Mexico 
Iverson Supply Co., Tulsa, Okla., re- 


cently opened a branch store in 
Hobbs, New Mexico, to distribute oil- 
field supplies and equipment. 

Heading the staff of the new facility 
will be L. Dean Halliburton, sales 
representative and Fred N. Williams, 
store manager. 

Mr. Halliburton was associated 
with Jones & Laughlin Supply Divi- 
sion for the past 11 years. Mr. Wil- 
liams was formerly with the Iverson 
branch in Artesia, New Mexico. 


Flexible Tubing Appoints 
Manufacturers’ Representative 


The Alfred J. Hamilton Co., Hartford, 
Conn., was appointed to handle the 
Thermaflex air conditioning products 
line of The Flexible Tubing Corp. 

The Hamilton Co. will represent the 
firm throughout the entire state of 
Connecticut. 
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O'Connor Supply Co. Formed 
In Buffalo, New York 


The O’Connor Supply Co. was re- 
cently formed at 584 Grant Street, 


Buffalo, New York. The new firm 
acquired the physical assets and in- 
ventory of Smith-West Corp. 

O’Connor Supply, formerly known 
as the O’Connor Abrasive Sales Co., 
is expanding into metal-working and 
woodworking machine tools sales and 
service with this new acquisition. It 
will continue the abrasive sales busi- 
ness of the former O’Connor Abra- 
sive. 

Paul A. Perry was named general 
sales manager of the expanded op- 
eration. He was formerly sales man- 
ager of Smith-West. 


Mac-it Parts Co. Holds 
Three-Day Sales Meeting 


Mac-it Parts Co. recently held a three 
day sales meeting at its offices in 
Lancaster, Pa. 

In addition to the usual sales, mar- 
keting and advertising sessions, the 
group of out-of-town salesmen was 
brought up-to-date on new manufac- 
turing techniques and a moderniza- 
tion program that has been put under 
way by the firm in the past year. 

Officials assisting James I. Anthony, 
president and George E. McCreery, 
vice president-sales; were Robert E. 
S. Flinchbaugh, assistant treasurer 
and office manager ; James E. Brassill, 
production manager; George L. 
Dicely, general foreman and Roy F. 
Donovan, assistant general foreman. 


Harrington Names Alcock Co. 
Manufacturers’ Representative 
The F. P. Alcock Co., Downey, Cali- 


fornia, was appointed representative 
in the southern California area by 
The Harrington Co. 

Mr. Alcock has had 15 years ex- 
perience dealing with material han- 
dling equipment in the Los Angeles 
area, and is well equipped to service 
the Harrington interest in southern 
California, according to the firm. 
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For this emergency, Ed Curran operated the lift truck while Wes Dahlstrom assisted. 


CHAIN ON THE MOVE...FAST! 





Late-night calls, rush deadlines, challenging technical 
problems/...they’re taken in stride by Munnel! & Sherri//, 
a top distributor for H-R Union chain. Customers like 
Road Columbia Machine count on this kind of service... 


The scene is Portland, Oregon. The time is early eve- 
ning. A ringing phone in the middle of a bridge game 
starts the action. It’s a call for help from Purchasing 
Agent “Pin” Mills of Road Columbia Machine, Inc. 
Columbia is working three shifts around the clock to 
meet a machine-delivery deadline. Several runs of 
engineering and roller chain are needed for the 
~ graveyard” shift. Can Munnell & Sherrill deliver? 

A silent warehouse springs to life. Lights glare and 
doors open. Two figures move quickly and efficiently 
—one starts a fork lift truck and picks up the needed 


chain; the other backs a station wagon into position 
for loading. Chain is on the move... fast! 

This scene is not unusual for M & S. This time it 
happened to be Ed Curran, V.P. and Wes Dahlstrom, 
sales manager, who met the emergency. 

“*We have this same kind of round-the-clock rela- 
tionship with Hewitt-Robins,” says Ed Curran. 
“They know how important it is to deliver when 
their distributor is on the spot.” 

To find out how H-R Teamwork for service can 
help you, write Hewitt-Robins, Stamford, Conn. 
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Here’s where the chain was needed—the driving and convey- 
ing mechanism of the Columbia automatic rack Loader and 
Unloader for concrete blocks. Otto Neth, general superin- 
tendent, watches “*Pin’”’ and Wes check drive chain of Loader 
destined for the Western Block Co., Portland, Ore. 


The automatic Loader-Unloader in action at Western Block. 
Tom Ryan, H-R Field Engineer, listens attentively while Wes 
Dahlstrom checks chain operation with Cal Felmley, Supt. 
Cured blocks are ready to unload automatically at 1350 
blocks per hour. 


Back at M & S, Ed, Wes, and Tom put their heads together over a new 
chain conveyor application Columbia is planning for a new machine. M&S 
finds that this pooling of distributor and manufacturer know-how—one 
aspect of what H-R calls “Teamwork for Service’’—produces results. 
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O'NEILL 
VENTILATORS 


FOR FALL-OUT SHELTERS 


Aluminum and galvanized steel construc- 
tion. Fresh air is diffused in all directions 
rather than one outlet. Hand, foot or 
motor operated. Meets Civilian Defense 
Standards as published in Bulletin MP-15, 
November, 1960. Competitively priced. 
Write for descriptive literature 


DEALER-DISTRIBUTOR INQUIRIES INVITED 


THE THOS. O'NEILL MACHINE CO. 
837 ADAMS AVE., HUNTINGTON, W. VA. 
PHONE JACKSON 2-7141 





Government Ups Purchasing Limit 
For Prime Defense Contractor 


Lockheed Missiles & Space Co., 
prime contractor for missiles and 


other space programs, has been 
granted authority to issue fixed price 
purchase orders up to $100,000 with- 
out prior Government approval. 

Located at Sunnyvale, Calif., the 
plant buys heavily from vendors of 
material, parts and components, in- 
cluding industrial distributors. For- 
merly $25,000 was the ceiling on 
purchase orders without prior ap- 
proval. The new, higher limit is ex- 
pected to speed deliveries to the plant, 
officials said. 

The change in the buying limit fol- 
lowed an Armed Services survey of 


which 


were found to contain “the necessary 


company buying practices, 
checks, balances and controls” to as- 
fullest 


penditures, Government officials said. 


sure return for defense ex- 


They made no comment on whether 


this would set a precedent in other 


large defense plants. 


R. J. Donachie 


Donachie Named To Head Sales 
For Rodney Davis Gear Co. 


R. J. Donachie was appointed sales 
manager of Rodney Davis Gear Co. 
Mr. Donachie was formerly gear 
products sales manager for Foote 
Bros. Gear & Machine Corp. 

Mr. Donachie entered the power 
transmission field after college. He 
has remained in this field since, in 
administrative and field posts. He at- 


tended Princeton University. 
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U. S. Seriously Considers 
Adoption Of Metric System 


The U.S. which in the past has flirted 
with the metric system, actually may 
drop the inch/pound scale and turn 
to meters and grams. 

The cost in time and dollars would 
be staggering, but some authorities 
believe the advantages would fully 
compensate for the expense. 

A House subcommittee has voted a 
$500,000 appropriation for a three- 
year study of the conversion prob- 
lem. The study, at present, is stymied 
by a Representative who is against 


the outlay. 


Saving Seen In Converting 


One faction of engineers feels the 
gains from greater simplicity of the 
system, compatibility with most in- 
dustry in the rest of the world, and 
elimination of frequent conversion 
between science and engineering labs 
would earn back dollars spent in 
conversion. 

The of the 


president of one 


country’s largest aircraft companies 
states: “American industry will be 
handicapped and will have increasing 
difficulty 


market unless a standard measuring 


competing in the world 
system is first adopted on a world 
wide basis. The initial expense and 
general confusion involved will 
create an economic impact on all in- 
dustry. But the sooner the change 
is made, the easier and less costly it 


will be. 


Europe Says Its Overdue 


Industrial nations in Europe and 
Asia, which now use the metric sys- 
tem, feel a shift in the U.S. is long 
overdue. 

If the change comes, billions of 
dollars worth of equipment will have 
to be converted to metric calibration 
during the next 10 to 30 years. 

Despite the costs, many cautiously 
favor a change to metric. Some see it 
as an aid to increasing foreign trade. 
Many industries, particularly chem- 
ical and pharmaceuticals, are making 
the shift already. 





LATEGRI 


PLATE FASTENERS FOR CONVEYOR BELTS 


Make strong dust - tight, 

water-tight joints in belts of 

any width. Special design spreads 
tension uniformly across belt, allow 
natural troughing of belt and assures 
smooth operation over flat, crowned 
take-up pulleys. Sizes for belts of 


ARMSTRONG BRAY & C€O~7 
5356 Northwest Highway,-CHICAGO 30, U.S.A 





Count ’em... 


HALLOWELL Erectomatic? 
HALLOWELL Erectomatic® Clip 


and 


HALLOWELL Fixed. 


Absolutely the most complete 
industrial shelving line you can sell. 
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sell the profit line of Roebling Wire Rope 
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¢ Roebling Royal Blue 


gives your customers extra service. National 
advertising carries this message — and 
response has been the liveliest in Roebling 
history. Roebling Herringbone® is another 
favorite, especially in the construction in- 
dustry. Carry these profit lines! 


Roebling Slings 


come in a comprehensive range for every job 
imaginable. Customers get a big lift from 
them — so will your sales. (Roebling sling 
constructions are so varied, we supply a 52- 
page book about them.) 


Roebling Advertising 


is designed to help you — ads tell prospects 
you’re the man to see. Roebling also sparks 
wire rope sales with distributor aids, direct 
mail, sales promotion and literature. 


Roebling Customer 
ACCEPTANCE 4. creo 


your profit line. It comes from unmatched 
on-the-job performance, plus the fact that 
Roebling has been making quality wire rope 
for 120 years. 


Roebling Tests 


every product so it will do what you sell it to 
do—and more. Roebling wire ropes are 
wholly Roebling-made, from open hearth 
to packaging. Roebling controls every inch 
of them — for your peace of mind. 


Roebling Engineering 
oe 


friendly aid in technical wire rope prob- 
lems, through your nearby Roebling district 
office, backed up by the engineering staff 
at Trenton. 


Roebling Research 


is a vital and active force that results in new 
products (Royal Blue and Herringbone 
Wire Ropes, for instance). You sell more 
because Roebling is alive to the changing 
needs of your customers — and new ways of 


; ‘ : : . meeting them. 
Roebling will be very interested to discuss with you the many 8 


advantages of selling the “profit line” of Roebling Wire Rope. ROO Ess ri cS 
Write Roebling’s Wire Rope Division, Trenton 2, New Jersey. Branch Offices in Principal Cities 


John A. Roebling’s Sons Division 
The Colorado Fuel and Iron Corporation 
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NATIONAL 


KANT TINK 


SPRING WASHERS 


Customer - preferrea 
for Performance 


Distributor - preterred for Profits 


High-efficiency National Kantlink Spring Lock 
Washers are known industry-wide for their “‘live 
action”, longer lasting dependability. National 
features an expanding, powerful helical spring 
action that assures permanently-tight bolted as- 
semblies. Distributors nationwide like National’s 
mutual-interest sales policy that affords maxéi- 
mum distribution sales and profits from the 
customer-preferred spring washer line! 


National Display Packaging 
is Clearly Labeled, Easier to 
Store 

Convenient to display National 
packages are supplied for all 
standard sizes. These especially 
re-inforced boxes are extra-strong 
to prevent damage and keep 
shelves neat and attractive. 


Stock and Sell National — 
Your “Double Action’’ Profit 
Maker 


National Catalogs are available. 
Call or write, today, for full par- 
ticulars on the National line. 


The NATIONAL 


LOCK WASHER COMPANY 


Representatives in Principal Cities in the United States and Canada 





Warren-Balderston Co. Receives 
Carborundum Distributor Award 


The Warren-Balderston Co., Trenton, 
New Jersey, recently received the 
Meritorious Distributor Service 
Award of the Carborundum Co., in 
honor of the distributor firm’s 40th 
year as a Carborundum distributor. 

The firm was organized in 1886 by 
George Warren, W. O. Warren and 
George Balderston, as a plumbing- 
heating-supply house. The firm be- 
came a Carborundum distributor in 
1921. 

In 1950, Warren-Balderston moved 
from 27 Greenwood Avenue, the 
building it had occupied for fifty 
years, to new offices and warehouse at 
North Willow Street and Pennington 
Ave. This facility has excellent in- 
door shipping facilities as well as 
truck docks for unloading directly 
onto the receiving platform, accord- 
ing to the firm. A large outdoor yard 
is also available for storage and 
parking. 

Heading the organization are: 
George Zwanziger, president; Harry 
D. Witmer, vice president-manager of 
industrial supplies; Donald B. Stew- 
art, secretary-treasurer and Lewis 
Marshall, manager of plumbing and 
heating. Joseph L. Weber handles the 
purchasing and sales of abrasive 
products. 

The firm’s internal affairs are han- 
dled by a staff of 44 persons. Outside 
sales and service functions are han- 
dled by a staff of ten field men. 


George Zwanziger, president, receives the 
Carborundum Meritorious Distributor 
Award, a 46"x27"” reproduction of a 
Niagara Falls panorama presented by 
F. W. Scott, of the Carborundum Co. 
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Allen Lea 


Lea Named Bearing Manager 
By Coastal Plains, Inc. 


Allen Lea was named manager of the 
bearing division of Coastal Plains, 
Inc., Dallas. 

Mr. Lea joined the firm at Shreve- 
port, La., as a bearings salesman five 
years ago. He became manager of 
the El Dorado, Ark., operation in 
1959. 

His new responsibilities will include 
sales, service and inventory for the 
company’s branches in Dallas, El 
Dorado, Ark., and Monroe, La. 


Goodrich Industrial Names Bego 
General Sales Manager 


Gene L. Bego was named general 
sales manager of B. F. Goodrich In- 
dustrial Products Co., a division of 
the B. F. Goodrich Co. 

His assignment is a new post with 
responsibility for sales of industrial 
products including conveyor belting, 
hose, molded and extruded rubber 
and plastic products. 

Mr. Bego comes to BFG after work- 
ing for ten years with Cummins En- 
gine Co., Inc., in various sales 


positions. 


LOCKEED ELECTS DUCOMMUN 


Charles E. Ducommun was elected to 
the board of directors of Lockeed 
Aircraft Corp. Mr. Ducommun is 
president of Ducommun Metals & 
Supply Co., Los Angeles. He is also a 
director of the Pacific Telephone & 
Telegraph Co. and of the Security- 
First National Bank of Los Angeles. 











Complete 
CAMPBELL 


CHAIN plants 
cover the 
country... 


to give you faster 
service and delivery! 


PENNSYLVANIA 
IOWA 
CALIFORNIA 


Yes, Campbell Chain has com- 
plete manufacturing facilities all 
across the country—in the East, 
the Mid-West and the Far West. 
This means money-saving, time- 
saving convenience for local 
industrial, commercial and auto- 
motive buyers—without the 
problems of delay in shipment. 
Backing up these three factories 
are Campbell warehouses with 
full stocks of all chain types 
and grades. It’s a coast-to-coast 
network that assures the service 
and delivery you want—and need! 


3 FACTORIES: York, Pa.; West 
Burlington, lowa; Union City, Calif, 


WAREHOUSES: Medford, Mass.; 
Atlanta, Ga.; Dallas, Texas; Chicago, lil.; 
Portland, Ore.; Seattle, Wash.; Los, 
Angeles, Calif, 





Packaged 
at ad Ld od 


Seamless Steel 
Pressure Tube Nipples 


A.S.1.M. A-83 and A-106 
FROM STOCK: 
Ye" to 1%" Standard and Extra 


Strong Weights, Block Grade 
“AS 


"2" to lA" Double Extra Strong 
Weight, Black, Grade “A.” 

TO ORDER: 
Grode“B” Galvanized, Cold 
Drown in Larger Sizes. 


® Avoid errors. Nipples ore 
marked “SMLS" with Grade, 
Weight and A.S.T.M. Spec. 


Fttsburgh NIPPLE WORKS, Inc. 


1455 SPRING CARDEN AVE., PITTSBURGH 12. PA 
FLORIDA PIPE & NIPPLE MFG.. CO., HIALEAH, FLA 





N. Y. Power Transmission Council 
Holds Monthly Meeting 


The New York Chapter of the Power 
Transmission Council recently held 
its monthly dinner meeting at the 
Tom Brown Restaurant, near Wall 
Street, New York City. 

Speaker for the evening was Elmer 
Tangerman, Editor of Product Engi- 
neering, a McGraw-Hill Publication. 
His topic: “The European Common 
Market.” Mr. Tangerman revealed his 
through 
Russia, the missle race, and the gen- 


impressions of traveling 
eral standard of living throughout 
Russia. He went into depth on the 
thinking behind the European Com- 
mon Market, its effects on European 
Countries, on the United States, and 
on Russia. 

A question and answer period fol- 
lowed, in which the audience partici- 
pated enthusiastically. 

Officers of the New York Chapter 
are: Larry Olson, Warner Electric 
Brake & Clutch Co., president; Robert 


Butcher. Fisher Tool & Transmission, 


N. Y. C., vice president; Jerry Bar- 
shov, Bavco, Inc., Brooklyn, secre- 
Pober, Tri-State 
Equipment, Flushing, Long Island, 


tary; and Daniel 


treasurer. 


B. Jadow Forms New Division; 
Names West Coast Representative 
B. Jadow Inc., of New York City, re- 


cently formed a new division, The 
Tell Co., to market its Verdict Indi- 
cator line. At the same time, Chet 
MeMillion, Los Angeles, Calif., was 
appointed West Coast manufacturer’s 
representative for the new division. 

Barney Goode, Tell sales manager, 
said that the appointment of Mr. Mc- 
Million is part of a program to mar- 
ket through distributors, a newly de- 
veloped line of guages, many of 
which are unique in design. 

Don Richetts Co., Inc., Precision 
Tool Service, Alhambra, Calif., has 
been appointed official service sta- 
Verdict 


tion in California for 


products. 
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Only Fort WORTH offers this complete QD line! 
SELL {MORE DRIVES, WITH LESS INVENTORY 


Fort Worth Distributors meet customers’ 
varied drive needs more profitably, with 
less inventory. The same tapered split in- 
terchangeable QD bushings are used in all 
these Fort Worth drives: 


@ QD MULTIPLE V-BELT DRIVES—com- 
plete range of sheaves and V-belts (A, 
B, C, and D cross-sections). Write for 
Catalog 50. 


@ COMPACT QD HI-CAP WEDGE DRIVES 
—wide selection of sheaves and belts 
(3-V, 5-V and 8-V) providing many 
speed ratios. Write for Catalog 125. 

QD ROLLER-CHAIN DRIVES— over 
1,000 sprocket sizes available. Roller 
chains stocked in all popular sizes. Write 


for Catalog 320. Fort Worth Distributors get assured prod- 


uct quality, prompt service from strategic 
warehouse stocks in principal cities, com- 
petitive prices, money-saving convenience 
of obtaining many needs from a single re- 
liable source, solid profit opportunity. In- 
quire about select franchises available 
now. Write Dept. ID, 


Fort WortTH 


STEEL AND MACHINERY COMPANY 
Fort Worth 1, Texas 
Adjustable Diameter Sheaves * LD Sheaves * Types A, B, and C Sprockets 
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John V. Stanton 


Bay State Appoints Stanton 
To Philadelphia Sales District 


John V. Stanton was appointed to 
the Philadelphia and northern New 
Jersey sales district by Bay State 
Abrasive Products Co. 

Mr. Stanton is an abrasive special- 
ist in the sales engineering depart- 
ment of Bay State Abrasive. 

Prior to his affiliation with the firm 
he was with Cooper Alloys, Inc. 


Luxembourg Selected 


The Duchy of Luxembourg has 
been selected as the site of Bay State’s 
third manufacturing subsidiary. Ex- 
cavation of the new subsidiary in the 
Commune of Steinsel, Luxembourg, 
will begin soon. 

The basic lines to be manufactured 
will include vitrified, resinoid, rein- 
forced resinoid and diamond abrasive 
products. 

Arthur E. Gilman, president, said 
that the firm does not intend to 
import the European manufactured 
products into the United States. 


Anti-Corrosive Establishes 
Midwest Office 


Anti-Corrosive Metal Products Co., 
Inc., recently established a Midwest 
field office in Morton Grove, III. 

Joe Shields, with more than ten 
years experience in corrosion-resist- 
ing fasteners, will be in charge of the 
office. Field service problems will be 
handled by Frank Hennessey. Local 
stocks will be available for shipment. 
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. your stocking space costs mone 
when it can be more profitably used f 


Don't fool yourself. . 


or seasonals. 


Our phenomenal (really!) delivery has enabled some wholesalers 


to turn their heavy hand tool stock 7 and 8 times, compared 


to their previous 3 or 4. 


If you wouldn't mind saving some cold 


, hard cash (and keep 


give us a call, or better still, 


too) why not 
send an order .. . then sit back and count the hours it takes 


SPACE-SAVING 


your customers happy, 


us to deliver. 


y 


Ve 
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WARREN TOOL CORP., WARREN, OHIO 





A new concept in 
fastener distribution! 


BOSCO'S BROAD LINE 


means added convenience 
for Southwest Jobbers! 


NOW ... more than ever before . . . Bosco 
is the most dependable single source of 


supply for Southwest Jobbers. 


Bosco’s new “broad line” is literally the 
largest stock of top-quality industrial fas- 


teners in the Southwest! This greatly pa Dtemante 


enlarged inventory insures you of speedier True Temper Adds Three 
service and faster deliveries on every type To Field Sales Force 


of fastener ...even the hard-to-get items! 
Joseph Diemente, Robert R. Lent and 


Good News For Gulf Coast Jobbers! Gene T. Besel were appointed field 


Bosco’s New Houston Warehouse is now open at 
2602 Commerce, Houston 3, Ph. CApitol 3-4666 ean 
True Temper Corp. 


Mr. Diemente will service western 

é# © &, Cc © New York state, eastern Pennsyl- 

a ae vania, southern New Jersey, Mary- 

BOLT « NUT e SCREW CO. land and Delaware, with headquarters 
An RB&W Affiliate ——_| in Syracuse, N. Y. 


P.O. BOX 1424 * DALLAS 21, TEXAS Mr. Diemente formerly was with 
Landers, Frary & Clark. He replaces 


William Sandstrom, who was trans- 


representatives, hardware division, 





ferred to Chicago as district sales 
manager. 
COMPRESSORS Mr. Lent will serve Illinois and 
southern Wisconsin. He was formerly 
. I with Meyer Merchandising Service. 
are designed to sell! yg : 
, States, with headquarters in Denver. 
W. R. Wilmore moves from Omaha, 
Nebraska, to Dallas. He will serve the 
area formerly covered by E. M. 


. Besel will serve the Mountain 





Quiet cushioned steel 7 
valves Luther, who recently retired. 


Strong, light-weight 
Lynite connecting rods 


Balanced crankshaft ta American Drill Bushing Names 


with integral 


counterweight ~~ / - Riekse To Detroit Territory 


Oversize Timken roller Neil Riekse was appointed sales engi- 


bearings a : , 
neer for Michigan, Indiana and Ohio 


district by American Drill Bushing 
These are only a few of the reasons behind Quincy Co. His headquarters on a Detroit. 
sales power. Prior to his appointment, Mr. 


Stocking the 1960 “Q-LINE” means oT new Riekse represented American in the 
compressor customers . . . and because of QUINCY’S Orange County-Southern California 
performance and reliability, those customers will be ; 
with you to stay! 


2 ‘ ‘ . 
with Lockheed Aircraft Corp and 
UiInc QUINCY COMPRESSOR.CO. Vought Sikorsky Division, United 
COMPRESSORS Quincy, Ilinois Mentiie 


area. Before joining the firm, he was 
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Fort Worth Steel Moves To New 
Eastern Offices In Kearney, N. J. 
Fort Worth Steel & Machinery Co. 


recently moved its Eastern office and 
warehouse to a new building at 590 


Belleville Turnpike, Kearney, N. J. 


The firm recently occupied quar- . 2 
ters at Barrow Street in Jersey City. ro it rom Pp ing 
District Manager H. D. Malone 


said the move gained improved ware- 


housing facilities and capacity, as 


well as more advantageous location 
to provide better service to indus- 
trial distributors and users in the 


region. 


Parker Joins A. C. Andrews E | e C t y 0 nl C 


As District Sales Director 


Stanley A. Parker was appointed di- 
rector of sales for Tarrant County by 
the A. C. Andrews Co., Dallas. 


Mr. Parker was formerly with the 





Bulman Corp. and Inca Meta) 


Products. : 
In almost every section of the country you 


will find manufacturers of electrical and 
electronic components who offer an im- 
portant market for Klein specialized elec- 
tronic pliers. These manufacturers offer 
a profitable source of business for every 
industrial distributor. 

If you now handle Klein pliers, be sure 
your salesmen are going after quantity 
plier orders in the electrical and elec- 
tronic field. We shall be glad to supply 
them with catalogs. If you do not sell 
Klein pliers, mail the coupon below. 


Sold only through distributors 


The Klein line includes a complete 
range of pliers, side cutters, oblique 
pliers, long nose pliers, as well as the 
selected electronic pliers shown here 
—over 150 different sizes and styles. 


ae a ‘< °K LEINesm & Sons 
Lunkenheimer Names Rice 


To Cover West Texas Area 
John L. Rice was appointed sales rep- 1200 McCORMI c K R 0 A 0, C H ICAGO 45, ILL 


resentative for the Lukenheimer Co., Mathias Klein & Sons, 7200 McCormick Road, Chicago 45, Ill. 
to cover west Texas, including El Please send me the Klein Plier Catalog and information. 

Paso, and Borger and Pampa in the 
Pan Handle, and all of New Mexico. Name 


Mr. Rice will make his headquar- Title 








ters in Midland, Texas. Prior to 
Company 





joining Lunkenheimer, he was as- 
sociated with Walworth Co., serving Address 








in sales for 25 years. City 
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HOOKS UP WITH 


Rapids-Standard Company of Grand Rapids, Michigan, 
leading materials handling equipment manufacturer, stand- 
ardized on Clipper machine-laced joints because of the 
ability of Clipper Hooks to withstand the adverse operat- 
ing conditions of heat, cold, oil, grease, etc. They found 
Clipper joints equally adaptable to rubber, neoprene, and 
fabric belting and that the joints were as flexible and dur- 
able as the belt itself. 

If you have belt joining problems, investigate Clipper 
Hooks and Lacers. These simple, manually operated ma- 
chines enable one man to exert up to 45,000 pounds of 
pressure while imbedding the specially designed Clipper 
steel wire hooks flush with the belting. Belts from 1/16 
to 13/32 of an inch thick can be easily laced with Clipper 
hooks and lacers. 

For more information— Detailed product information and 
case history examples of Clipper machine-lacing benefits 
are contained in Bulletin No. 157. Send for your free copy 
today. 


Ask your Industrial Distributor for Clipper Products 


998 Front Ave., N. W., 


THIS AD IS 
WORKING 
FOR YOU IN 


BELT LACER 
COMPANY 


Grand Rapids 2, Michigan 





DeWitt Weaver Oil Co. Purchases 
Screw Products Corp., Dallas 


DeWitt Weaver Oil Co., Inc., Mobile, 
Alabama, recently purchased Screw 
Products Corp., Dallas. 

DeWitt Weaver, president, called 
the $270,000 purchase, the firm’s 
first acquisition, “the first step in our 
long-range plan for diversification.” 

Screw Products Corp. has been in 
business in Dallas since 1921. It dis- 
tributes a wide line of fastening de- 
vices for all types of manufactured 
products. The firm has four inside 
salesmen, and three outside salesmen, 
who service the immediate Dallas 
area. 

J. M. Harris, president of Screw 
Products Corp., said, “We view this 
as a step forward for our company. 
As a subsidiary of DeWitt Weaver 
Oil Co., we will be able to draw on 
ideas and resources of their progres- 
sive leadership.” 

Five Dallas men, plus Weaver, will 
serve on the new board of directors 
for SPC. They are Robert A. Hall, 
R. E. Erickson, James T. West, J. M. 
Harris and S. A. Paine. 

Mr. Harris will remain as presi- 
dent of Screw Products, Mr. Paine 
as secretary-treasurer, and Wallen L. 


Sisk as vice president. 


A. J. Glesner Moves Firm 
To Crocker Industrial Park 


A. J. Glesner Co., Inc., San Fran- 
subsidiary of Ducommun 
Metals & Supply Co., will move at the 
end of this year to Crocker Industrial 
Park in Brisbane, Calif. Brisbane is 


a few miles south of the firm’s present 


cisco, 


location. 

The company will take a long-term 
lease on a new building owned by 
Crocker Land Co. The construction 
contract for the 60,000 sq. ft. build- 
ing has been let. Completion is 
scheduled for mid-December. 

Miles F. Alexander, general man- 
ager, said the firm has already started 
to expand its valve and fitting lines 
in anticipation of the move. The move 
will involve transfer of 42,000 items 
carried in the San Francisco ware- 
house. 
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Byron L. Brennan 


Irwin Sedberry 


Bay State Abrasives Appoints 
Brennan And Sedberry 


Byron L. Brennan and Irwin Sed- 
berry were appointed abrasive spe- 
cialists, in the Midwest area, by Bay 
State Abrasive Products Co. 

Mr. Brennan will serve the states 
of Colorado, Kansas, Nebraska and 
parts of lowa, Missouri, South Da- 
kota and Wyoming. He formerly was 
associated with Behr-Manning in the 
Kansas and Colorado area for 13 
years. 

Mr. Sedberry will serve industry 
in the central part of Indiana. He has 
prior experience with firms in In- 
dianapolis, Ind. 


TEACHER JOINS BYRNES CO. 


Mark Muth, formerly an industrial 
arts teacher in the West Chester, Pa.., 
schools, is now associated with the 
Richard T. Byrnes Co., tools dis- 
tributor of West Chester, Pa. 





Meet Ben 


he helps you do more with DELTA 


As Metalworking Product Manager for Rockwell’s Power Tool 
Division, Ben Eldridge has a lot to do with the introduction of new 
products. You might say that part of his job is creating sales— 
because that’s just what new products do for Delta Industrial 
Distributors. Not only do new products stimulate extra sales activity 
with new prospects, they give salesmen an approach to present 
customers that helps to sell other tools in the line. 

Over the years, Ben has seen new product development play an 
increasingly important part in Rockwell’s planned program of 
distributor support. By enabling Delta Distributors to keep pace 
with the changing needs of industry, Rockwell has built a repu- 
tation for power tool leadership. This reputation is an intangible 
competitive edge in “getting the order.” 

When Ben helps bring a new product into Delta’s line, he counts 
on plenty of backing. Experience in precision manufacturing— 
modern tooling and production methods—thorough testing— 
quality control to assure uniformly high standards—these are some 
of the reasons why leading Delta Distributors say you can do more 
with Delta. And they have the figures that prove continued growth 
in sales and profits. 

Find out how you can do more with the Delta line. Drop Ben 
a note on your company letterhead. Address Rockwell Manufac- 
turing Company, Delta Power Tool Division, 634L N. Lexington 
Avenue, Pittsburgh 8, Pennsylvania. 


DELTA INDUSTRIAL TOOLS 


ROCKWELL” 








COUPLINGS - NIPPLES - BUSHINGS - PLUGS 


Drive Caps, Drive Shoes, Well Points, Metal and Plastic Fittings 

. complete inventories of all types and sizes. Orders for 
catalog items are shipped the same day received. Write for our 
catalog. Wheeling Machine, “Where Service is a Habit” .. . 
“X-L” Quality Products Since 1918. 


Your Order Is SHIPPED SAME DAY We Receive It 


HEELING MACHINE 


PRODUCTS CO. wueeunc, west vircinia 


West Coast Factory: Woodlake, California 











HIGH SPEED-HEAVY DUTY 


3 to 30 G.P.M 


VIKING PUMPS 


for thin or thick liquids 


@ fuel oils @ lube oils 
@ solvents @ alcohol 
@ other liquids .s Fig. 197 
High Speed 
direct 
connected 


Fig. 199 
Low Speed 
V-belt drive 


Here you are—really rugged pumps—designed for high 
speed and heavy duty, giving smooth, positive delivery of 
thin or thick fuel and lube oil, solvents, alcohols and other 
liquids. They're built for continuous or intermittent duty 
in such applications as filtration, circulation, transferring 
and booster service 

Capacities range from 3 to 30 G.P.M. Speeds from 600 
to 1700 R.P.M. Temperatures range from -—40 to 225 
degrees F., viscosity range from 30 to 10,000 S.S.U. 100 
P.S.1. for non-lubricating liquids. 200 P.S.1. for lubricating 
liquids 

Install these new heavy-duty Vikings and enjoy the best 
pumping service you've ever known! 


For additional information, ask for bulletin $SP-522MM 


VIKING PUMP CO. 


Cedar Falls, lowa, U.S.A. In Canada, 
It's ‘‘Roto-King’’ Pumps 
See Our Catalog in Sweet's Plant Engineers File 








a dS 


Robert B. Humphrey 


Rockwell Appoints Humphrey 
Woodworking Product Manager 


Robert B. Humphrey was named 
woodworking product manager for 
the power tool division, Rockwell 
Mfg. Co. 

Mr. Humphrey joined the firm in 
1951 as New York district manager, 
power tools. He was promoted to 
East-Central 
1955 and to his most recent post, sales 


regional manager in 


manager, Rockwell Mfg. Co. of 
Canada, in 1959. 

Prior to joining Rockwell he was 
supervisor of production at a General 
Motors assembly plant. 


Youngstown Sheet & Tube Buys 
Land, Blast Furnace 


The Youngstown Sheet & Tube Co. 
purchases 32 acres of land and the 
“Anna” blast furnace in Struthers 
from the Pittsburgh Coke & Chemical 
Co. Cost of the transaction was not 
disclosed. 

The property abutts Sheet & Tube’s 
Campbell Works and lies between the 
eastern boundary of company land 
near the coke plant and Bridge Street 
in Struthers. Included are the blast 
furnace and auxiliary facilities. 


Hughes Joins Keasbey & Mattison 
As Los Angeles District Manager 


Philip J. Hughes was appointed Los 
Angeles district sales manager for 
Keasbey & Mattison Co. 

Prior to joining K&M, Mr. Hughes 
was sales manager for Grinnell Co. 
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R. G. Cahill Co. Opens 
For Business In Dallas 
R. G. Cahill Co., Dallas, recently 


opened a 5,000 sq. ft. office and ware- 
house at 918 W. Commerce St. The 
firm will serve Texas and the sur- 
rounding states. 

Cahill Co. will warehouse all 
Maurey Mfg. Co. power transmission 
products. Three salesmen will cover 
Texas. Manufacturer’s agents will 
cover the other states. Engineering 
assistance is available to customers. 

Officers of the firm are: R. G. 
Cahill, president ; Dan E. Cahill, vice 
president; Robert J. Cahill, secretary 
and treasurer. 

Mr. Cahill has been in the power 
transmission business for 25 years. 
Before starting the R. G. Cahill Co., 
he was associated with T. B. Woods 
Co. He started Wood’s Dallas ware- 


house. 


Globe Stock Gear Division 
Appoints Three Representatives 


The Globe Stock Gear Division ap- 


pointed three manufacturer’s repre- 
sentatives for three areas of the U.S. 

J. T. Chapman Co., Dallas, Texas, 
will cover Arkansas, Louisiana, Okla- 
homa, Texas. 

Mahx F. Linster & Associates, 
Birmingham, Alabama, will cover 
Alabama, west Florida, Mississippi 
and Tennessee. 

Teco, Inc., West Hartford, Conn., 
will cover the New England States. 

These new representatives will ap- 
point and service distributors in their 
areas. 


Vascoloy-Ramet Appoints Biggs 
To Indiana Territory 


Secil H. Biggs was appointed service 


engineer for the Indiana and north 
central Kentucky area by Vascoloy- 
Ramet Corp. 

Mr. Biggs was formerly with Cum- 
mins Engine Co., Columbus, Indiana, 
where he served as a tool engineer. 

He will have headquarters in the 
firm’s Indianapolis branch office. 
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When it comes to a showdown on pre- 
cision, price or delivery on “specials” 
... Fischer is hard to beat! Here’s why 
. . . Fischer has concentrated on pro- 
ducing brass and aluminum nuts in 
standard and non-standard shapes, 
sizes and threads . . . employs specially 
designed automatic machines to pro- 
vide you with high production low 
prices on large and job-lot quantities 
and passes these savings along to you! 
Rigid quality control techniques plus 
automated order processing are your 
most exacting specifications, delivered 
to meet your production schedules. 
Let Fischer quote on your next 
order for precision standards, specials 
and miniatures. 


there’s no premium for precision at 


FISCHER SPECIAL MFG. CO, 
492 Morgan Street, Cincinnati 6, Ohio 





high resistance to impact loading 
maximum safety for overhead lifting 
lighter weight for easier handling 
long life on toughest jobs 


FIRST TO BE TESTED, REGISTERED 
AND GUARANTEED. A Certificate of 
test including guarantee is issued 
for each new Herc-Alloy Sling 
Chain shipped from our factory. A 
metal registration tag is perma- 
nently attached bearing the serial 
number which is recorded in our 
engineering files with full details 
about your chain. 


Eretiticate of Erst 





FIRST CHOICE WITH EXPERIENCED 
CHAIN BUYERS SINCE 1933 


Herc-Alloy is the original 
alloy steel chain...is heat 
treated by a special process... 
is electrically welded by ex- 
clusive Inswell time-tested 
method. All attachments are 
alloy steel including those to 
your specifications which are 
forged in our own shop. Spe- 
cify Herc-Alloy for the best 
of everything in sling chains. 
CHAIN SAFETY PROGRAM 
literature and assistance 
available. 


“~~ SEND FOR 
helpful Data 
Book on 
Herc-Alloy 
sling chain 
selection, 
care, use and 
inspection. 


COLUMBUS McKINNON 
CHAIN DIVISION 
me McKINNON RPORATION 

Tonawanda, New York 
New York (Mountainside, N. J.) 

Chicago, Cleveland, San Francisco 

/n Canada: Columbus McKinnon Limited, 

St. Catharines, Ontario 2 ou® 


HERC-ALL 


Sweetland Appoints Dillon 
Los Angeles District Manager 


Alfred J. Dillon, Jr., was appointed 


Los Angeles district manager by 
Sweetland Co., San Francisco. 


Mr. Dillon 


engineering 


will direct sales and 


throughout southern 
California, for the distributor firm. 
He has more than 20 years in fluid 


power systems engineering for air- 


craft and industrial applications. He 


was most recently with Haskel Engi- 
neering Supply Co., Los Angeles. 


Janette Division Appoints 
Manufacturers’ Representative 


The Janette Division, National Pneu- 
Co.., 


Co. as 


matic Ine.., 


appointed R. C. 
for 


Brown representatives 
Texas and Oklahoma. 


The Co., with 


Dallas and Houston, are specialists in 


Brown offices in 


power transmission and materials 
handling equipment, according to the 


firm. 


William S. Stroud 


Columbian Rope Appoints Stroud 
Pacific Coast Manager 


William S. Stroud was appointed 
Pacific the 
Columbian Rope Co. and its Edwin 
H. Fitler Division. 


Mr. Stroud has been a Columbian 


Coast manager for 


representative in the territory since 
1955. He now succeeds Kenneth R. 





Atwater, who died May 11, 1961. 





Highly polished flutes produce 


smoother, more accurate holes! 


DRILLS 
REAMERS 
BLANKS 


Premium Quality High 
Speed Steel, Carbide Tipped 
and Solid Carbide. 


‘hy 9 
DRILL 
SETS 


Fractional, Wire and 
Lette: size drill sets 
packed in convenient 
folding index cases. 


BLANK 
SETS 
Uniformly hardened high 
speed steel reamer and drill 
blanks precision ground to 
new close tolerance limits. 


Call your local distributor today —or write Ace 
direct for latest catalog and price information. 





ACE DRILL 


Adrian, Michigan 





ORIGINATORS OF ‘‘GROUND-FROM-THE-SOLID™ DRILLS 
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Fairco Acquires ABC Division WOODINGS-VE RONA 
Of Elastic Stop Nut Corp. 
pipe ay snl TOOLS 


joint venture arrangement 
been reached by Elastic Stop Nut | ble items—widel used 
Corp. of America (ESNA) with sala y 
Fairco Industries, Inc., whereby the 
assets and facilities of the Aircraft 
Bolt Company Division of Elastic 





Stop Nut will be merged into Fairco. 

Integration of Fairco plants and 
product lines in Gardena, Calif., with 
ABC’s facilities and production in 
Monterey Park, Calif., will make it 


possible for the new company to offer 





missile and aerospace industries an 
integrated source of fastener supply, 
according to the firm. 

Terms of the agreement also pro- 
vide for ESNA’s fastener division 





sales organization to undertake dis- 


tribution of the ABC-Fairco bolts. 


Cleco Realigns Sales Organization, 
Elevates Three To New Posts 


E. W. Clayton was named director 
of marketing and sales, E. G. Clark 
was named domestic sales manager, 
and J. G. Hudson was moved up to 











distribution manager, in a realign- 
ment of sales organization by Cleco 
Air Tools Division, Reed Roller Bit 
Co. 

Mr. Clayton was formerly sales 
manager of the Cleco Division. 

Mr. Clark was formerly regional 
manager for Cleco’s Newark, Detroit, 
Philadelphia, Pittsburgh, Cleveland 
and Chicago Divisions. 

Mr. Hudson has previously served 
as regional manager for Cleco’s 
Houston, Atlanta, St. Louis and Los 
Angeles Divisions. 
Woodings-Verona tools in- other items that are in steady 
clude, in addition to the above, demand by industrial and rail- 
sledges, adzes, hammers, chisels, road buyers. Highest quality— 
wrenches, mauls, punches and__ well designed and made. 


Each will make his headquarters 
in Houston. 


B&W MOVES HOUSTON OFFICE WOODINGS-VERONA TOOL WORKS 


The Tubular Products Division, Bab- 
cock & Wilcox Co., recently moved 
its Houston sales office to 3015 Rich- 


mond Avenue, Houston. The mailing 
address will be P.O. Box 25217, ge A Lo Me 


Houston 6, Texas, according to W. C. taki “Pe idely ved Woodings-V. 


VERONA, PENNSYLVANIA 
MAKERS OF CONSTRUCTION AND RAILROAD TOOLS 





Mohrman, district sales manager. 
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Power Control Products presents... 


NEW Ee ectronic | 
Mil) duemeion NEW 


| 
—— alg LINE 


standard - : ; or 
makes Ll | 

sid pf YOU 
Works on Gary Farrell 
single or j : 

multiple P Many good 


spindles Now you can equip your 


Pe paler Pena loner til Milwaukee Electric Names Farrell 
precision tapping for less areas SU District Representative 
— open for Gary Farrell was appointed district 


This unique spindle re- 
versing control provides good repre- representative serving north central 
much greater capacity ee Wisconsin and upper Michigan by 
— — ne a sentation Milwaukee Electric Tool Corp. 
Smee ce, Sa ree Mr. Farrell was formerly in dealer 
ey a sales with Standard Oil Co. 

: Rick Haise, who formerly covered 
Write pomp tb 
this area, will devote his full time to 





Punch Press Automatic 
Cut-off 


vl a Power Control Products, Inc. ee serving accounts in southern Wiscon- 


VICKSBURG, MICHIGAN sin only. He will work out of the 











factory in Milwaukee. 

















Give You r Foredom Purchases Cutawl Division 


From International Register 


The newly formed Cutawl Corp, a 
Customer ee Exactly subsidiary of Foredom Electric Co.. 
Inc., has recently purchased the 


what he wants! Cutaw! Division, International Regis- 
ter Co. 
The Cutawl is a portable high- 


By using Swift as your source of supply for: 
Pyrex Tubing, Regular and Red Line Gauge , : . 
Glass, Glass Body Oil Cups, Water Gauges, speed cutting machine that will cut 
Air Cocks, and a complete line of brass fit- designs and shapes in a variety of 
tings... you can provide your customer with sheet materials including wood, plas- 
his exact requirements. Totally assembled tic 
units . . . OR individual components, in 
whatever quantity, size or combination he 
requires. 


Stock Swift Products in whatever form is Detroit Ball Bearings Adds 
the most Profitable to YOU! Make Swift To Kalamazoo Branch 


your single source of supply for Prompt 
Service . . . High Profits! An addition of 1,800 sq. ft. of ware- 


Write for information on Swift's complete house space was added to the Kala- 
line of Money-Makers! 


:, metal, linoleum, composition, etc. 





mazoo branch of Detroit Ball Bearing 
Co., Detroit. 

Ground was broken in July for the 
new addition, according to Mervin 
Sherwood, Branch manager. The 
new space was ready for use in 


SWIFT LUBRICATOR CO. INC. J | nee 


mle tes! ees was also provided. 
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yee Bee prena 


WHAT CAN YOU 
SAY ABOUT A DRILL? 


’ A high quality and precision drill 


needs few fancy words. The proof is 
in the seeing and the doing! 


That’s why we've left as much space 
here as possible so you can see for 
yourself the beauty and perfection of 
a typical NEW PROCESS DRILL. 


That’s why we want you to try one 
out soon in your own shop. Your 
firsthand experience with the ulti- 
mate in precision is our best sales 
argument. NEW PROCESS maintains 
a constant full line of drills to make 
sure you get the drill you need when 
you need it. 


To learn how you can qualify as a 
New Process Twist Drill Distributor, 
write today to Sales Manager at the 
address below. 


NEW PROCESS 
TWIST DRILL CO. 


33 COURT STREET 
TAUNTON, MASS. 
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Three Factory Service Centers 
To Be Added By Skil Corp. 


Skil Corp. will open three factory 
service centers at 13237 Saticoy St., 
North Hollywood, Calif.; 1147 Mis- 
sion St., San Francisco; and 1014 
East Fayette St., Syracuse, N. Y. 

These three centers brings to 34 
the number of outlets already in op- 
eration by Skil Corp. Similar to the 
existing facilities, the centers will 
repair all Skil products, and maintain 
complete stocks of parts. 

In addition to these service centers, 
the company has expanded its net- 
work of authorized Skil service sta- 
tions in recent months from a 
national total of 58 to 69. These 
stations are independent businesses, 
authorized to make repairs under 
warranty and using Skil parts and 
factory repair methods. 

Further efficiencies are being ef- 
fected thorugh the recent relocation 
of factory service centers in Balti- 
more, Boston, Indianapolis, Miami, 
Milwaukee, Minneapolis, Oakland, 
Philadelphia and Woodside, Long 
Island. 


Thomas E. Murphy 


Carpenter Steel Names Murphy 
Manager Of Tool Steel Sales 


Thomas E. Murphy was promoted 
from assistant manager to manager of 
tool steel sales by Carpenter Steel Co. 
Mr. Murphy joined the firm in 
1957 as a sales representative. In 
1960 he was promoted to assistant 
manager of tool steel sales. 





You 
take 
no 
chance 


on Fast Turnover 


selling KENNEDY 


Distributors sell- 

Ping Kennedy 

Tool Boxes, Tool 
Chests and Roller Cabinets get above 
average turnover, and more profit. 
Because this top quality line is 
known and preferred by industry, 
maintenance shops and garages. 
Add up Kennedy's profit making 
benefits ... 


1 A complete line of premium 
quality tool kits. 


ys Buyers know Kennedy top 
quality vaiue—recognize that 
Kennedy is the best buy. 


3. Nationally advertised in leading 
automotive and industrial trade 
journals. 


4. Kennedy's fast service protects 
you against lost sales of out-of-stock 
items. 


5. Kennedy backs up distributors 
with practical sales promotional ma 
terial that makes it easy to display, 
sell and reap the profits. 


More information? 
Write us today. 


Kennedy Kits 


High Quality Tool and Tackle Boxes 





Pioneer manufacturer of metal tool kits 
and fishing tackle boxes 


KENNEDY MANUFACTURING CO. 
VAN WERT 9, OHIO KM32 
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ROYERSFORD 
SPLIT JOURNAL 
BEARINGS 


SPLIT 
& 
REAMED 
BABBITTED 
BEARINGS 


+ 
4 
> 
The new Royersford Split Journal 
, . Bearings are designed for moderate 
Here is something you can speeds and loads with the use of 
two-bolt base provide alignment 
and adjustment. The removable 
cap has an oil groove and is 
drilled for grease cups or pressure 
fittings which provide lubrication 
throuzhout the length of the bear- 
ings. The angular parting of the 
; cap is provided with shims to com- 
; 
o 


sell to original equipment babbitt. The slotted holes in the 
manufacturers accounts plus 


your regular customers. Avail- 
able for immediate shipment. 
Shaft sizes V2" to 2-15/16”. 


pensate for wear and adjustments. 


ROYERSFORD FOUNDRY & The bases are ground and the ends 


are faced making dimensions A 
MACHINE COMPANY INC and L the same on all bearings. 
’ . The compact design and high qual- 
ity gray iron gives strength and 
ROYERSFORD, rigidity which makes the bearing 
PENNSYLVANIA the best in its class. 











 MUNI-SEMBLE” the new 


Wilcox-Crittenden common sense way 
to buy turnbuckles. 





1. It guarantees a sizable reduction in 
turnbuckle stocks 


2. It gives you a flexibility never before 
possible 


You may save yourself a 
lot of money by inquiring 
NOW from your distributor 
or from us about this com- 
mon sense, money saving 
plan. 


This folder 
tells the story. 


WILCOX-CRITTENDEN 


Division, North & Judd Manufacturing Co.,101 South Main St., Middletown, Conn. 














Harvey Lodge 


Nelson Appoints Crichton, Lodge 
As District Managers 
Russell T. Crichton and Harvey 


Lodge were appointed district man- 
agers for the Nelson Distributor 
Products Division, Gregory Indus- 
tries, Inc. 

Mr. Crichton will have headquar- 
ters in Palisades Park, N. J., and will 
cover the metropolitan New York 
City, Long Island, northern New 
Jersey and Hudson River Valley area. 

He was formerly with Holes Co., 
Inc., Brooklyn, N. Y. 

Mr. Crichton has 13 years experi- 
ence as a fastener specialist and in 
the sale of powder actuated tools. He 
served three years as chairman, In- 
dustrial Relations Committee, Powder 
Actuated Tool Mfr’s. Assn. 

Mr. Lodge will cover Pennsylvania, 
upper New York State and southern 
New Jersey. His headquarters are in 
Springfield, Pa. 

He has seven years experience in 
the fastening field. Formerly, he was 
a field engineer and fastening spe- 
cialist for Gregory Industries in the 
northwest Ohio area. 
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THE TRADE CALLS 


DYKEM ay ee INSURE ais 
oma) «= 7m DOWNTIME! 


Templates 
DALTON 
OVERLOAD 


SAFETY DEVICES 


Kenneth W. Malcolm 


Skil Appoints Malcolm 
Northeastern Representative 
Kenneth W. Malcolm was appointed 


sales representative for New Hamp- 
shire, Maine, Vermont and _ north- 


Popeier package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


eastern New York State by Skil Corp. 
Mr. 


Lone Star Boat Co. as New England 


Malcolm was formerly with 


district manager. 


Prevent 
breakdowns 
due to 
jamming 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North 11th St. © St. Lovis 6, Mo. 


MODEL 
“oso” 
BASIC 
OVERLOAD 
SAFETY 
UNIT 


North Georgia Representative 


Noel N. 


sales representative for Skil’s north 


Diaz was appointed a 


Georgia territory. He was formerly 





a sales representative for Automatic 
Radio Co. 


Batteries. 


and Gould National 


the “tangle-free” 


MUSIC WIRE 


&. fo ase! 
am Wickwire Appoints Lord 


Product Sales Manager 


Edwin F. Lord was appointed prod- — 


“ospc”’ 
OVERLOAD 
SAFETY 
COUPLING 


Precision uct sales manager, Wire Department, 


Brand - ‘ . . aloes 
2 Wickwire Spencer Steel Division, 


MUSIC WIRE The Colorado Fuel & lron Corp. 


t L. A. Watts, general manager of 








Dalton Overload Safety Devices 
are torque-limiting units that pre- 
vent costly breakdowns and exces- 
sive wear of equipment due to 
overloading by automatically dis- 
engaging when a set maximum 
load is reached. They are re- 
engaged automatically when the 
overload is eliminated. The de- 
vices are easily adjusted with a 
torque wrench to a specific maxi- 
mum torque load. 


@ The only “tangle free” package sales for the division. said that the 
in the market. Wire is simply drawn 
from center of patented carton as 
required. Easy to use — saves time 
and bother. Packages marked with 
size, weight, and gauge. The wire 
is highly polished and extremely 
tough. Used for springs for tool and 
die mokers, factory and machine 
shop, and scores of other applica- 
tions. Cellophane wrapped. 


Shim Stock — packaged in dispenser 
cortons for ease in handling. Available in 
brass, steel and stainless. 


Feeler Stock — another packaged item 
cellophane wrapped for moisture protection. 


@®) warenous STEEL 


WAREHOUSE, INC. 
421 MAPLE AVE 


pig iron and semi-finished steel de- 
partment and the wire department 
have been separated into two depart- 
ments because of the increased im- 
portance of each. 

Mr. Lord succeeds R. M. Wagner, 
who will continue as product sales 
manager of the pig iron and semi- 
finished steel department. 


Mr. Lord was serving as assistant Write today for COD CATALOS S08 


DALTON 


gear company Dept. A 


212 Colfax Ave. North, Minneapolis 5, Minn. 
» INDUSTRIAL DISTRIBUTORS: 


general manager of sales for the 
Eastern division since 1960. Previ- 
ously he was with Claymont Steel 
products department and Claymont 
Fabrication Department. He joined 


CF&I in 1950. 


MAN ACTURIA iviston 
DOWNERS GROVE 


Dalton “OSD” units are ideal door s 
for new accounts! Write for details on ex- 
clusive sales territories. 








ILLINOIS 
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“Why 


Dumore...2° 


As a Dumore distributor you are 
one of a carefully chosen group. 


Our distributors are selected for 
a number of reasons. Your effi- 
ciency and method of operation 
must help us meet the needs of 
industry in your trading area. 
Your location must help us pro- 
vide the best possible coverage of 
this trading area while maintain- 
ing an adequate sales potential 
for you. The ethics and reputation 
of your organization must be of 
the type we want to associate with 
the Dumore line. We are proud 
of our distributors and we choose 
them carefully for a long and 
mutually-profitable association. 


Careful selection protects you. 
It assures you a fair and worth- 
while share of the potential 
business in your area. It means 
that other Dumore distributors 
are conducting the same type of 
business operation as yours. It 
makes the Dumore line worth 
your investment in sufficient stock 
and sales training to meet your 
customer’s needs. 


This selected distribution makes 
the Dumore line important to you 
and makes you important to 

The Dumore Company. And when 
it is backed up with a substantial 
profit margin too, we think the 
combination is hard to beat. 


Sincerely, 
Bos Hamitton, President 


The Dumore Company 
Racine, Wisconsin 





Richard E. McCoach 


American Hoist Appoints McCoach 
Industrial Sales Manager 


Richard E. McCoach was appointed 
to the post of manager of industrial 
sales by American Hoist & Derrick 
Co. 

Mr. McCoach previously was with 
Industrial Brown hoist Corp. of Bay 
City, Michigan, having served that 
firm in various sales positions. Most 
recently he was general sales man- 


ager. 


Crane Opens Second Showroom, 
For Chicago Viewers 


Crane Co. recently opened its second 
panorama-of-products showroom in 
the Builder’s Building at LaSalle & 
Wacker Drive, Chicago. 

Prior to this a similar showroom 
was opened in New York City. An- 
other one is planned for Los Angeles, 
later this year. 

The showroom will _ spotlight 
Crane’s line of plumbing, heating, air 
conditioning products, as well as in- 
dustrial valves, piping, water con- 
ditioning units and electronic con- 


trols. 


Hills-McCanna Names Linguist 
Industrial Sales Manager 


Robert E. Lindquist was named in- 
dustrial sales manager, Hills-Mc- 
Canna Co. 

Mr. Lindquist, formerly Eastern 
regional sales manager for the firm, 
has been with Hills-McCanna for ten 
years in various sales posts. 








ALLFLEX 
VIBRATAMERS! 


Custom- 
Engineered 


FAST to 
solve your 
problems. 


In Stainless Steel, 
Bronze, Monel 
write, wire, phone 
today for 
“VIBRATAMER” 
DATALOG 601 





PT ii1eD METAL HOSE CO. 


3745 Ninth St., Long Island City 1, N. Y. 
Telephone STillwell 4-5173 











Robert E. Williams 


Youngstown Appoints Williams 
Vice President Of Sales 


Robert E. Williams was recently ap- 
pointed vice president-sales of The 
Youngstown Sheet & Tube Co. He 
succeeds Myron H. Watkins, who re- 
signed. 

Mr. Williams was previously vice 
president-sales, of National Tube 
Division, U. S. Steel Corp. 

Mr. Watkins had been vice presi- 
dent-sales since 1954, and a director 
of the company since 1960. 
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 OLTKY ae . from the 
most complete line of 


recessed head drivers! 


BREAK-PROOF 
SHOCK-PROOF 


Screw 
Drivers 


_ A Driver for 
Every Need! 


Phillips @ Because VACO offers 


you more than 200 styles 
and sizes of screw drivers 
from which to choose, 
VACO brings you a com- 
plete choice of recessed 
head drivers... Another 
reason why you should 
buy VACO for all your 
screw driver needs. 


Reed & Prince 


Clutch Head 


Robertson 


Look for 
the VACO Vari-Board 


Ic's easy to select the right 
screw driver when you buy 
from the VACO Vari- 
Board. Displays up to 120 
drivers at a glance. .each 
one unconditionally guar- 
anteed! 


Plier 
Vari-Board, Too! 
Complete display of all 
popular styles and sizes 
for on-the-spot selections 
Look for both screw driver and plier 
Vari-Boards next time you buy! 
Vari-Board shopping is easy! 


VACO PRODUCTS COMPANY 


317 E. Ontorio St., Chicago 11, Ilinois 
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Howard D. Haugen 


Thomas F. Devine 


Haugen To Head New Western Area 
For Owatonna Tool Co. 


Howard D Haugen was appointed dis- 
trict manager for a new ten county 
territory south of San Francisco, by 
the Tools & 


Owatonna Tool Co. 


Equipment Division, 
Mr Haugen has ten years of indus- 
trial sales experience, much of it in 
the hydraulic and pneumatic compo- 
nents field. 

Thomas F. Devine was appointed 
district manager for southern Ohio, 
eastern Kentucky and southwest Vir- 
ginia, by the Tools & Equipment Di- 
vision. 

Mr. Devine replaces J. R. McBeth, 
who retired from Owatonna recently. 

Previously Mr. Devine was associ- 
ated with Commercial Solvents Corp. 
as a sales representative. 

Richard Schuster was appointed 
advertising and sales promotion man- 
ager for the firm. He replaces Kyle 
Peterson, who joined Erwin Wasey, 
Ruthrauff & Ryan advertising agency. 

Mr. Schuster has 
OTC advertising manager for the past 


been assistant 


three years. Prior to that he was with 
the National Tea Co. 


Here’s what 
Belmont Packing 
Distributors say: 


ae 

A study of all lines 
handled proved Belmont 
to be our highest 


oo 
profit line. 


Memphis, Tennessee 


‘dled 
The Belmont Line 
gives us our best 
ae 
profit dollar 


Pittsburgh, Pennsylvania 


ee P 
A ‘repeat sales’ line 
with an excellent 
. 9% 
profit margin. 


Akron, Ohio 


ee 
One of our best lines 
aa 
...@ fine profit margin.” 


New York, New York 


©? Handling the Belmont 
Line is profitable — 

i ae 
very profitable. 


Portland, Oregon 


Why don’t you con- 
sider handling this 
Key Line. A few 
desirable sales 
territories are now 
open. Ask about the 
Belmont Franchise. 


“THE BIG PROFIT LINE” 


The Belmont Packing & Rubber Co. 
Philadelphia 37, Pa. 





SAVE 
TIME and 


Mess} 
A 4 














BRONCO - 203 


Select 
the RIGHT shovel 
for the RIGHT job 


PONY Americo’s most popular medium 
weight solid shank shovel. The double taper 
forged blade, made from one solid bar of 
steel, is unconditionally guaranteed. 


BRONCO A heovier weight in solid shank 
construction, available when you need extra 
rugged service. Blade is unconditionally 
gvaranteed. 

STEEL-LITE A light weight double taper 
forged shovel. Shock band for less handle 
breakage. Turned step protects shoes. 
Blade unconditionally guaranteed. 








STEEL-LITE - 803 


AT-95 


Oo. AMES Co. 


PARKERSBURG, WEST VIRGINIA 


222 





Fred Ebling 


Dodge Mfg. Receives Award 
For Best Annual Report 


For the seventh time in eight years, 
Dodge Mfg. Corp., was selected to 
receive an “Oscar of Industry” 
trophy. The award was given to 
Dodge in recognition of its 1960 an- 
nual report, which was judged the 
best in the materials handling in- 
dustry. 

Fred J. Ebeling, vice president- 
sales for Dodge received the award 
October 30, from the 


World, the magazine that sponsors 


Financial 


the annual competition. 

Temple Williams, retired, former 
chairman of the finance committee, 
directed the preparation of the re- 
port. 

More than 5,000 reports were re- 
viewed in the 96 categories during 
the 1961 competition by an award 
jury headed by Dr. Joseph H. Tag- 
gart, dean of the graduate school of 
New York 


business administration, 


University. 


H. F. Soderling Moves 
To New Larger Quarters 


The H. F. Soderling Co., Seattle, 
Wash., 
quarters at 1214 Poplar Pl. S. At the 
same time, the firm enlarged its staff. 

The new headquarters has 6,000 
sq. ft. 


1.000 at the former location. 


recently moved to larger 


of floor space, compared to 


Harvey S. Manning and Alan Jack 
were added to the firm’s sales staff. 

Mr. Manning was with the Disston 
Division, H. K. Porter Company, Inc., 
for 25 years. Mr. Jack was with Lyon 
Metal Products for eight years. 








BIG ORANGE failings 


es, Wa men TRY IT! 


SHACKLE CHAIN HOOKS 
Use on “HIGH TEST” Chain 
EXTRA STRONG 


Even the pin is made 
of high-strength steel and 
heat-treated. 


SAVES TIME 
Can be attached 
anywhere on the 
job. Only a pair 
of pliers needed. 

SLIP HOOKS 

Available 
for Chain 
Sizes 4" 


GRAB HOOKS 
Available 
for Chain 
Sizes 4" 


5/16", Ye" 


ANCHOR and CHAIN 
Screw Pin SHACKLES 





Size stamped on every 


Dn 


Forged of HI-STRENGTH STEEL 
Available in sizes 3/16” to 2”. EXTRA STRONG 
EXTRA TOUGH. Self-colored or galvanized. 


Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 


Cedar Rapids, lowa 


DO YOU WANT TO SELL 
MORE DRILLS? 





This HUOT 
DRILL DISPENSER 


holds a large supply of drills 


keeps them in order 


@ Built-in inventory helps sell re- 
stocking orders 

@ Roomy, round-bottom compart- 
ments—no drill-hiding corners 

@ Heavy-duty drawers in compact 
7 x 7x 14 cabinets that stack 
neatly 

@ Three models for lettered, num- 
bered or fractional dril 


Write for catalog pages and circulars 


Cp HUOT MFG. COMPANY 


551 No. Wheeler St. ¢ St. Paul 4, Minn. 
INDUSTRIAL DISTRIBUTION 














Black & Decker Names Porter 
Director Of Marketing Services 


G. Harvey Porter was appointed di- 
rector of marketing services of the 
Black & Decker Mfg. Co. He suc- 
ceeds Joseph H. Schmidt, Jr., re- 
cently named general sales manager 
of the firm’s consumer products di- 
vision. 

Mr. Porter joined Black & Decker 
in 1952 as a sales correspondent in 
the marketing division. In 1955, he 
was named supervisor of sales fore- 
casting; in 1956, advertising man- 
ager of the industrial-automotive di- 
vision, and in 1959 was named 


advertising manager of the company. 


Other Marketing Appointments 


Richard C. Wells was named mar- 
keting manager, industrial-automo- 
tive division, reporting to Glen H. 
Treslar. He was formerly product 
planning manager. Mr. Wells has 
been with the firm since 1951. 

William H. Drews was named as- 
sistant advertising manager, indus- 
trial-automotive division. 

Alex N. Dahl was named manager 
of special sales to federal, state and 
city governments, and OEM accounts. 
Starting with B&D in 1955 as train- 
ing director, Mr. Dahl was named 
purchasing manager in 1958. 

William G. Burggraff was named 
assistant advertising manager, prod- 
uct service and export divisions. He 


joined the firm in 1945, 


Dresser Appoints Castle, Gilmer 
Sales Representatives 
Harry R. Castle and Charles I. Gilmer 


were appointed sales representatives 
for the Dresser Mfg. Division, 
Dresser Industries, Inc. 

Mr. Castle will be responsible for 
sales in Michigan, northern Indiana, 
and western Ohio. He was formerly 
with Lincoln Engineering, Inc., and 
General Conveyor Corp. 

Mr. Gilmer will represent the divi- 
sion in the Rocky Mountain States. 
Prior to joining Dresser, Mr. Gilmer 
was a sales representative for Western 
State Machine Co. 
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BIG vouune FOR YOU 


IN BALANCED® LIGHTING 


RECOGNIZED 
ADVERTISED 
UTILIZED 


ro 


Fos TOQRIA 


Thousands of specifiers know the Fostoria line as the efficient, safe 
and economical industrial lighting tool. Fostoria has oriented local 
lighting with general lighting to produce BALANCED lighting; increas- 
ing production, reducing spoilage, improving morale, promoting 
safety. In addition, Fostoria reaches thousands of users through 
the pages of industrial trade journals every month. 

The demand is here — you can satisfy it by taking on 

the Fostoria line of Critical Work Area Lighting. Our 

new folder concerning Balanced® Lighting is yours 

for the asking — no obligation — write today. 


FOSTORIA CORPORATION 
FOSTORIA, OHIO 
MANUFACTURERS OF CRITICAL WORK AREA LIGHTING EQUIPMENT 








PROFIT (ii, 
STOCK GEARS 


Add PROFIT through increased sales of your 


existing Power. Transmission line with GLOBE'S 


Industry Standard Gears: 


el e CHANGE eHELICAL- e¢ BEVEL 


e MITER @® WORM e INTERNAL ¢ RACK 


Write for Distributor information — Today! 


e7 Ro):] my eele Gici 7.1 ae A APY ie], | 


34th & Clearfield Sts. * Philadelphia 32, Pennsylvania 








A Complete Line Maple 


of Work Benches.. 

Modular Units Combine to SCHOOL 
Give a Variety of Custom Ben ch Tops BENCH TOPS 
= 


Built Benches. 





INDUSTRIAL Edward Barta 


DURABLE BENCH TOPS 
Boos’ Tops are reinforced 
with more steel bolts than 
any other 
STURDY 
Only Boos’ Tops guarantee 
that each laminated sec 
tion is one solid piece of 
hard maple no joints 
COMPLETE 
BENCH UNITS 


© Over 70 Years of Quality” 


v= BOOS + 
Herman Roth 


BOX 627 °* EFFINGHAM, ILLINOIS , 
L. S. Starrett Appoints Barta 














¢ 5 a ar ra To Succeed Herman Roth 


Fr : Edward Barta was named sales super- 
for Bigger Profits... Easier Sales visor, to head inside precision tool 
sales, for L. S. Starrett Co. He suc- 

\ . ceeds Herman Roth, who recently re- 
BUILT RIGHT—Best materials throughout. . . tool .\ tired after 57 years service with the 


x" \ 


steel cutters . . . Right and Left hand Threaded Re ag: ’ company. 

for Automatic Tightening. AN : \A i, Mr. Barta started his career with 
\’ ‘. \ » the firm in 1939. He served in the 
shipping and sales departments and 
for the last few years was assistant 
sales supervisor. 

Mr. Roth joined Starrett in 1904. 
He worked in the shipping depart- 
ment, billing department and as out- 
side salesman until 1917. From 1917 
on, he served in the sales department. 


>. oD i He was sales supervisor for 25 years. 
EASY TO HOLD— Extra ) 


\ Weight well distributed 


for smooth oe 3 \ CONVENTION DATE CHANGED 


Also CALDER Fine Diamond Dressing Tools KAN Dates for the 1962 annual Triple In- 
dustrial Supply Convention have 


oll Mne) 1a ama toltiel Melina 11:\thiel 1; 


\ \ 


been changed to June 4, 5, and 6. 
This will mean that the opening ses- 


CALDER MANU FACTU a N G Cc re) : sion will be held Monday morning 


2049 North Prince Street ° Lancaster, Pennsylvania one: sigictation will opus) ae Sunday 





morning. 
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Make 
More Profit... 


Sell the pump that 
serves your customers’ 
purposes best 

with the 


HALE 


Complete Line of 
INDUSTRIAL 
PUMPING UNITS 


From this Pump- 
ing Giant, the 
Hale Type SCIR 
“Titan” which 
pumps up to 2,- 
750 GPM with 
pressures up to 
160 PSI... 

to this handy, 
lightweight, self- 
priming pedestal 
pump, the 20-TP 
“Torrent” . . 

there's a Hale 
Pump to do any 
pumping job your 
industrial custom- 
ers need to do— 


Do it Better 








t-o---egnd at Lower Cost!-----+ 


Your customers have gotten the word... 

they know there's a Hale Pump for: 

1. moving large volumes of water 
ilar non-corrosive liquids fast 


and sim- 


of seepage. 
high-solid- 


2. for constant positive control 
3. for trouble-free 
content water. 


pumping of 


Here are 4 Other Representative Pumps 
Picked at Random from HALE’S Complete 
Line! 

Type CLFIR ... Pumps up to 1000 

GPM—pressures to 200 PSI 
Type W (New) ... Pumps up to 600 

GP agp lp cing to 140 PSI 
Type 40-T “Torrent” (Self Priming) 

. Pumps up te 40,000 GPH 
fyse 30 DP (Diaphragm)... 
up to 5500 GPH 
Plus many others including custom- 
built pumps manufactured to meet 
your own specifications. 

Remember, there’s no need to turn 
a customer down when you handle the 
new, modern, quality line of Hale 
Pumps. Write for full details today! 
Write to Dept. ID. 


FIRE PUMP 
COMPANY 


CONSHOHOCKEN, PENNSYLVANIA 


Pumps 
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Reichle Supply Receives Award 
As Carborundum Distributor 


In honor of its 35th year of service 
of Carborundum 
The 


Saginaw, Mich., 


as a distributor 
abrasives in the Saginaw area, 
Reichle Supply Co., 
received the Car)orundum Meritori- 
ous Distributor Service Award, a 
16” x 27” 
Falls scene from a 


Frederick W. Church. 


During its 36 


reproduction of a Niagara 
painting by 
years of service, 
Reichle Supply has made four build- 
ing additions, installed a monorail 
system for materials handling, in- 
troduced a Remington Rand punched 
card system to expedite inventory 
control and order handling, and has 
increased employment from eight to 
56 employees. 

Among the 
which Reichle Supply services are 


principal industries 


automotive machine and pattern 


shops, baking 


and mixing machine 


manufacturers, and carbide tool 


manufacturers. 

The firm has approximately 58,- 
000 sq. ft. of warehouse space and 
2,500 sq. ft. for offices. Reichle uses 
two tractor trailers, four platform 
trucks and an emergency pickup truck 
to service its customers. 

Managing the firm are: Walter A. 
Reichle, president; Abner C. 
vice president; William Abbs, 


Walter A. 


Norman E. 


Sager, 
secre- 
treasurer ; 


tary; Leesch, 


Sturm, industrial sales 


manager; and Leonard E. Kraatz, 
office manager. 

The award is presented to indus- 
trial distributors in recognition of 
25 or more years of outstanding serv- 
ice to local industry as a distributor 
of abrasive products by Carborun- 


dum. 


ALLIS-CHALMERS YELLOW 


Beginning September 1, all lift trucks 
coming off the production line at the 
Harvey (Ill.) works of Allis-Chalmers 
Mfg. Co., were painted Allis-Chalmers 
yellow. This is in line with the firm’s 
recent decision to adopt yellow be- 
cause of its international identifica- 
tion with safety. A-C orange will still 
be available to customers. 





SOUND AND 


2 
wee” 


Vinal 


We realize that broad represen- 

tation by good distributors is 

absolutely essential to continued 

healthy growth and stable opera- 
tion. That’s why, in selected areas, we're 
seeking sound, solid organizations... 
aggressively sales minded... locally well 
regarded... to handle the CLARK line of 
industrial fasteners. 


INVITES 
YOUR 
INQUIRY 


To interested and qualified distributors, 
CLARK offers the advantage of: 

Quality Products —Produced . . . consist- 
ently . . . to the industry's highest standards. 
Promotional Support—Displays . . . promo- 
tional literature... catalogs... plus a con- 
sistent program of advertising to pre-sell 
your prospects. 

Prompt Delivery —Speedy order processing 
and shipment—usually from stock and often 
on the same day. 


Superior Packaging—in rugged cases... 
and clearly labelled, color coded heavy 
weight cartons—uniformly and proportion- 
ally sized for simplified stocking and inven- 
tory taking. 
Distributors! 
Check with Clark for details on new, 
small size case quantities. 


CLARK 


BROS. BOLT CO. 
MILLDALE, CONN. 





4% 


= 


) 
a 


“DA” DUAL ACTION 
Superior for sanding primer surfaces, 
removing gloss and taking off old 
finishes the unique “Dual-Action” 
Air Sander creates no heat . . . makes 
no swirls or abrasive scratches ... 
paper does not fill up. 

It’s new on the market and there are 
thousands of prospects. Our Abrasive 
Kit for demonstration will aid you 
in selling 


MORE 


business... 


MORE 
profit... 


MORE 


customer 
satisfaction 


with 
NATIONAL- DETROIT 


WRITE FOR FREE CATALOG 


NATIONAL-DETROIT, inc. 
ROCKFORD, ILLINOIS 


“MITY-MIDGET” 
Here’s a dependable profit maker for 
industrial distributors . . . the “‘Mity- 
Midget” orbital action Air Sander is 
the most reliable popular — 
proven sander on the market. 
Powerful, light weight and vibra- 
tionless it cuts sanding time and 
lowers costs. 








To Help You Sell 





ROPES Brown & Perkins, Inc., 
Perth Amboy, N. J. 


rope slings. 


Bulletin on wire 


MACHINE TOOLS 


Kalamazoo, Mich. 


Buck Tool Co.., 
Catalog on con- 


ventional independent chucks. 


POWER TRANSMISSION 
ing Mfg. Co., Maysville, Ky. 


on sprockets with shear pin hubs and 


Brown- 
Catalog 


split taper bushings. 
CUTTING TOOLS — 


Corp., South Beloit, Ill. 


high-speed steel and carbide drills. 


Besly-Welles 


Catalog on 


Also: Catalog on standard and special 
taps. 


SCALES—Fairbanks, Morse & Co., 
100 Electra Lane, Yonkers, N. Y.— 
Catalog on self-contained warehouse 


scales. 


W ASHERS—George K. Garrett Co., 
Inc., Philadelphia—Catalog on “Belle- 
and 3-wave 


ville”, arc, spring 


washers. 


PUMPS 


Milwaukee—Catalog on 


Allis Chalmers Mfg. Co., 


expanded pump line. Also: Bulletin 
on “Vari-Tex” speed changer. 


WELDING—Al\l-State Welding Al- 
loys Co., Inc., White Plains, N. Y. 

Bulletin on “Spoolar” copper and 
copper-based welding wires for the 


inert-gas welding processes. 


VASKING TAPES—Armour Alli- 
ance Industries, 16123 Armour St.. 
NE. Alliance, O.—Bulletin on “A- 


376” masking tape. 


TANKS—Apex Reinorced  Fibre- 
Glass Div., White Sewing Machine 
Corp., Cleveland—Bulletin on cor- 
rosion-resistant molded polyethylene 


tanks. 


CUTTING TOOLS—Brown & Sharpe 
Mfg. Co., Providence, R. 1.—Guide 
to all literature available on cutting 


tools. 


HOT FORGED from solid, 
rectangular steel bars, de- 
signed and produced for 
dependable, long-life service 
under the severest piping 
conditions! 


A TYPE FOR EVERY USE! 
FOR ALL PRESSURES ! 
FOR ALL TEMPERATURES ! 





ube 





complete | 





Standard & Do 
Extra Heavy 
UNIONS 
Available with 
screwed or socket 
weld ends. 3000- 
Ib. sizes Vg” to 3”; 
\ 6000-lb. sizes 1/g” 
to 2”. ai 


GASKETLESS 
CUP-ORIFICE 
UNIONS 


Choice of stainless 
or carbon steel cup- 
type plate. 3000- 
Ib. service. 











Le 


(MALE & FEMALE 
UNIONS 


With steel-to-steel, 
bronze-to-steel, stain- 
less steel-to-steel or 
orifice seats. 3000-lb. 


ene only. 


(FULL STAINLESS & sey 
FULL ALLOY 
STEEL UNIONS 


With screwed or 
socket weld ends. 
3000-lb. and 8000-Ib. 























ns iF, 


Write for Catalog 60 





Showing the complete Catawissa 


tine of Perfect Seal Products 
CATAWISSA VALVE & 


FITTING COMPANY 
CATAWISSA, PENNA. 


INDUSTRIAL DISTRIBUTION 





AIR CONTROLS—A. _ Schrader’s 


Son, 470 Vanderbilt Ave., Brooklyn, We 8 
<_pr! | IN, 


Catalog on air control prod- 


ucts for automating in-plant opera- TURNIN’ 


tions and for component use in new 
products. Ov [ 


ELECTRIC HOISTS—American 
Chain & Cable Co., Inc., 735 Hay St., 
York, Pa..—Catalog on “Wright” 


Sacedway Premed’ 3. desiele talete. 6% eRe Sein: 


F ANS—American-Standard Indus- 
trial Div., American Radiator & 


Standard Sanitary Corp., Detroit— i 
Catalog on line of “Sirocco” fans. i KE ol Ip 
4s 


DIGITAL ROTOPULSERS — Dyna- “ST: 

par Corp., The Louis Allis Co., 427 

E. Stewart St., Milwaukee—Bulletin WHICH Ait i 
on digital rotopulsers for precise INOUSTRIAL. 


industrial measurement and auto- DICTRIBUTORS STOCK 


matic control. 


: 
GREASE—Bardahl Mfg. Corp., Seat- Wm. H. 
tle—Booklet on lubricating grease. YORK. PENNSYLVANIA 
Ss 


W ELDERS—Birdsell Products, Pas- 
adena, Calif.—Bulletin on portable. WRITE FoR BROCHURE 


low-cost ac arc welders. 





MACHINE TOOLS—Canton Tool 
Mfg. Co., East Canton, O.—Brochure 


on “Precision Hole Borer.” 


FASTENERS—Parker-Kalon, _ Clif- DRILLING TAPPING 
ton, N.J.—Book on_ engineering and 


standards for fasteners. 


ONLY, ETTCO TAPPERS 


SPEED REDUCERS—Dodge Mfg. 
Corp., Mishawaka, Ind.—Bulletin on run 
Faster, more 


shaft-mounted speed reducer. ' 
accurate tapping 


METERS—Daystrom, Inc., 614 Fre- in ‘ ie re Naps 
linghuysen Ave., Newark, N.J.—Bul- — 


letin on portable multi-range meters. © Much mere seniive 
e Fit any drill press 
MOUNTED WHEELS Dayton 
Safety Grinding Wheel Div., Simonds 
Worden White Co., Dayton, O.— One source of supply 

Bulletin. on mounted wheels and and One source of responsibility 


points for offhand and precision lead screw One source of satisfaction 
tappers 


Ettco makes a complete line 


grinding applications. 
You want a profitable line—we want good distributors —let’s get together—write 
LATHES—Detroit Broach & Ma- Art Stehle, ETTCO TOOL AND MACHINE CO., Brooklyn 37, N. Y. 
chine Co., Rochester, Mich. — : ; 
Data sheet describing how a standard 
lathe can be converted into a hy- 





draulic tracer controlled machine. 
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ANOTHER IMPORTANT BREAKTHRU! 


DUROTHERM 


Non-freezing Long-Life 
SOLDERING TIPS 


HI-PERFORMANCE Tips for use in HI-PERFORMANCE, HI-TEMPER- 
ATURE Irons. Tips positively cannot stick or freeze in any iron— 
easily removed after months of service. No need to remove tips 
daily. Minimum loss of heat delivery. Tip shank immunized from 
solder, except on working surface at end of tip—prevents creeping 
of solder into element tip hole and spilling of solder on components. 


SEND FOR CATALOG—showing the most complete line 
of industrial Soldering Irons and Long-Life Clad Tips. 


HEXACON ELECTRIC COMPANY 
138 West Clay Ave., Roselle Park, New Jersey 
SERVING INDUSTRY FOR OVER A QUARTER OF A CENTURY 


A NEW PRODUCT FOR NEW DISTRIBUTOR PROFITS! 





“TROUBLE SAVER” 
SAFETY 

ROLLING 

LADDERS 


! 


Save on Storage! 


Here is a new, high-profit, quick-turnover sales 
builder — a natural for distributor selling — 
“Trouble Saver” Steel Safety Rolling Ladders 
in convenient knocked down form: 


SAVE on freight costs: 
shipped flat in cartons only 4” high. 


SAVE on storage: 
as many as six cartoned KDF Safety Ladders 
fit in the space needed for one asembied unit. 


And new KDF Safety Ladders are designed 
with your customer in mind. Only a wrench and 
screwdriver are needed for assembly. 


Available with or without handrails in 17%” 
and 25%” widths. Heights from 19” to 90%”. 
Write for full information, prices. Dept. 1-D. 


Pcs THE PATENT SCAFFOLDING CO., INC. 


Qo 38-21 - 12th Street, Long Island City 1, N. Y. 





MACHINE TOOLS—DeVlieg Ma- 
chine Co., Royal Oak, Mich.—Bro- 
chure on line of screw-on and 
clamp-on cartridges employed with 
throw-away precision carbide cutting 
tool inserts. 


CHAIN HOISTS—Duff Norton Co., 
Four Gateway Center, Pittsburgh— 
Catalog on advantages of spiroid 
gear transmission on “Porta-Hoist.” 


CONT ROLS—Flo-Tronics, Inc., 712 
W. Ontario Ave., Minneapolis—Bul- 
letin on ‘“Flo-Level” material level 
control. 


GEAR DRIVES—Foote Bros. Gear 
and Machine Corp., 4545 S. Western 
Blvd., Chicago—Catalog on heavy 


duty enclosed helical gear drives. 


SILICON RECTIFIERS—General 
Electric Co., Auburn, N. Y.—Speci- 
fication sheet on the 1N3289—1N3295 
high current silicon rectifier. 


CYLINDERS—Hannifin Co., 501 S. 
Wolf Road, Des Plaines, Ill.—Bulle- 
tin on 200 p.s.i., series “C” general 
purpose air power cylinder. Also: 
Bulletin on line of air power presses. 


BRONZE—Johnson Bronze Co., New 
Castle, Pa.—Brochure on continucast 


bronze parts. 


STEEL EQUIPMENT—Lyon Metal 
Products, Inc., Aurora, Ill._—Catalog 
on sheet metal. 


AIR SYSTEMS— Lincoln Engineer- 
ing Co., 4010 Goodfellow Blvd., St. 
Louis, Mo.—Catalog on air-powered 
equipment for materials dispensing 


applications. 


V ALVES—tLunkenheimer Co., Cin- 
cinnatti—Catalog on stainless steel 
ball valve or corrosive fluids, gases, 
and general corrosive services. 


SEMICONDUCTORS _ .- Sylvania 
Electric Products Inc., 1100 Main 
St.. Buffalo, N.Y.—Brochure on 
transistors, diodes, and other semi- 
conductor devices. Also: Replace- 
ment chart for oscilloscope cathode 


ray tubes. 


INDUSTRIAL DISTRIBUTION 





[REPEAT | 
REPEAT . 
;REPEAT 
steno han te Oar 

| 


this in a dozen trade papers. 
336,000 circulation . . . to your 


prospects and customers. 
SOU CORI A ANN 


RAISE 
GRINDING 
PRODUCTION 


FOR $2.70 


A typical Desmond Huntington 
grinding wheel dresser costs 
about $2.70 from your distributor, 
yet it substantially increases 
grinding production, makes 
wheels cut better, and lowers 
grinding costs. By dressing all 
your grinding wheels regularly 
you remove inefficient dull par- 
ticles and loaded metal, expose 
a fresh new grinding surface. Your 
Desmond distributor can furnish 
the exact model you require. Ask 
his advice. 


The onlv complete line of 
grinding wheel dressers and cutters 


The Desmond-Stephan Mtg. Co. 
Urbana, Ohio 
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SPRAY NOZZLES—Spraying Sys- 
tems Co., 3201 Randolph St., Bell- 
wood, Ill.—Bulletin on “Autolet” 
automatic spray nozzles for hydrauli- 
cally atomizing sprays at operaunag 
pressures up to 600 psi. 


Co., 34500 
Farmington, 


“Double- 


Cutter 
Ave., 


sheet on 


DRILLS—Star 
Grand _ River 
Mich.—Catalog 
Jet” gun drills. 

MILLING CUTTERS—Vascoloy- 
Ramet Corp., Waukegan, Ill.—Cata- 


logs on line of milling cutters. 


MOTORS—The Leland Ohio Electric 
Co., Dayton, O. 
integral capacitor start induction run 


Bulletin on line of 


single phase open motors. 


WHEEL GUARDS—Morrison Prod- 
16816 Waterloo Road, 
Folder on wheel guards 


ucts, Inc. 
Cleveland 
for portable grinders, sanders and 


polishers. 


GRINDING WHEELS—Norton Co., 
Worcester, Mass.—Catalog on dia- 
and 


Catalog on 


diamond hones. 


hand 


mond wheels 


Also: 


grinder. 


surface 


DRILLING—Oliver Instrument Co.., 
Mich. drill 


Adrian, -Bulletin on 


pointers. 


ELECTRICAL TAPE—Plymouth 
Rubber Co., Mass.— 


Catalog on line of electrical tapes. 


Inc.. Canton, 


SWITCHES Robertshaw-Fulton 
Controls Co., 911 E. Broad St., Rich- 
Va. 


“LevelAc” liquid level switches. 


mond, Brochure on line of 


DRILLING—Sprague & Henwood, 


Inc., Scranton, Pa.—Bulletin on dia- 
mond masonry drilling machine. 


509 
Bulletin on ball 


V ALV ES-—Strong, 
St., Conneaut, O. 
valves for steam, water, oil, liquid 


Sandusky 


chemical, and gas handling. 


LUBRICATION—Trico Fuse Mfg. 
Co., 2948 N. 5th St., Milwaukee— 
of electrical and 


Catalog on line 


lubricating devices. 





A Personal Message 
from 


VINCENT K. 
ALEXANDER 
V.P. and Dir. of Sales 


Manheim Manufacturing 
and Belting Company 


SIMPLE =e DIVISION! 
4 


Divide initial cost 
and your customers 


will see the extra 
advantages of Veelos 


If you divide the initial cost of a reel 
of Veelos v-belt by all the advan- 
tages it offers, it’s easy to prove that 
Veelos is priced right! 


Only genuine Veelos, the link v- 
belt, provides your customers with 
all the benefits that result in top 
economy. 

1. Show how maintenance costs are 
much lower because belt replace- 
ment man-hours are greatly re- 
duced. Veelos can be replaced in 
minutes instead of hours. 


. Show how inventory investment 
and storage space costs are cut. 
Just four reels of Veelos—O, A, 
B and C sizes—replace up to 316 
sizes of endless belts; can be 
stored in space 16 inches square. 


. Show how production loss and 
work spoilage is reduced because 
Veelos cuts machine vibration as 
much as 90%. 


. Show how first cost is really 
much less when broken down 
over much longer service time. 


These are just a few of the money- 
saving advantages your customers 
get with Veelos. When you show 
them how to divide the initial cost 
by all the plus values Veelos pro- 
vides, you'll make extra sales—and 
friends! 


P.S. Let me send you a copy of our 


folder, ‘Selling Veelos Quality is as 
easy as + — X +.” It’s free. 


yEELOF 


MANHEIM MANUFACTURING & BELTING CO. 
MANHEIM 10, PA. 





wiles 
~~ ew 


...now you can sell 
both markets with Bond 


poss 


Bond 36-A Series 
Double Ball Race Semi- 
Stee! Swivel Caster. 
Other Single Ball Race 
Semi-Steel Swivel and 
Rigid Casters available. 


Bond 40-A Series 
Double Ball Race Struc- 
tural Steel Swivel Caster. 
Companion Steel Rigid 
Casters in stock. 


Bond 51-A Series 
Pressed Stee! Rigid 
’ Caster 


Bond 50-A Series Single 
Ball Race Pressed Steel 
Swivel Caster. Also 52-A 
Series Double Ball Race 
Pressed Stee! Swivel 
Caster. 


Bond 60-A Series Light Duty 
Plote-Type Escal ator Ball Race 


Swivel Caster. Companion 
Rigid Costers available 


Bond 64-J Series Light Duty 
Stem-Type Escalator Ball Race 
Swivel Caster 


Make bigger profits and 
satisfy more customers and 
prospects—sell both Bond 
industrial and Institutional 
Casters 


BO oe & 


MACHINE COMPANY 


314 Penn St., Manheim, Pa. 





SPRINGS—Associated Spring Corp., 
Bristol, Conn. 
ducers of products containing springs 


Brochure to aid pro- 


in controlling costs of handling, qual- 


ity and procurement. 


Inc., De- 
motorized hy- 


HYDRAULICS — Vickers 
Bulletin on 


draulic power packages. 


troit — 


CUTTING TOOLS—Ace Drill Corp., 
Adrian, Mich. — Catalog on high 
speed steel reamer and drill blanks. 


INSTRUMENTS — Keuftel 
Co., Hoboken, N. J.- 


reproduction and drafting processes 


& Esser 
Brochure on 


and materials. 


METAL HOSE—Universal Metal 
Hose Co., 2133 S. Kedzie Ave., Chi- 
cago—Bulletin on abrasion resistant 
metal hose for transfer of bulk ma- 


terials. 


TORQUE WRENCHES—Skidmore- 
Wilhelm Mfg. Co., 442 S. 
Road, Cleveland—Folder on methods 
for establishing consistant standards 


Green 


for power-wrench accuracy. 


R: B. Wood's Sons Co.. 
-Bulletin on 


BELTING 
Chambersburg, Pa. 
variable-speed belts. 


VISES—Wilton Tool Mfg. Co., Inc., 
9529 Park Road, Schiller 


Park, Ill—Brochure on milling ma- 


Irving 
chine vises. 


STEEL 


rora, Ill. 


SHELVING 


Manual on steel equip- 


Equipto, Au- 
ment. 


COOLANT S—Hoftman Industries, 
Inc., Thompson Road, Syracuse, N. 
Y.—Booklet on how filtration equip- 
ment eliminates many hidden metal- 


working costs. 


BLASTING UNITS—Pressure Blast 
Mfg. Co., 27 Pleasant St., Man- 
chester, Conn.—Brochure on line of 


wet blast units. 


INDEXING UNITS—Standard Tool 
& Mfg. Co., 738 Schuyler Ave., Lynd- 
Mm J 


hurst. Bulletin on indexing 


units. 





no other drivers 

“feel” quite right 

after you've sold 
them Xcelite ! 


1 


; 
' 


i 


* 


“S 
‘ 
. 


they're regularly 
advertised 

to industry 

thru Mill & Factory, 


. . and easy to promote 
all kinds of sales 
aids for mill supply 
salesmen and 

3 industrial distributor 
Equip wS showrooms 

and New 


a wide select 


n of ie Tn 
mtrvers Tay ; 


wrer 


special t hrm jeer yl { 


rt 


wie 


Write for catalog 
and price list 


INDUSTRIAL 
HAND TOOLS 


XCELITE, INC. « ORCHARD PARK, N.Y. 
Canada: Charles W. Pointon, Ltd., Toronto, Ont, 


INDUSTRIAL DISTRIBUTION 








Manufacturer’s 
Appointments 





ARTHUR SNYDER, JR., was appointed 
controller of Behr-Manning Division 
of Norton Co. 


LAWRENCE ENNIS was named pur- 
chasing agent for Anti-Corrosive 
Metal Products Co. He was formerly 
assistant P.A. 


Myron K. BoaTMAN was appointed 
chief manufacturing engineer and 
Epwarp O’LEaRY was named mate- 
rials manager for Johnson Bronze 


Co. 


Peter S. BaRNo was elected vice 
president-employee and public rela- 
tions of Worthington Corp. 


STAN JOHNSON was named director 
of advertising and Ropert E. Hot- 
WELL was named manager of Gates 
dealer tire sales by Gates Rubber Co. 


L. J. CARSON was appointed director 
of engineering, Ropericx S. GaL.o- 
WAY was appointed general manager 
of the Link-Belt plant in Colmar, Pa., 
and Joun M. SHEPARD, Jr., was 
named general manager of the At- 
lanta plant and Link-Belt south- 
eastern division by Link-Belt Co. 


Witt MitTcHe .t, Jr., was appointed 
director, research division, Allis- 


Chalmers Mfg. Co. 





“I finally found a man smart enough for 


the job, but he was too smart to take it.” 
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Yes, this fast moving line sells 
easier and faster. 

Nationally advertised, its 
many industrial uses are well 
known through the United 
States and Foreign Countries. 


Investigate the Merrill Line of Materials Handling 
Devices. Write for our latest Catalog C-3 today. 


MERRILL BROTHERS 


56-16 Arnold Ave., Maspeth 78, N. Y. 








HARRISBURG 
COUPLINGS 


FOR OIL DRILLING AND 
WHEREVER PIPE COUP- 
LINGS ARE USED Harrisburg 
Steel has been well-known for 
many years — well known for 
high quality seamless steel coup- 
lings — of strength and accuracy 
— with threads unexcelled in cor- 
rectness of form, height, angle 
and lead. 


Manufactured to A.P.I. specifica- 
tions, Harrisburg tubing and cas- 
ing couplings are under constant 
inspection for uniformity of qual- 
ity — to bring to you a product 
which will meet the most critical 
requirements. 


FOR ALL TYPES OF COUPLINGS 
Specify Harrisburg. 


—.. 
aaa 


JHY 


HARRISBURG STEEL CO. 


Division of HARSCO CORPORATION 
HARRISBURG 18, PENNSYLVANIA 








Dates to Remember 





Oct. 30-Nov. 1 


The Joint Industry 
Social Meetings of The 
Handling Institute, Inc.; The Indus- 
Truck Resdelation: The Asso- 
Truck and Portable 
and The Monorail 


A nnual-Business- 
Material 


trial 
ciation of Lift 
Manufacturers 
Manufacturers Association will be 
held at White Sul- 
phur Springs, West Virginia. 


The Greenbriar, 


Nov. 1-3 


Central 67th 


Annual Meeting, Palmer House, Chi- 


Association, 


Supply 


cago. 


Nov. 7-9 
Electric 
sylvania, 8th 


Penn- 
Electric 
Hotel, 


of Western 
Industrial 


League 


Exposition, Penn - Sheraton 


Pittsburgh, Pa. 


NOV. 14-16 
The Material 


Southwest show, 


Handling _ Institute, 


Dallas, Texas. 


Nov. 15-17 

National Associated Marine Suppliers 
Inc., Third Annual Marine Supplies 
& Equipment Show, Hotel Roosevelt, 
New York City. 


Nov. 19-20 


Central States Industrial Distributors’ 
29th Annual Convention, 


Chicago. 


Association, 


Edgewater Beach Hotel, 


Nov. 21 
National 


Association, 


Industrial Distributors’ 
Profitability Analysis 
Beach Hotel, 


Seminar, Edgewater 


Chicago. 


Nov. 27-29 


Plumbing 


Hilton Hotel, 


Brass Institute, Savoy- 


New York City. 


Nov. 28-29 
National Welding Supply Associa- 
tion, Southeastern Zone Meeting, 


Hillsboro Hotel, Tampa, Florida. 


Dec. 4 


Material Handling Institute, space 
drawing for MHI Great Lakes Show. 





it pays to sell 


DARNELL 


WHEN YOUR 
CUSTOMERS 
NEED...... 


Progressive 
distributors select 


DARNELL 


B> CASTERS AND WHEELS ~d 


for increased 
sales and profits 


Let the skill of Darnell engineers furnish 
the sources of profit in caster use. There 
are valid reasons for Darnell leadership. In 
every Darnell Caster and Wheel there is a 
responsibility that is reflected in maximum 
service, 


DESCRIBES 
Nearly 4000 TYPES of 
CASTERS & WHEELS 


DARNELL CORPORATION, Lro. 


DOWNEY (Los Angeles County) CALIF. 
37-28 SIXTY-FIRST, WOODSIDE 77, L.I., N.Y. 
36 NORTH CLINTON ST., CHICAGO 6, ILL. 
1000 PEACHTREE N. E., ATLANTA, GA. 


INDUSTRIAL DISTRIBUTION 





Dec. 4-8 


Central Supply Association, Profit 
Planning Institute. 4 
‘ 


i of Agricultural En- a ‘% ’ SELL liseli 
gineers, W inter Meeting, Palmer a 4 . PU LLEY 


House, Chicago, Illinois. 
MARKET 
1962 AT 


New “Rubber Lagged” Regular Unlagged 
Turn-Clean Pulleys BOTH ENDS! Turn-Clean Pulleys 
Jan. 21-23 for DRIVE END ° for TAIL END 
Southern Industrial Distributors’ As- 
sociation, Annual midyear meeting, 
Shamrock Hotel, Houston, Texas. 


Jan. 22-25 

1962 Plant Engineering & Main- 
tenance Show, Convention Hall, 
Philadelphia. 


Feb. 6-8 aie be. ie 
Material Handling Institute, Early GET IN A BETTER WRITE TODAY FOR CATALOG 


Spring Meeting, Atlanta, Georgia. PULLEY PROFIT PICTURE otic. snapeenmonad 
@ An overwrite on all O.E.M. Sales oe i - 
Jun. 4-6 ®@ No inventory investment 
57 Te : : , , , MF ne a hoe 
57th Annual Triple Industrial Supply ® Top profit return with a service-free 


Convention, NIDA, SIDA, ASMMA. item 
Waldorf-Astoria Hotel, New York 


Be WE’D LIKE YOu 


NOT HIGHLY TO HAWN DLE. 


COMPETITIVE 


gy VIS6RO-PLUS 


SUBSTANTIAL 


DISCOUNTS INDUSTRIAL 
VIBRATORS 
GOOD REPEAT 


BUSINESS * Materials handling problems are common to many 
plants you and your salesmen enter where dry 
bulk materials are handled in quantity . . . and 

PROTECTED industrial vibrators are frequently the practical 

TERRITORIES solution whenever these materials must be moved 
through bins, hoppers and chutes. Vibro-Plus, the 

6 MONTHS most experienced name in vibration, has a com- 

WARRANTY plete line of electric and pneumatic units that 
puts this lucrative market in the palm of your 
hand. Steady business . . . margins attractive . . . 
and your investment small. Find out today how 
to increase your sales tomorrow. Write to: 


“When you go after that contract assert VIBRO-PLUS 
yourself! Be forceful! Show him you're . PR oO DUCTS : INC. 
t an to be trifled with! Understand, 
naar oe not P.O. BOX A-368 -STANHOPE, NEW JERSEY 


bettlebrain? 
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‘WHY WAIT? 
Special 


RH & LH 


TAPS « DIES 
THREAD PLUG GAGES 


A COMPLETE SELECTION OF SIZES 











IMMEDIATE DELIVERY 
FROM STOCK 


WE ALSO STOCK 


ACME & METRIC 


TAPS and DIES 


RING GAUGES 
SPECIAL REAMERS 
EXTRA LONG DRILLS 


SPECIAL TAPS ALSO MADE TO 
YOUR PRINT SPECIFICATIONS 
QUOTATIONS FURNISHED UPON REQUEST 





WRITE FOR SPECIAL TAP AND DIE 
PRICE LIST AND WALL CHART 
LISTING SIZES IN STOCK 








TOOL SUPPLY CO. 


Industrial Cutting Tools 
29-31 SOUTH DESPLAINES STREET 
CHICAGO 6, ILLINOIS 


All Phones: Financial 6-1195 








New Lines taken on 
by Distributors 





Worthington recently ap- 


pointed five 


Corp. 
new distributors of 
mechanical power transmission equip- 
ment: 
¢ Iskenderian Racing Gams 
Inglewood, California 
Temperature Equipment Co. 
Glendale, California 
B. C. Pump & Engineering Inc. 
Merritt Island, Florida 
Basin Engine & Equipment 
Farmington, New Mexico 
Southwell Supply Co. 
Pampa, Texas 


Fork Truck Sales Service, Inc., Nash- 
ville, Tennessee, was appointed Allis- 
Chalmers Mfg. Co. material handling 
Ten- 


dealer for eleven counties in 


nessee and seven in Alabama. 


Haskel Engineering and Supply Co., 
Seattle, Wash., was appointed a dis- 
tributor for pneumatic and hydraulic 
cylinders, industrial tube and hose 
fittings, general purpose hydraulic 
valves, and compressed air prepara- 
tion units by Parker-Hannifin Corp. 


Allan P. James Co., Inc., Maywood, 
Calif., was appointed exclusive ware- 
and OEM 


sentative in the Los Angeles, southern 


house distributor repre- 


California and Arizona area, by 


Randall Graphite Bearings, Inc. 


Vational Steel Car Corp., Hamilton, 


Canada, was appointed exclusive 
Canadian distributor of the line of 
metallic abrasives manufactured by 


Cleveland Metal Abrasive Co. 


Beloit Industrial Supply Co., Beloit, 
Wisc., was appointed a stocking dis- 
tributor for the complete line of car- 
bide tools, manufactured by Wesson 


Corp. 


Mill Equipment Sales Co. was ap- 
pointed a franchised distributor of 
American Pulley Power Transmis- 
sion equipment in the Ohio, Mich- 
and Illinois grain 


igan, Indiana, 


industries. 








PRECISION BRAND 


a oe 
SPACERS 
and SHIMS 


pacha! 


FOR FAST, 
ACCURATE 
SPACING 


Tops in every respect, Precision Brand 
Arbor Spacers and Shims are used for 
accurate spacing of milling cutters, slit- 
ter knives, gang saws and many other 
uses. They come neatly packaged in 
thicknesses from .001” to .125” thick 
and %” to 7” hole diameter. 


WITH KEYWAY WITHOUT KEYWAY 


Please 
specify 
type 
desired 
when 
ordering. 


PRECISION STEEL 
PSW WAREHOUSE, INC. 


80 to 400 Amps. $69.50 to $370 complete 


The most complete line of TRINDL AC ARC WELD- 
ERS offered in 35 years. All models from 80 to 
400 Amps. Designed and engineered to .meet the 
most exacting demands of industry. All models 
feature heavy duty DUAL COILS, glass insulated 
and VITROTEX bonded to hold the heat and stand 
up to roughest usage, cutting down-time to the 
minimum. You can change the range in seconds 
with the new Slanting Eye-Level Control Panel. 
Strong, penetrating welds assured. Every model 
yeconsyeony gee for ONE YEAR IN CON- 
TINUOUS OPERATION. Write Dept. T13-M 


MODEL 125A 

115/230 VOLTS AC 
Handles rods from 
1/16” to 5/32” on 
stock to 1/2” thick. 
16 heat stages range 
from 20 to 125 Amps. 
America’s finest low- 


es 

priced fastest selling WSS 

a Id — 

cessories only $98.50. 

TRINDL PRODUCTS, Ltd. 
Marufacturers of: Welders—Pipe Thawers 

s and Supplies 

CHICAGO 16, ILL 


Welding Accessor 


1807 S. CLARK ST 


INDUSTRIAL DISTRIBUTION 








Obituaries 





Richard E. Kremp 


Richard E. Kremp, 
Vonnegut Hardware Co. 


Richard E. Kremp, 72, retired presi- 
dent of Vonnegut Hardware Co., 
Indianapolis, Indiana, died Septem- 
ber 15, 1961, at his home. 

Mr. Kremp, a lifelong resident of 
Indianapolis, was associated with the 
firm for 54 years. After graduating 
from Central Business College, he 
began his career with Vonnegut’s in 
the accounts payable department. In 
1922, he became office manager, and 
ten years later, general manager. In 
1931, he was elected to the board of 
directors and to the office of treas- 
urer. In 1943, he was elected presi- 
dent, which position he held until his 
retirement. February, 1961. 

On November 30, 1956, Mr. 
Kremp was awarded a_ thousand 
dollars, which customarily is pre- 
sented to employees who have com- 
pleted 50 years service. According to 
his request, this check was made pay- 
able to St. Joseph’s College, and 
presented to them as evidence of his 
appreciation of the excellent school- 
ing received by his four sons. 

Mr. Kremp was a man of ex- 
emplary character, who was not only 
dedicated to the performance of his 
obligation to the business, but also to 
the welfare of his associates, and all 
employees of the company. 

His outside interests also included 
numerous religious, educational, and 

continued 
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LUBRICATING 
DEVICES 


wane ap apa an ena es eee ean ae asawena 


**MULTIPLEX’’ 
SIGHT FEED 


LUBRICATOR 


Model 377 . . . 4-feed illustrated 





@ Electric Solenoid-Operated Valve for Automatic Lubri- 
cation of Bearings and Journals. One to fourteen 
F Yee teh Y feeds —four sizes of Reservoirs 
J BLP 
ww ertb 1h 
A reliable, positive, and automatic lubricating 
device—thrifty in oil consumption—requires 
little or no attention. A combination of maxi- 
We manufacture mum convenience, wide adaptability, and low 
oe atte price makes this a good item for volume sales. 
GREASE CUPS It is convenient to install and operate for 
AIR COCKS pumps, engines, machinery, etc. Stock them 
FITTINGS for prompt service. Let us send you the com- 
. « and other Brass Products plete ESSEX catalog and make us your supply 
source for all products listed. 


ESSEX BRASS CORPORATION 


23500 PINEWOOD Est. 1901 P. O. BOX 4607 
WARREN, MICHIGAN DETROIT 34, MICHIGAN 











MORE VALVE 
of O] a ee) i a 


/ The new Keckley No. 11A and No. 11R pres- 
NEW sure reducing and relief valves feature a full 

a ported orifice for greater capacity and increased 
Pressure Reducing Valve, flow of steam, air, water, oil and gas applica- 


With Full Ported Orifice “° 
This enables the No. 11A and No. 11R to fit 
many applications presently requiring larger or- 
dinary and/or more expensive valves at substan- 
tial savings. 


The single seated No. 11A and No. 11R has a 
semi-steel body, bronze or stainless steel trim 
and composition disc; and are suitable for initial 
pressures up to 250 lb. steam, 450° F.: 500 Ibs. 
water, oil and gas, non-shock, 100° F. Reduced 
pressures range from one pound to 100 Ibs. 
Springs available: 1-20 Ibs.; 15-50 lbs.; and 40 
to 100 Ibs. Interchangeable standard composition 
discs are furnished for specific media. Sizes 

Write for Catalog No. 58A #” to 2”. 
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0. C. KECKLEY COMPANY 


General Offices and Factory 
3400 CLEVELAND ST., SKOKIE, ILLINOIS 





NOW make big OEM. sales 
with 
Darco 


SPROCKETS 


You Can Offer... 


a full line of sprockets for A.S.A. 
35, 40, 41 & 50 chains... 


made by Dayton Rogers pre- 
cision process that assures 
quality ... 


at prices that will let you com- 
pete with factory prices even 
to large O.E.M. users... 


plus special sprockets, holes, hub 
types, etc. 


Write TODAY for 


complete details in- D AYTON R OGERS 
cluding prices and Nau upac Cie wing Company 


protected territory 


MINNEAPOLIS 7P, MINNESOTA 





FOR THE MECHANIC WHO TAKES PRIDE IN HIS JOB 


NEW 
WILSON 
PORTABLE 
AIR DRILLS 


New Wilson Series 93 air drills are powerful and 
compact. They have a drilling capacity up to ¥% in, 
fou have a choice of 7 speeds for efficient drilling of 
a wide range of materials. Available in straight 
models with lever or pushbutton throttle and offset 
grip models with trigger throttle. 

All Wilson portable pneumatic production tools are 
lightweight, compact, designed for easy handling. 
© Catalog PT-58 gives all the facts. Write for your 
copy. tTwel7 


THOMAS C. WILSON, INC. 


21-11 44th Avenue, Long Island City 1, New York 
|-] emg tM ele) ee te) a - i eae ee fe) 74 





welfare organizations, to whom he 
made generous contributions of his 
time and money, to insure their 
success. 

The future of this corporation 
should reflect a good measure of the 
beneficial effects of his guidance, 
during the many years of his associa- 
tion, according to the firm. 


Hubert E. Flury, 
Indell Supply Co. 


Hubert E. Flury, 51, production 
supervisor for Indell Supply Co.. 
Tulsa, died September 3, 1961. 

Mr. Flury was graduated from 
Northwestern State College at Alva. 

He was a member of First Chris- 
tian Church at Jenks, Okla., the Lions 
Club, and was a 32nd Degree Mason. 
He served in World War II. 

Survivors include his wife Pear- 
lene; a daughter, Linda Flury; two 
brothers, including Joe Dan Flury; 
three sisters, Mrs. Germaine Bixler. 
Mrs. Betty Stewart; and his mother 
Mrs. Temple F. Smith. 


Thomas J. Kane, 
Cavanaugh Co. 


Thomas J. Kane, 81, an industrial 
supply salesman for the Cavanaugh 
Co., died August 19. 

Mr. Kane worked for Cavanaugh 
Co. for 20 years. He retired five 
years ago. He was an assistant city 
engineer for the firm. 


William Sopusek, 
Thor Mfg. Co. 


William Sopusek, former corporate 


secretary and office manager of 
Thor’s SpeedWay Manufacturing 
Division, in LaGrange Park, Ill., died 
recently. 

Mr. Sopusek served in the Speed- 
Way executive post from 1942 until 
1959. He retired because of a fatal 
arthritic condition. 

Surviving are his wife, Loretta: 
two sons, John and Nicholas; and a 
daughter, Mrs. William Pietrzak. 
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CAUGHT 
IN THE 
PROFIT 

SQUEEZE? 


Cut Costs 
with 


TRADE MARK K 


REG.U.S. PAT. OFF 


long-lasting 
Belting 


THE FRANKLIN COTTON MILL CO. 
1118 Central Parkway - Cincinnati 10, Ohio 
“80 years of better belting service” 
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Alfred R. Abelt 


Alfred R. Abelt, 
Chain Belt Co. 


Alfred R. Abelt, 71, former vice 
president of sales and director of 
Chain Belt Co., died September 11, 
1961. 

Mr. Abelt was born May 28, 1890, 
in Milwaukee, and started his career 
with Chain Belt in 1906. When he 
retired from the firm in June, 1957, 
he had been associated with the com- 
pany for 51 years. This is a record, 
which made him one of the oldest 
employees in length of service. 

He was elected a Chain Belt vice 
president and member of its board of 
directors in 1942. He retired as vice 
president of sales in 1957, but con- 
tinued as a director until 1959. 

Mr. Abelt was an honorary dis- 
tinguished member of Chain Belt’s 
Quarter Century Club, and was a 
member of various masonic organ- 
izations. 

Immediate survivors include his 
wife Louise; a daughter Mrs. Lucille 
Schultz; and a son John F. Abelt, 
manager of Chain Belt’s Kansas City 
office. 


Neil Robertson, 
Babcock & Wilcox Co. 


Neil Robertson, 60, general traffic 
manager of The Babcock & Wilcox 
Co.’s boiler division manufacturing 
department, died September 1. 
Well-known in transportation cir- 
cles, Mr. Robertson was responsible 
for the safe movement of some of the 
largest industrial products made in 
this country, including nuclear re- 


continued 





ITS A 


FACT 


YOU CAN DO BETTER WITH 


SPACING PRODUCTS 


BECAUSE FAST DELIVERY 
from stock makes inventory control 
easy ... conserves valuable space, 


BECAUSE AN ESTABLISHED 
REPUTATION for quality products 
promotes prompt acceptance ... 
speeds sales. 


BECAUSE CONVENIENT 
PACKAGING simplifies handling 
.. encourages use. 


BECAUSE ATTRACTIVE 
DISCOUNTS assure good profits, 


4 "ARBOR SPACERS 


SHIMS 
SHOULDER-SCREW 


C) SPACERS 
Ww 


FEELER STOCK 
in Coils and Strips 


ACCURATE 
SHIM 
STOCK 


Complete range of extra- 

precision sizes and thicknesses 

made from selected materials 
. . clean and flawless. 


FOR MORE FACTS 


WRITE, WIRE, PHONE FOR 
LITERATURE AND PRICES 


YOU CAN 


DEPEND ON DE-STA-CO 


DETROIT STAMPING COMPANY 





JACKSON 


SR ge 


> as oe cn 


ROPE 


The world’s finest cordage fibers and 
careful, experienced workmanship result 
in unsurpassed highest quality rope 


MANILA—Ocean Brand 


SYNTHETICS—Super-Tuff 
(nylon, dacron, polyethylene, polypropylene) 


Dependable Service - Highest Quality 


Manufacturers >—< 


5 —_ Since 1829 


The Thomas ee & Son Co., 


Reading, Pa., U.S.A. 








SPECIAL TOOLS FOR SPECIAL JOBS 3 


NEW OFFSET RATCHET BIT SET SPEEDS CRAMPED 


ASSEMBLY WORK 


Combination of reversible, double-ended 
ratchet wrench and short bits fit where 
most regular tools cannot—permits you 
to do difficult jobs quickly, easily. The 
bits are designed to hold securely even 
for upside-down work. Ali parts are top 
quality tempered steel for long service, 
hard use. 

The No. 27SG set has these nine bits, 
shown from left to right, to handle 
almost any production fastener: 


Phillips head screwdriver for 
smallest through No. 9 sizes 

¥%-in.-wide screwdriver blade 

4% and ¥% in. hex keys 

050 and Me in. hex keys 

Ye and ¥% in. hex keys 

Ya-in.-wide screwdriver blade 

He and % in. hex keys 

Ya-in.-square drive adaptor 

Ye and % in. hex keys 


(No. 27 set with four—No. 27SM with five— 
assorted bits also available) 


e*eeee#e#eees 


Watch for the solution to your problem 


kK -~{) TOOLS / making Hard Jobs Easy Since 1919 


K-D MANUFACTURING COMPANY 


Lancaster, Pa. 











Another special tool for a 
eer job in industry by 

D, the nation’s largest 
maker of special tools for pro- 
fessional auto maintenance. 











actor vessels, and drums and other 
massive components for steam gen- 
erators. 

Born in Aberdeen, Scotland, in 
1901, he began his B&W career at the 
firm’s former Bayone, N. J., works. 
He had been general traffic manager 
in Barberton, Ohio, since 1958. 

Surviving are his widow and three 
daughters. In addition he leaves his 
father, a sister and brother in Scot- 


and a brother, Robert, 


resides in New Jersey. 


land, who 


Forrest L. Langdon, 
Fastron Co. 


Forrest L. Langdon, 63, 
Fastron Co., City, 
Mo., formerly Langdon Industrial 
Supply, died August 2, 1961. 

Survivors include his wife Gladys; 
a son, Charles, and two daughters, 
Mrs. Barbara Fitzpatrick and Mrs. 
Marion Harden. 


managing 


partner, Kansas 


Macaulay Irwin, 
Quincy Compressor Co. 


Macaulay ‘Mac” Irwin, 67, president 
manager of Quincy 
August 19, 


and_ general 


Compressor Co., died 
1961. 

Beside being chief executive of the 
air compressor firm, which he and 
his father founded in 1920, Mr. Irwin 
was also president of the Irwin Paper 
Co.; The Decatur Paper House, Inc.; 
and the Peoria Paper House, Inc. 

Active as both an industrial and 
civic leader, Mr. Irwin was president 
of the Qunicy Foundation, a chari- 
table trust created by the elder Irwin, 
in 1919. 


Charles A. Charter, 
Charter, Inc. 


Charles A. Charter, 78, founder and 
president of Charter, Inc., Marquette, 
Mich., died September 8. He was a 
native of Cleveland, Tenn. 

Surviving are his wife, Jessie; one 
daughter, Mrs. Constantine Prokos; 
two sons, Robert A. Charter and John 
C. Chisholm. 
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TALK OF THE TRADE 


Reports and Comments on Industry's Personnel from the Lighter Side 





Here’s a formula for salesmen to 
determine frequency of calls on cus- 
According to Standard Rate 


Data Service, typical memory 


tomers. 
and 
retention curv- 
es show that: 
within 2 days 
people forget 
20% of 


they've learn- 


what 


ed; within 4 
10% ; 
within 30 days 


days 
within 9 days 60%: 
74%. 


tomer twice a week, he has to go over 


If a salesman calls on a cus- 


only one-fifth of his previous mes- 
sage. If he calls once a week, the 
buyer remembers only half of what 
the salesman told him on the previ- 


call. 


month, the buyer may not remember 


ous If he calls only once a 


him at all! 


One of the new vice presidents 
of the American Management Asso- 
is James C. Richards, B. F. 
Industrial Co., 
having been elected recently as AMA 


vice 


ciation 
Goodrich Product 
president in charge of the 
Marketing Division. Among the new 
AMA directors who will serve until 
1964 are Ralph F. Gow, president of 
Norton Co., Paul B. Wishart. 
president of Minneapolis-Honeywell 
Washington, D. C. 


Frank Cruger, peripatetic prexy of 


and 
Co. Down in 


Indiana Manufacturers Supply Co., 
Indianapolis, took on another civic 
duty by accepting membership on the 
Small 


Council to assist 


recently established National 


Business Advisory 
SBA in improving its services to the 


nation’s small business firms. 


The Power Transmission Council 
of New York opened its 1961-62 
with a 
sales managers panel which talked 
“turkey.” Under the leadership of 
Olsen, Warner Electric Brake 


season purchasing agents- 


Larry 


& Clutch; Bob Butcher, Fisher Tool 
Co., New York; Jerry Barshov, 
Babco Inc., Brooklyn; and Dan 
Pober, Tri-State Industrial Equip’t, 
Flushing, (president, vice president, 
secretary and treasurer respectively ) 
there will be a program of ten meet- 
ings with industry topic features. 


A Spanish gentleman from Barce- 
lona recently wrote in commenting 
on how helpful he had found manage- 
ment ideas and methods published in 


McGraw-Hill 


but remarking that he had not been 


International’s Digest. 


able to use any of the ideas and 
After 
edition, he added the 


“The 


I haven't been able to apply 


methods directly. inquiring 


about a new 


following postscript: reason 
why 
strictly any idea is that European 


companies are not as_ important 
(large) as U.S.A. corporations and 
even 


Spanish companies are not 


Europeans.” Que ha dicho Vd? 

Long distance sales calls are getting 
Recently Ben Rabin- 
owitz, E. & B. Mill Supply Co., Perth 
Amboy, N. J. flew to Tokyo, Japan, 


looking for an order to outfit some 


to be common. 


ships with supplies and equipment. 





“I understand your sales office is only 
a stone’s throw from here!” 











Suppliers generally feel that their 
distributors try to keep customers 
contented with their products but re- 
cently Kenneth Tsunoda, Extremultus 
Inc. president, 
was genuinely 
surprised at 
the extent to 
which 


his _ distribu- 


one of 


tors did go to 
keep a cus- 
Something like 2,000 


miles! What happened was that Jack 


tomer satisfied. 


Brown of Breezee Supply Co., Port- 
land, Ore., sold a small belt destined 
for a 250-h. p. jack shaft drive power- 
ing a gang saw in a Denny Logging 
Co. operation at Fort Smith, North- 
When the 


belt was purchased, full instructions 


west Territory, Canada. 


for its installation were provided. 
Nevertheless, Brown received a wire 
from Fort Smith saying that the belt 
was not performing and something 
had to be done about it as the opera- 
tions were down. As far as Brown 
was concerned, there was nothing else 
to do but to see for himself what the 
trouble was. He packed up another 
belt, chartered a plane and flew up 
wilds of northwestern 


When 


told that the non-slip belt was slipping 


into the 


Canada. he arrived. he was 
and even the application of lime 


failed to help. 


trouble and inspected the drive and, 


Brown sensed the 
as he had expected, found that the 
loggers were using the wrong tension. 
Instead of the 2.5 to 3% 
quired on the Extremultus belt, the 


tension re- 


loggers were applying only a half 
percent. The adjustment was made 
and the saw resumed running. When 
Brown returned to Portland, the plane 
had logged only a few miles short of 
2,000. 
“service call” made by a supply sales- 


Brown’s trek is the longest 


man we've heard of. 


J.A.W. 
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If you make a point to sell Blue Chip 
Nicholson or Black Diamond files on 
every sales call... you know what so 
many distributors have discovered: 
these files provide a continuing, 
steady sales volume for you—a steady 


Nicholson File Company, Providence 1, 
Files + Rotary Burs « Hacksaw and Band Saw Blades 
Hole Saws + Ground Flat Stock + Industrial Hammers 


meal 


year-round income that you can lit- 
erally bank on. 

Furthermore, you have an ideal 
sales lead-in to your other top-quality 
lines... because Nicholson or Black 
Diamond files are among the best 


Rhode Island ehLe, 
i s.a.* 


an steady income for you 


known industrial brands in the world 
... two names that identify you as a 
“blue chip” distributor. 

Always sell files first. They have 
the superb performance that your 
customers bank on. 


NICHOLSON = 
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THE CONSISTENT QUALITY OF HOLO-KROME THERMO-FORGED* 
SOCKET SCREWS CUTS REJECT AND IN-WARRANTY SERVICE COSTS 


Inspection, in-warranty and replacement costs may 
be putting a tight squeeze on your customers’ profits. 
Fastener failure may be one of the trouble spots. 
Show your customers how Holo-Krome quality can 
reduce these costs and increase profits. 

‘THERMO-FORGED socket screws are produced by a 
patented electronic forging process which pre-condi- 
tions the metal. This makes possible exact control of 
metal flow and allows us to maintain tolerances 
impossible with other forging methods. Thread 
rolling and subsequent operations are controlled 
more precisely than ever. As a result, THERMO- 


WeVaaKeAX! 


*Trade Mark of The Holo-Krome Screw Corporation 


ForGED socket screws are unmatched in quality, 
free from flaws, checks and hidden imperfections, 
with dimensional precision unattainable with ordi- 
nary forging methods. THERMO-FoRGED socket 
screws can materially increase your customers’ 
profits by reducing rejects and in-warranty service 
costs. If you’re not now a Holo-Krome distributor, 
write and see if there’s an open franchise. 


HOLO-KROME 


Thermo-Forged* 
SOCKET SCREWS 


OLD ONLY THROUGH AUTHORIZED HOLO-KROME DISTRIBUTO 
THE HOLO-KROME SCREW CORPORATION ¢ HARTFORD 10, con 





